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WITHSTANDS 2'2 TO 5 TIMES 
LONGER THE CONSTANT BENDING THAT 
FATIGUES’ AND BREAKS SHOVEL STEEL 


Because of their thick center backbone and tapered sides, RAZOR- 
BACK Shovels have long been the strongest light shovels on the 
market. 

But, from our experience in war production, we have found a 


way to toughen shovel steel tremendously — make it 24% to 5 
times more resistant to the “bending fatigue” which causes 


shovels to break at the frog or shank. 


This process, which includes improved heat treatment with “Sur- 
face Peening.” is being applied to all RAZOR-BACK Shovels, 
including not only the large quantities we are supplying to the 
Armed Forces but the limited quantity now available to UNION 
dealers, which we hope Victory will soon permit us to increase. 
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TESTING LABORATORY PROVES 
LONGER LIFE 


Standard tests, by Krouse Plate Fatigue 
Testing Machine, reveal the amazing in- 
crease in resistance to “bending fatigue’ 
when RAZOR-BACK’S heat treatment with 
“Surface Peening’’ is applied to shovel 
steel: 

At 90,000 Ibs. pressure per sq. inch (a far 
greater bending stress than shovels meet 
in normal use) heat treated, ‘Surface 
Peened’’ RAZOR-BACK steel withstands 
22 times as many bending cycles as good 
heat treated steel. 

At 80,000 Ibs. per sq. inch, RAZOR-BACK 
heat treated, ‘Surface Peened” steel with- 
stands 5 times as many bending cycles. 
At 70,000 lbs. pressure per sq. inch, RAZOR- 
BACK heat treated, ‘Surface Peened”’ steel 
withstands bending indefinitely (actually 
bent in two directions 10 million times 
without a single fatigue failure, a test no 
ordinary shovel steel can withstand). 











NO. 8 IN THE “AMERICAN” SERIES OF UNITED STATES NAVAL VESSELS IN ACTION 





From a painting in color by Milton Menasco* 


MEDITERRANEAN INCIDENT 


Stealthily through the dark midnight the two German de- 
stroyers shepherded their convoy of F-lighters down the 
Mediterranean, north of the island of Elba. It was early 
in the Italian campaign and they carried reinforcements 
and supplies for the Germans fighting stubbornly way 
down on “the boot.” 

The first warning that they were detected came with a 
thunderous roar. Two U. S. PT-boats, belching chemical 
smoke, swept in and let go three torpedoes. Rashly the 
destroyers left their charges and gave chase, firing star 
shells to brilliantly illuminate the attacking PT’s. 

PT-212 darted back into her smoke screen, but 214 was 
in a fix. Her smoke device 
had failed. She dodged fran- 


tically, but took a small-fire 





AMERICAN 














hit through the engine room, but in turn put a torpedo into 
one of the destroyers. The second one gave up and fled. 

The F-lighters, deserted by their escort, found themselves 
victims of a trap. Our two PT’s had deployed from a larger 
American-British force, which now pounced on the light- 
ers from another direction and cleaned up the entire con- 
voy. No more reinforcements came to the Germans by that 


water route. 
* * * 


On fighting ships and merchant ships, in the Air Corps and at bases scat- 
tered around the globe, American ‘‘Superior’’ Pure Manila Rope is helping 
to transport the men, the arms and the supplies of war. All American 
‘Superior’ is earmarked for Navy and Military uses. In its place, American 
has produced for the trade, a good, dependable substitute rope. It is not 
Manila, but it is made with all the care and skill that has come from more 
than half-a-century of fine rope-making. You can buy any American rope with 
confidence. Order from your regular source of supply. 


*FREE PICTURE SUITABLE FOR FRAMING-—A full-color reproduction 
of the above painting, with a chart and additional details about this en 
gagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


TWINE « OAKUM «¢ PACKING 


AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N.Y. Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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DEALERS JOIN IN 3-PRONGED DRIVE 
TO HELP KEEP HOMES <u, kag 
WARM, BUT PATRIOTIC 


Now is the time to come to the aid of the homes in your com- 
munity with services, materials and products needed to keep 
these homes efficiently and economically warm during the 
cold months. 





In these days of war, patriotic people 
want to stay at home as much as possible 
after their work and other important 
activities are over. By staying home, 
they save gasolene, oil, tires, general 
wear-and-tear on their cars, money for 
war bonds, and they help to lighten the 
transportation problems, both local and 
national. 

Number one in the hardware dealer’s 
efforts to be of service to the patriotic 


home-stayer is to féalure a wide range © 


of items that will help establish and 
maintain highest heating efficiency, and 
comfort and health as well. These items 
include such things as insulating and 
weather-stripping materials of all kinds, 
chimney and flue cleaners, coal grates, 
fireplace goods, sprays, vaporizers, hu- 
midifying devices for replacing moisture 
that steam takes out of the air. 

The second way in which a hardware 
dealer can help people live at home and 
love it is by helping them keep their 
homes attractive and livable. This calls 
for handling such items as will enable 
People to “fix up”, repair and redecorate 


| 





their homes, items such as work clothes, 
aprons, brushes, paints and specialties, 
bathroom and plumbing accessories, 
floor coverings, mirrors, finished and 
unfinished tables and chairs. 

A third service is to provide things 
for at-home entertainment — such items 


_ as cards, card tables, games, prizes, and 


refreshment equipment such as dishes, 
glasses, doilies, decorated sets. Phono- 





graph records are also excellent things 
to carry, wherever practical, for they are 
needed .for home parties .and quiet 
evenings with the family circle . . . and 
are fine mediums for bripging the 
“younger set’’ into your store. 

Here is a hint for all-year-round busi- 
ness: don’t forget the babies and school 
children of your community. For the 
babies, handle, if possible, bassinets, 
beds, bottles, bottle sterilizers and 














warmers, cribs, high chairs, ete. For the 
school children: bags, lunch kits, pencils, 
paper. 

A word of caution: Do not stock up on 
products for which there will be small 
markets after the war, but DO make an 
effort to get as many of the needed items 
for fall and winter — now. 
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Christmas 
Is Coming! 


It is a wise thing for dealers to offer 
their respective communities a wide 
selection of Christmas gifts — as soon as 
possible. Our government will soon 
urge everyone to get Christmas gifts 
for members of the Armed Forces in 
the mail at least two months before 
Christmas. 


See es ts 
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4A Oil-Impregnated Hard Wood 
) / 2 | Positive Latching 
i”, olka Smooth, Silent Operation 
/, a aN Extra Long Service Life 
La a7 , ee Out of sight but on the job for efficient latching of modern kitchen cup- 
ae _ board doors, Stanley’s No. 33 Cabinet Spring Latch introduces a new, Dee 
a ener superior feature designed to quicken your sales—the smooth-as-silk, EXT 
— = long-life, hardwood plunger. ond 
i“ —_ Where steel plungers tended to scuff and burr under repeated use, the in | 
| “~_ A Sf > new oil-impregnated plunger assures quiet, positive action with practi- stan 
ie ee cally limitless service life! This new feature costs more to manufacture — up E 
but there is no advance in price to you. Feature this improved on | 
CiPPED DOOR Jane Stanley fast seller. The Stanley Works, New Britain, Conn. ial 
_——— bw ACTUAL SIZE 4 adie 
AAA T 
ot We’ 
om, posit 
4 k met ot. o1 
“o For Lipped or Flush Doors pron 
Is Elongated Screw Holes LET'S 
ee for Perfect Adjustment 
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3 cans FR EE with every 2 doz. you buy of 


ECONOMY PLUMBER DRAIN PIPE CLEANER: 


An EXTRA BONUS for you if you ACT FAST! 





This Deal positively expires. Dec. 1, 1944 
YOUR PRICE © 











This is what you get: 


2 doz. cans ECONOMY PLUMBER DRAIN PIPE CLEANER Retail Value $6.00 
FREE — 3-25¢ cans Retail Value 75 $ 
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Total Retail Value $6.75 


Also these additional Powerful 
Selling Aids FREE to you! 















Dealers from every section of the country are responding to these 


EXTRA PROFITS in conjunction with the most powerful advertising ® RADIO 

and sales promotion program ever put behind a drain pipe cleaner America’s Best known Home Economics Ex- 

. , including N Crai WJZ, N 

in the hardware field. ECONOMY PLUMBER — a household : a Ps pol ~ sei on WENR, ~~ Mame 
fl ‘ ' li f b 

standby for 25 years — now gives you an opportunity to pick ‘ ECONOMY’ PLUMBER "anane Gan Gane 

up EXTRA DIVIDENDS with scarcely any effort. Rack up the cans in their local hardware stores. 

on your counter. — hand out “‘It’s Fun to Fix It Yourself’’ — © FREE HOME A 

and oil up your door hinges for a rush of customers directed REPAIR DIGESTS 

to your store by prominent radio personalities. “It's Fun to’Fix it Yourself", a 16-page booklet crammed 

full of interesting, easy-to-understand information. Give 
WE'RE NOT KIDDING when we say this FREE DEAL will > ey See 


positively be withdrawn December Ist. So call: your Jobber @ FREE BUSINESS BUILDING NEWSPAPER 
MATS FOR LOCAL ADVERTISING TIEUPS! 


at. once — this minute! (If he can't supply you, let us know 
promptly and we'll see that you are not left out in the cold.) 
LET'S GO NOW! 


tue ECONOMY PLUMBER co. 


HOME OFFICE: 39 LISPENARD STREET, NEW YORK 13, N. Y. 


Chicago Office: Los Angeles Office: 
6941 S. Merrill Avenue 939 W. Sixth Street 






Guoranteed FREE of Offensive Fumes 
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oe 2 -Way Profit Producers! 


sinh ae 8 2 an ty nN Here’s a well known Coleman product you can 
na a ein A NIG SELL... day after day in the same old way! 

OMY on RT HE 1 iy Keep Coleman Silk-Lite Mantles on display. They 

oS ee bring you two-fold pay— 

1. They pay you profit in goodwill by assuring 
better, brighter light and longer service for Coleman 
lamp and lantern users. 

2. They pay you profit in extra sales. Customers 
see them—are reminded to buy. Every user needs a 
half dozen or more Coleman mantles. Sell them by 
the package—step up your profits! 

The greater lighting efficiency of Coleman Silk- 
Lite Mantles is especially appreciated in these war- 
COLEMAN — times when your farm customers are working ¢ 

i onger hours and needing more light. 
PARTS and REPAIRS Coleman Raytex Mantles also available for deal- 





KEEP ’EM 
WORKING 


with 

















Dealers everywhere continue to carry ers who want a good quality mantle to sell at a Yes 
on their grand war-time service of lower price. Th 
ances working with Coleman Service 
and Coleman Parts and Repairs. As a 
and building future business. ‘Keep for 
ze! man 

' — SARS PE SRM 

e & es 
ilk-Lite MANTLE 
(T-654) 


keeping customers’ Coleman Appli- Order Coleman Mantles from your jobber. 
result they are reaping dividends now chi 
hence THE COLEMAN LAMP AND STOVE CO. wichita, Chicago, Philadelphia, Los Angeles = 
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* PATTERN FOR RADIO PROFITS - 


Yes, the Clarion Radio dealer set-up IS different. It’s the talk of the industry. 






The biggest Clarion feature of all will be found in the Clarion dealer fran- 
chise. It will pay you to investigate before it is too late. Write TODAY 


for name of distributor in your territory. 


“4 - 
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Duck hunting is his ‘‘stock in trade’’. Being an 


expert at it he knows ammunition, and like a 


large proportion of the guides and sportsmen 
of the country, passes his money across the 
counter for powerful, long-range Super-X. It 
will pay you to make Western Super-X and 
Xpert shot shells and cartridges your ‘‘stock 


in trade’’ as more ammunition becomes avail- 


able for hunting. - 


WORLD CHAMPION AMMUNITION 
Western Cartridge Company, East Alton, Illinois 


SUPER-X, XPERT AND SILVERTIP AMMUNITION FLYER TRAPS AND TARGETS 
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DEALERS... 


HERES WHY DEVOE 


KARLOAD KLUB BLACK 


ROOF PAINT WILL SELL 
ON SIGHT.. BUILD 


YOUR prorits! 










Greater than ever before in history...the market for roof paint! Farmers, business 
men, home owners have difficulty securing materials for repairing old roofs 
or building new ones. Now you can feature a NAME BRAND... DEVOE 


has a ready acceptance with the paint-buying public. 


SOIREE > 


Devoe is telling this story nationally —“Re-vitalize your roofs now—make 


them last longer, look better!” 






Unique new label designed to appeal to all classes of your customers! Colorful 






five-color label . . . an impulse purchase puller.’ Here’s how it works. 





SIDE A illustrates 
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DEVOE 
KARLOAD KLUB 
BLACK ROOF PAINT 










Stacked up in your store window, on your counter, or as a floor display—alternating the 
two sides of DEVOE KARLOAD KLUB BLACK ROOF PAINT—you'll have a colorful, 
eye-catching, attention getting display that will brighten 
up your store... bring in all types of customers... 

build your profits! Every stack of paint a billboard! 









om 


Cash in on today’s demand for 
DEVOE KARLOAD KLUB BLACK ROOF PAINT 
STOCK IT! 


DISPLAY IT! WRITE TODAY FOR 
SELL iT! SPECIAL FALL PRICES 





FIRST AVENUE AT 44th STREET, NEW YORK 17, N.Y. 
OCTOBER 12, 1944 








Head Your Buying 
List with ZIM 


When the war is over we will supply 
you with the familiar Zim appliances 
pictured on this page, and some strictly 
“postwar” new ones. Meanwhile, we 
are apportioning the products which 
conditions and regulations permit us to 
manufacture so each customer will 
get some. 


CAN OPENER—Opens any shaped cans, 
leaving edges clean. Strongly made for long 
service. Folds up when not in use. 


JAR OPENER—Removes screw caps, bottle 
caps, pry-up caps and friction caps. Folds flat 
against wall when not used. 


FLATIRON REST — Every ironing board 
needs one. Leaves entire board for ironing. 
Folds back when not in use. 


ZIM MANUFACTURING CO. 


HEADQUARTERS FOR LABOR-SAVING HOME APPLIANCES 
$037 CARROLL AVE., CHICAGO, 12, ILL. 


HARDWARE AGE 














—— eo Se ee 





DATOM GLASSWARE 


A Hardware Dealer's Profit-Maker 







@ Of Non-Priority, Crystal-Clear 
Glass 







®@ Good for the Duration—and 













After 
No. 12 TRIPLE-UTILITY ROASTER 
° 13%” x 8%” x 5%". Cover makes fine warming or serving 
@ Pr ompt Delivery platter. Capacity: 6 Ib. roast. Packed individually, 8 to carton. 


© Popularly Priced 





No. 16 OVAL DOUBLE ROASTER 

Capacity 12% Ib. roast or 10% ib. fowl. Length: 16”. Height: 
6%". Interlocking side handles. Packed individually, 3 to carton. 
Each single piece serves as open roaster. 























No. 55 STREAMLINED ROUND ROASTER 


Diameter 10”, Height 7”. Heat-sealing cover. 
Capacity: 6 Ib. soast. Packed individually, 8 to carton. 


Additional Heat Resistant Items 


No. 8 Glasseroles (12 ozs.) 3 to a set 

No. 10 Glass Serving Platter 

No. 18 Double Roaster (Holds 18 lb. roast) 
No. 20 Coffee Maker (2 to 3 cups) 

No. 48 Glasseroles (8 ozs.) 4 to a set 


Every item laboratory tested; guaranteed 
for one year against breakage by heat. 


Refrigerator Trays & Miscellaneous 


No. 2 Food Freshener and Crisper (with cover) 
No. 3 Mail Box 

° I ” ” ” 
ste. 16 Gabe SOURS ROASTER No. 8127 Glass Refrigerator Tray % ut x2 ; : 
Capacity: 934 Ib. roast. Length: 1534”. Height: 5%". Indiv. No. 159 Glass Refrigerator Tray 1434”x934"x214 
packed 3 to carton. Interlocking side handles. Each single piece No. 6030-8 Glass Refrigerator Tray 1214”x1154"x2” 
teat timeciitngnty No. 17749 Glass Refrigerator Tray 1414”x12”"x214” 





Write for further information and 


price lists. THE DATOM CO. 


Wholesale distributors arrangements. 200 Fifth Avenue, New York 10, N. Y. 
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‘Woday’s |Precision 
will produce better clocks 









Womorrow 





W, So precision standards have sharp- 


ened HUX craftsmanship to its highest degree LUX CLOCK MFG. CO., Inc., WATERBURY, CONN. § ! 
Sales Division: 

of skill and efficiency. Tomorrow when the DE LUXE canen sie, CO., Inc. 
: New York —1107 BROADWAY 

bigger job is finished, this skill and efficiency San Francisco— 833 MARKET ST. 








will be devoted to the production of better 


clocks for you and your customers. \" ee 
* BUY MORE WAR BONDS 
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Your Post-War Products with 


MEYERCORD DECALS ! 





A wide variety of successful war uses 
under gruelling combat and climatic 
conditions have even more firmly estab- 
lished Meyercord Decalcomania as the 
perfect material for post-war product 
identification and instructions. 


Meyercord Decal nameplates, lubricat- 
ing guides, wiring diagrams, instruc- 
tions, dial faces, serial and patent num- 
bers, etc., can now be made resistant 
to acid, abrasion, moisture, heat, cold, 
petroleum vibrations, fungus growth. 





Meyercord Decals are washable, dur- 
able and easily applied with water or 
cement to any commercial surface at 
production line speed. They save time, 
cost, materials and weight. 


Designs may be reproduced in any size 
or number of colors, and can be ap- 
plied to flat, convex or concave surfaces 
...even rubber and crinkled finish. In- 
vestigate the amazing variety of uses 
for Meyercord Decals in every branch 
of your business. Address Dept. 11-10. 


—_ Wn 




















FREE DESIGNING SERVICE 


Manufacturers and designers are in- 


he’s 
is) 


free designing and technical consulta- , ‘ . ao 


vited to avail themselves of Meyercord's 


. . . . . *. 
tion service on postwar identification. 
COV 

4 


Zic MEYERCORD ~~ 


é CHICAGO 44, ILLINOIS aw : 
ee tun! 


ole Ribbon ¥ ; e EX A 
BUY AN EXTRA BOND Now! [=XCaMe WINS © = Sore UPS 
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THAT SIMPLIFIES SELLING, | 








This new Myers "'H" series Ejecto brings sweeping changes 
to the retail water system business, from selling to servic- 
ing, from ordering to stock handling. 


Here is new designing —a simple, patented convertible 
feature — modern packaging — convenience of stocking 
—new performance, reliability and low cost— many 
unusual features that make water system retailing simpler 
and more profitable. 


This new "H" series Ejecto measures up to everything we 
have promised Myers dealers— and more. Look at the 
big advantages — going far beyond any other water 
s system yet produced. It's tomorrow's water system, today 
— another triumph for Myers leadership. 

NOTE: Under Wartime Restrictions and present maximum production ca- 


pacity it is Myers policy.to confine current production to Myers dealers 
ond distributors only. 


THE F. E. 


THE SAME 
PUMP FOR 
SHALLOW OR 
DEEP WELL 
SERVICE 


NEW MYERS "'H" SERIES Ezecdo 
| CONVERTIBILITY. Patented new convertible feo- 


ture enables Myers dealers to meet any well condition 
with much smaller stock and investment. 


7. EASIER TO INSTALL. Offset installation. Dis- 
charge pipe can be connected from any direction. 
Packaged units convenient for quick assembly. 


3, EASIER TO START. No repriming. Pump will handle 
gas-or air in water without breaking suction. 


4. LESS SERVICE REQUIRED. No stuffing box to 
leak or cause overloading of motor by too tight pack- 


MYERS & BRO. COMPANY 
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WATER SYSTEM .. 


G,| INSTALLING, SERVICING, STOCKING 


FOR 
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SHALLOW 


6 te] «= Ee «WELL SERVICE 
| Ie ee) ATTACH THIS 


OR je Fe | Li : % F ON Ejector ASSEMBLY 


FOR DEEP 
SERVICE 


WELL 


ATTACH THIS 


Exector ASSEMBLY * 


*TWIN TYPE © ALSO FURNISHED IN 


GIVES YOU ALL THESE ADVANTAGES 


ing. Instead, a rotary seal ring; durable, inexpensive 
to replace. Motor design and high grade constructiqn 
permit cooler running, less vibration, longer life with 
minimum attention. 


EASIER TO SERVICE. Complete rotating unit, in- 
‘eluding motor, can be removed without disturbing 
pump case or pipe lines. Ejector and pipe can be 
removed from well without disturbing pump or dis- 
charge connection. 


§.POSITIVE AIR CONTROL. Air is supplied to tank 


as needed. Correct amount of air assured—positively - 


aol MA VERS. 


1022 CHURCH ST. ASHLAND, OHIO 


eumes ond We 


PACKER TYPE 





PACKAGED! 
EASIER TO STOCK AND HANDLE 


Pump and motor — shallow 
well assembly — deep well 
assemblies — all are pack- 
aged and identified by 
catalog numbers. More con- 
venient; permits neat, or- 
derly stocking. Fewer pump 
and motor units required for 
complete stock to meet all 
conditions. 


FR, 
1O Fal 
~aKe OFF your Hat ane 
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1JJ) 
the Tie-up for 
BETTER BUSINESS ¢ 


No name means more to the Buyer of Shears and Scissors than ‘‘WISS"’. And 
that goes for the Consumer as well as the retailer. Wiss products have been 
consistently advertised to the American public down through the years. The 
appeal of Wiss QUALITY is clearly established and widely recognized. 

And this company has had in the past—and will continue to offer in the 


future a COMPLETE LINE of Shears, Scissors, Snips and Garden Tools for every 
purpose—as well as a number of outstanding specialties which are potent _ 
producers and are not obtainable elsewhere. 


J. WISS & SONS CO., NEWARK 7, N. J., U.S.A. 


ESTABLISHED 1848 
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EKCO will continue to serve you, in the days to 


ON 


come, in the same spirit of close cooperation 


which has characterized all business 


dealings with Edward Katzinger Company. 


ass Kite THEN 
@ FLINT 
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The] Biggest Value We Have Ever Offered In Wall Plaques 
In High Relief 


Beautifully colored, looking so luscious and true to nature, that 
when they hang on the wall, one feels like biting right into them. 


No. 4329Z Six Different Fruits 


Apples, cherries, raspberries, peaches, 
bananas and oranges 


From 3!/, to 334 inches high, relief about | 
inch deep. Packed 2 doz. of one number in 
carton. 

$2.00 per doz. pieces, or $21.00 per gross 
pieces. In order to obtain the gross price, 
they may be assorted among both numbers. 





No. 4364Z Six Different Vegetables 
Green peppers, corn, tomatoes, beans, 
radishes and turnips 
We carry a tremendous assortment of fast 
selling GIFT GOODS, ranging in price from 
$1.80 to $90.00 per doz. Complete set Z of 
Illustrated Price Lists, mailed to any HARD- 
WARE DEALER on application. 





115-119Z So. Market Street 


Ae KAUL AGENCY. tae CHICAGO 6, ILLINOIS 








FOR OVER A HUNDRED YEARS, STRICTLY A 


QUALITY PRODUC 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 


1840] Russell Gennings, AUGER BITS Cage 
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LOQKING 


AHEAD IN 


LOCKOLOGY 


A PERSONAL MESSAGE FROM THE EAGLE 
LOCK COMPANY’S PRESIDENT LEE MURPHY 


War Work Report 
by an Eagle Employee 


Eagle’s Screw Division, one of the 
most important in our plant, has 
been doing a host of varied, inter- 
esting war jobs. Much of this 
work has been assigned to Eagle, 
we understand, because of our 
ability to manufacture high 
quality products to very exacting 
Government specifications. 


Some of the achievements of this 
division were recounted in a re- 
cent issue of our employees’ 
magazine . . . in an article written 
by a justly proud employee, 
William Sarajak, whose picture 
you see above. You'll be inter- 
ested, I believe, in the following 
excerpts from Bill’s report: 
“,..and our Building No. 7 re- 
sponded by supplying the Kaiser 
Shipyards with brass bolts, many of 
which are now in ships fighting on 
the seas.” 

“Soon Eagle’s Screw Division was 
supplying firing pins for incendiary 
bombs, at the rate of hundreds of 
thousands a week.” 


“...a contributing factor to the 


ESTABLISHED 1833 
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William E, Sarajak, Assistant Production Manager, 
Screw Division, Eagle Lock Company 


hold-back of airplane production 
was the lack of rivets. We responded 
by manufacturing millions of alumi- 
num rivets, made to precision.” 


“For the thousands of soldiers in 
Alaska and Greenland, Uncle Sam 
had to furnish ski outfits. So we 
fabricated ski pole points.” 


“.,. And how did we enter the pic- 
ture of telegraph manufacture for 
the Signal Corps?—by making mil- 
lions of specially designed screws for 
telegraph key adjustment.” 


‘When parachute buckles were be- 
ing made by Eagle Lock, our Divi- 
sion made all of the special monel 
rivets used in their assembling.” 


“Our screw shop rushed through 
orders for zinc plated machine 
screws used in the manufacture of 
invasion landing craft.” 


“The screw shop boys can even 
claim credit in the manufacture of 
the mechanism for sending off aerial 
bombs being used effectively in 
counterattack against the enemy’s 
‘robot’ plane.”’ 


“Even all this is only a small part 
of the screw shop’s share in the war, 
for it is continuously supplying spe- 
cial and regular screws of brass and 
steel and of many finishes to the 
Army, Navy and Coast Guard sup- 
ply depots, to the Signal Corps, to 
the British Ministry of Supply and 
to the manufacture of many war 
supplies.” 


That’s a partial account of what 
our Screw Division has been do- 
ing...mostly unspectacular 
items that made spectacular, 
potent weapons possible. Thanks, 
Bill Sarajak, for your report. The 
Eagle Management salutes you 
and the whole Screw Division. 
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THE EAGLE LOCK COMPANY « TERRYVILLE, CONNECTICUT 


SUBSIDIARY OF BOWSER, INC. + 217 EAGLE STREET 
Buy War Bonds — And Keep Them! 


AMERICA‘S First LOCKMAKERS 
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STOPS DRAFTS "SAVES FUEL 


APARTMENTS, HOTELS, AU , OMA TIC 


HOUSING PROJECTS DOOR BOTTOM 


ETc. 


THERMAL-GUARD CAN MAKE MONEY FOR YOU, 100! 


* x Because it meets a real need, and does its 

job right, THERMAL-GUARD is producing an ATTOser 'STRATOR 

amazingly large volume of business in depart- DEMONS bPRA TC a. 

ment, housefurnishing, and hardware stores. » Patent 

fieeee *%* The approaching fall and winter seasons NEWSPAPER MATS 

STOPS UNDER DOOR will double the demand for this attractive item LITERATURE 
because it ties in so well with the Government's 

DRAFTS ® KEEPS OUT fuel conservation program. 

DUST, NOISES, IN ORDER THROUGH YOUR JOBBER OR DIRECT 


2 
SECTS, SAVES FUEL rotor includes 30" —32"—-36"-—to it 49 
all sizes of doors se to 36” 


Essential with £.0.8.P | Pe. 
AIR CONDITIONING $21.52 $30.60 


TERRITORY STILL OPEN IN AREAS WHERE WE ARE NOT 
REPRESENTED .. . INQUIRIES ARE INVITED FROM JOBBERS. 


THERMAL COMPANY, Manufacturers 
45 W. DURHAM STREET, PHILADELPHIA 19, PA. 














41% PROFIT MARGIN... 


with New TAPERLITE Streamlined Assortment 





Here's a condle that brings you quick profits— Tie-In Now for Extra Profits! 


repect sales! Because more and more, your cus- 
tomers insist on this recognized quolity candle. - Order the Taperlite Introductory 
Assortment 1,000 containing: 


Nationally Advertised Right Now 8 doz. 10” Taperlites to retail at 15¢ a pair 


Ma azines 8 doz. 15” Taperlites to retail at 20c a pair 
In Leading 9 TOTAL RETAIL VALUE................00000...............$16.80 


COST TO DEALER 
DEALER'S PROFIT 


Standard Color Arrangement—2 doz. White; 1 doz. 
Old Ivory; 1 doz. Blue; 2 doz. Red; 1 doz. Foliage 
Green; 1 es. Yellow. Other colors available if de- 
sired: Cream, Pink, Dark Blue, Apple Green, Sun- 
shine Yellow, Peach. 


Get your Taperlite Assortment direct from your 
Wholesaler today. If he can’t supply you, mail your 
check for $10.00 direct—terms: 2% F.O.B. Factory, 
Will & Baumer’s extensive national advertising builds sales Syracuse 1, N. Y. 
volume for you in 2 ways: 


be Fone of cae preven tipping "and. drippl ing Crh WILL & BAUMER CANDLE CO., INC. 
wy a eee) hand-dipped candle with this Established 1855 
. And, they learn how to use more candles oftener Fancy Candle Soles Office: 


NR Bp Bee Mane 15 Eost 32nd St., New York, N. Y. 
Factory and General Offices: Syracuse, N. Y, 
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Look to the future through screens 
made from Saran—a Dow Plastic 


The hot, humid, steaming jungles of the far east 
have served as an exacting proving grounds for 
insect screen. But, tough as these extreme condi- 
tions may have been on most materials, they did 
not affect screens made from Saran . . . for this 
Dow plastic is tough itself—as tough as they come. 


Hence, when extruded as a monofilament and woven 
into an open mesh cloth, it makes a screen material 
that can really ‘‘take it.” It is not subject to corro- 
sion which ordinarily shortens the life of iron 

and copper screens. It is truly a remarkable 
advance over the time-honored variety. 


Dow Plastics include 


Styron, Saran, Saran Film, Ethocel 
and Ethocel Sheeting 


“| Z5ARAN 


For Saran ignores extreme weather—hot, cold, dry, 
humid . . . they are all the same to this plastic. Rain 
doesn’t bother it a bit, for one of Saran’s outstand- 
ing characteristics is its amazing resistance to water. 


Similarly, Saran is not affected by either sulfur 
fumes found in the coal smoke of large industrial 
cities or salt atmosphere along the seacoasts—long 
arch enemies of the finest screens. It can be cleaned 
by brushing or washing with soap and water. 


VAAL 


SCREEN STAR | 


Because it is open mesh cloth, screens from Saran 
are lighter and more easily put up, taken down, or 
stored. And good visibility is obtained with a 


finer mesh. 


Screen from Saran is fabricated by licensed manu- 
facturers. We shall be glad to put you in touch with 
them, or send more information. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 
New York + Boston «+ Philadelphia + Washington + Cleveland + Detroit 
Chicago «+ St. lLovis + Houston + San Francisco + los Angeles + Seattle 


PLASTICS 











DIAMOND 
THEY SAY THERE'S YEAH ? TOOLS 


ONE OF THESE HUSKY GLAD 1 DONT Pitas gp a 


DIAMOND WRENCHES HAVE TO Fighting Front 
CARRIED ON EVERY TANK /=\ CARRY IT? 
UNCLE SAM BulLDS ! Zo 





DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Avenue, DULUTH 7, MINN. 














Quality Arms 
since 1871 


HARRINGTON & RICHARDSON ARMS CO. 


3235 PARK AVE... WORCESTER 2, MASS. 
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TO “BEAT THE DRUMS” 






ou haven’t seen much in print about Stewart-Warner 
Radio. Since Pearl Harbor we have been much too 
busy making radio devices for the armed services ...we 
haven’t had time to go out and “beat the drums.” 


We believe that the primary job is to make more and 
better radio, communications and direction finding equip- 
ment ...to make it faster and ship it on time. For that is 
what will help bring our boys home sooner, which every- 
one wants first of all. 


= 





STEWART-WARNER 


HAS BEEN TOO BUSY WORKING FOR G.I. JOE 


But When the Big Job is Over, You Can Depend on Stewart-Warner 
to be Ready With Top Radio Values and Outstanding Performance 





And here are some of the accomplishments of Stewart-Warner 
that helped bring about the award: 


MORE THAN 1200 CARLOADS SHIPPED SINCE PEARL HARBOR! 


Totaling more than 12,000,000 pounds of radio, communications and direction finding 
equipment ...or a train nearly 12 miles long. And—shipped on time! 

















So, we haven’t had much time to tell the world how 
much we're doing or how well. But you can bet your bot- 
tom dollar that Stewart-Warner has been doing an out- 
standing job. 








The proof is that only recently, in Chicago, Stewart- 
Warner shared in the Navy’s special “Certificate of Achieve- 
ment” for an outstanding contribution to the war effort 
...the first time in Navy history that such a citation has 
been made. 
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Equipment for the NAVY 


...- Radio Equipment and electronic- 
ally controlled instruments. 


















Equipment for the SIGNAL CORPS 


Airborne and ground operated signalling and direc- 
tion finding equipment. 








Equipment for the AIR FORCES 


Electronically controlled aircraft instruments, 
two-way radio transmission and other devices. 





WA 
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Dy’ y 4 So, make no mistake about it... WHEN THE WAR IS OVER, STEWART- 
—— * -= =—=——" WARNER WILL BE OUT “BEATING THE DRUMS” FOR THE GREAT- 
paren cantthe: i 


EST, MOST PROFITABLE RADIO LINE IN ITS 20 YEAR HISTORY! 


STEWART-WARNER CORPORATION... CHICAGO 











Equipment for the TANKS 
— 










Radio transmission equipment, elec- 
tronically controlled devices still too £ 
new to talk about. 
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WAFFLE-KNITTED 
IRONING BOARD PADS 


and COVERS 











From start to finish we strive 

to produce a better pad. In doing so, 
we have built a demand which at 
present is larger than we can meet. 
You see, the Army and Navy are get- 
ting first call on our production. 
What remains, we are distrib- 

uting pro-rata to our customers, 


oR . 
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Textile Mills UTILITY FAN CORPORATION 


neda 


-enero ffices: 3948-5 . 
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FORCED AIR 
CIRCULATING HEATERS 


These modern Fan-type 
heaters give quicker warmth, 
more uniform temperature 
and greater effective room 
heat with lower gas con- 
sumption. Highly efficient 
heat exchangers and scien- 
tific burners result in maxi- 
mum heat output. All- 
welded construction insures 
long life. Draft diverters 
are built in. 

DELIVERIES ON THESE PROVEN 

THERMAFLO HEATERS 


WILL BE MADE AS SOON 
AS PRODUCTION IS ALLOWED 


Mills: Chicago, Ill. and Athens, A Peace-time manufacturers of the Famous Utility Air Koolers, 





Blowers, Fans, Floor Furnaces, Circulating Heaters, 
Unit Heaters, Forced Air Furnaces. 
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SPECIALLY SELECTED ASSORTMENTS 
AVAILABLE FOR PROMPT SHIPMENT 


Christmas-time is gift-time ... and you'll find these fast-moving, 
money-making assortments your popular, profitable answer to 
bigger-than-ever holiday volume. Styled by Century, this hand- 
crafted art glassware has irresistible charm and appeal. You 
will want to display and feature groupings in both lines: Maestro 
—with its magic blending of rich, pure silver and ruby-colored 
glass; Satintone—with its soft, satiny finish and delicately blended 
two-tone pastel shadings! See your jobber for complete details 
now. There is a wide range of these easy-to-order, easy-to-sell 
package assortments for your selection... 


Century Melaleraft Conp: Wiener eerie 
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ADD READY SALES 
VOLUME WITH AN 


ECLIPSE PLASTICS 
DEPARTMENT 





These popular Eclipse San | 
DURO Plastic Utilities will add extra 
sales and profits. Write for details and prices. 


New San DURO Plastic BABY’S DINNER SET 


TUMBLER 
CEREAL BOWL 


} 
DINNER BOWE FORK — KNIFE — SPOON 


@ Attractive,, colorful 6-piece set designed by child 
specialists to aid child training and feeding. Advertised 
in PARENTS’ MAGAZINE. Colors—red, blue, pink, ivory. 


San DURO Man Tray Sets in Colors! | 
“Rumpus Room” Trays 


Gift set of 3 trays in 
assorted colors, popu- 


lar for beverage and 
nivin wre. 4 |FOR YOUR INFORMATION 
ively . 
We are doing our best to keep FEDERAL PRACTICAL 
Bridge Table Trays — Packaged set ‘ P f 
ot 4 wecidadstelly dattennd taal HOUSEWARES moving to you . . . despite curtailed 
beverage glass and ash tray. Ideal production caused by critical shortages of material and 
bridge prise end all-season gift. Ar manpower. We appreciate your understanding, your co- 
sorted colors — red, white, bive. y Yo tre 
y, operation, and your continuing goodwill; and assure you 
that our impartial shipping policy guarantees your order 
ual rank with all others. We regret sincerely that we 
eq 8 y 
still must say “no” to new accounts. 


lls Si Phsnand. ehh tame tee — 








See Your Jobber .. . 
NEW YORK OFFICE—200 FIFTH AVENUE 


MOULDED PRODUCTS (0 WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASH. 
eg 


Senesith te Second Sees * Milwaukee 9, Wisconsin ‘ FEDERAL TOOL CORP. 


400 N. LEAVITT ST CHICAGO 12, ILLINOIS 
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KITCHEN 
HEATER 











Utility plus beauty: 
Twentieth Century Fire- 
box, largest of its type 
ever built, clay lined; 
utilizes maximum BTU 
of fuel; burns from out- 
side in; takes 50 Ibs. 
coal; leaves small ash, 
no clinkers; non-clogging 
grates; extra large ash- 
pan. Room-heater, water 
heater, incinerator, with 
cooking top; porcelain 
enamel exterior. 36” 
high, 19” wide, 24” deep. 
Shipping wt. 282 Ibs, 


(Massive, ultra-modern: 
steel and cast iron; warp- 
proof oven 17144”x17"x 
10”; insulated oven-top 
and door; six 8” lids, 23- 
qt. porcelain enamel re- 
movable reservoir; du- 
plex grates; white por- 
celain enamel exterior. 
30%” high, 38” wide, 
22” deep. Shipping wt. 


f Handsome, efficient: dis- 
tributes heat direct to 
“living zone;” holds 100 
Ibs. coal, burns 3 to 6 
days; secondary air pre- 
heated for better com- 
bustion; automatic pipe 
damper draft control; 
porcelain enamel humidi- 
fier pan; extra heavy re- 
volving grate; walnut- 
grained porcelain enamel 
exterior makes this a 
real beauty. 47” high, 
25” wide, 2314” deep. 
Shipping wt. 386 Ibs. 
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Economical, practical: 
holds 100 Ibs. coal; 
burns 8 to 6 days; semi- 
automatic firing; heavy 
cast iron combustion 
chamber; firebrick lin- 
ing; revolving grate; 
automatic draft control ; 
even heat distribution; 
48” high, 19” body. Ship- 
ping wt. 248 Ibs, 
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MASCOT.630 


MAGAZINE 
CIRCULATOR 





MASCOT 
ALL PURPOSE 


Engineered to tomorrow’s standards for your profit today, these outstanding models are 
typical of Mascot’s determination to offer stoves that (1) combine beauty with engineer- 
ing that is a full step ahead; (2) sell at quick-turnover prices; (3) allow you a real profit. 





sow) MASCOT STOVE COMPANY 
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Illustrations, Prices and Terms of Complete Line on Request 


BUY 
BOND 
NOW 


Dept. A, Chattanooga, Tennessee 











This advertisement appears in 
leading bli, b thii. ” 
and women’s magazines dur- 
ing September and October. 





The 
HOOVER 


iT BEATS... AS IT SWEEPS 
..» AS IT CLEANS 














The best Hoover salesman today is a Hoover 
Cleaner that’s doing a good job for its owner. 

But even Hoover Cleaners need atten- 
tion, and worn parts replaced, after years 
of service. 

Yet, some Hoover owners failed to have 
their cleaners serviced because they weren’t 
sure where to go and they didn’t know how 
much the cost would be. 

Hoover advertising features service in 
national magazine advertising which tells 
Hoover owners where to go—and features 
a price for a typical service to show that 
costs are low. 

Hoover maintains a dependable service 
system in important points across the na- 
tion to handle the service work promptly 
with an added dealer service-franchise sys- 
tem for smaller communities. 

That. Atitans Hoover-owner good will 
that’s worth a lot in pre-sold prospects for 
Hoover dealers, when normal selling times 
return. 


The Army-Navy “E” award received care , 
three times for high achievement in the Ve ¥ e. +S 
duction of tial war equipment. see WANE 





. 


THE HOOVER COMPANY 


North Canton, Ohio 


Canada: Hamilton, Ontario © Englond: Perivale, Greenford, Middlesex 











Feature Planet Jr. in your plans for the future! 
That’s the way to be sure of your share of 
the vast, new markets that will be opened 
when present restrictions on the manufac- 
ture of farm equipment are lifted. 


Farmers know that there's a real knowledge of their 
needs behind the versatile Planet Jr. Garden Tractors 
and Planet Jr. specialized Planting, Fertilizing, and 
Tillage Tools; they know that for seventy-five years 
Planet Jr. has made their work easier—helped them 
gtow better, more abundant crops. There's profit and 
prestige for you in the famous Planet Jr. line! 


Plan for tomorrow's opportunities now! Write for 
the catalogs that give the full story of Planet Jr. 
Tractors and Planet Jr. Farm and Garden Tools. 


S. L. ALLEN & CO., INC. 


3425 N. Sth STREET, PHILARELPHIA 40, PA. 
75 YEARS MAKING GROWERS’ WORK EASIER 


Ee bate 


FARM AND GARDEN TOOLS 


‘ 
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Immediate production 2° _— 
as Uncle Sam gives us the gron 
ee ee that when aPPL- 

ances are available you ai ho 


plied with them 





d sales 
you of volume 


repeat sales 


a steady 


loyalty and a 
pusiness for you. 


We still have # few 
distributors i 


KEEP ON BUYING 
WAR BONDS 
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— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 


can be released..’. 


New Sales-PULL is assured right now for 
the UNION Sporting Goods and tools you’ve 
found so profitable in the past. We’ve been 
planning for you while producing for War, 
“new plans by old hands who know what 
sells; evolved from the merchandising ex- 
perience of 80 years. 


All the items in which UNION excels will 
sell faster than ever by their new-feature 
appeal plus accumulated demand for UNION 





; ROLLER AND ICE SKATES, FISHING 
: ad the rush TACKLE, *CHISELS AND SCREW- 
the lid comes off on cael DRIVERS, *HACK SAW FRAMES, 
Write for GUN IMPLEMENTS. 


iority- 
ote PY, Wallingford, Con (*Available on priorities.) 
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TORRINGTON, CONN. 
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NUCUT TWO-FILE FILING STEPS UP TODAY’S PRODUCTION 


ONE PAIR 
OF HANDS 


DOUBLE FILE VALUE 
YOUR CUSTOMER WELCOMES 


A NUCUT File is virtually TWO-Files-in- 
ONE. Its coarse teeth cut deep, clean, true. 
Its fine teeth level off the surface smooth. 
Both filing actions take place at the same 
stroke,— without any scraping or skidding. i CUTTING AND 


Both the coarse teeth and the fine teeth are 
scientifically positioned in a patented “Wavy FINIS HING 
Teeth” design that enables a NUCUT File to 

do more work faster, easier, with less effort. 

Urge your customer to try a NUCUT file on 

his next job,—and prove this to his entire 

satisfaction! 


Your jobber will be glad to recommend the 

proper lengths, shapes and cuts your customers need for cut- 
ting, shaping or finishing stainless steel, iron, aluminum, brass, 
copper, slate, wood, fiber, or plastics. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 
Newark 4, New Jersey + Newcomerstown, Ohio 


A CLOSE-UP OF NUCUT‘’S “WAVY-TEETH” DESIGN 


This illustration shews the patented (Ne. 2027039) NUCUT “Wavy Teeth” design. 
lt is this feature that enables « NUCUT File both te cut deep 
end te finish smeeth. 


HELLER oe te 
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There’s PROFIT in 
This TRAFFIC-STOPPING 
VOLUME PRODUCER 


HANDY PACK DEPARTMENT 


Remember the Milapaco HANDY PACK in lace 
paper Place Mats and Doilies! Already sales-proven 
in the country’s leading stores as the “outstanding 
merchandising idea in paper,” the Handy Pack boosts 
unit sales from two to nine times over the ordinary 
dime-a-package unit — and with less sales effort. 


You'll want to use this colorful, self-selling bargain 
package of beauty as the center eye-stopping, traffic- 
stopping display in your paper goods display —a 
volume-producing HANDY PACK DEPARTMENT. 
It will be your most profitable promotion when par- 
tially restricted production is again increased. Re- 
member it — for future promotion and profits! 


_— 


TODAY...BUY MORE WAR BONDS... 
Plan for a Milapaco Handy Pack 
Department later. 


aor eer Lode 
MILWAUKEE Lace Paper Co. 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 


Mitapaco — 





Mrs. America and her legion of sisters, cousins 
and daughters have been waiting for new alumi- 
num cooking utensils for a long time. They have 
been patient, but they are getting tired of waiting. 

These valiant rulers of America’s kitchens are 
not going to be satisfied with anything but the 
very BEST .. . when V-Day comes, and new 
aluminum ware again becomes the order of the 
day! They are going to insist that their long 
wait pay dividends . . . in terms of modern 
utensil designs, quality materials, and highest 
utility. What’s the answer? 


PRISCILLA WARE is one answer that can’t 
be wrong! We, as manufacturers of Priscilla 
Ware, think enough of this merchandise to sup- 
port it with an unconditional customer-satisfac- 
tion guarantee, The customer can’t lose, you 
can’t lose. And neither can we . . . because 
PRISCILLA WARE lives up to the high ey 
standards on which the guarantee is founded. 


Over and above this . . . we protect you with 
an all-out Independent Dealer Sales Policy. 
We'd like to have you sell this line . . . if you 
are the right dealer for this right merchandise. 


LEYSE ALUMINUM COMPANY 
KEWAUNEE WISCONSIN 


PRISCILLA WARE 
Ca 
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We manufacture and you sell for one reason only — to 
make a profit. 

You know and we know that the selling of a quality prod- 
uct is more profitable . . . more satisfactory to you, the 


seller, and to your customer. 


Resolve now that after the War you are going to,make 
greater immediate and surer /asting profit by displaying 
and selling high quality profitable CORBIN padlocks. 


Corbin Extruded Padlock 


a, ee ee ae CABINET LOCK CO. 
NEW BRITAIN, CONNECTICUT 


keyed systems make profit- 
able sales and satisfied cus- 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
Corbinlocked’’ 


tomers. As you know prior- 


ities are required at present. ‘*Safety first....and last....when 


In serving those who fight for America, Corbin bas learned much that will benefit you and assure better service to America when Victory is won. 


at 
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Speaking of 
Hard-Surface 


Floor Covering... 


HERE’S THE NEXT STEP IN YOUR 
POST-WAR PLANNING 


7, HE MINUTE you pick up your telephone to call your Bird 
distributor, you are taking another direct step towards 
your own Post-War Planning. 


For Post-War Planning in hard-surface floor covering 
depends on the selection of the products—the right products 
for you and your'store. 

That is why every Bird distributor is already looking 
towards tomorrow for the improvements that may be made 
in old products, and the possible development of new ones 
to meet successfully post-war competition. 


Back of all of the 112 Bird distributors is a producing 
organization that has been product-minded since 1795... 
constantly striving to manufacture the highest possible 
quality of products for each type of consumer market. 


Bird is working now on advanced designs, on improve- 
ments in pattern and colors, that should influence the entire 
floor covering trade. And of this you can be sure ... they 
will be produced under Bird's exclusive method of Controlled 
Production—thdftso largely makes it possible for Bird to 
offer their dealerybetter products for every market. 


So look to your Bird distributors for the right products, as 
the first step in your post-war plans for hard-surface floor 
covering. Look to him as a friend and business ally—as a 


man who not only knows floor coverings, but knows how to 
sell them. He is giving you today the best service possible 
under the difficult conditions of war-time shortages and 
allotments. He will gladly share with you his news and views 
of tomorrow's products and tomorrow's sales problems » .. 
ever ready, willing to help you build a profitable floor 
covering business in the better days to come. 


Wherever you are located—east of the Rockies—there’s 
a Bird Floor Covering distributor as near as your telephone 
—112 separate organizations that represent a network of 
service that was built for you. Your Bird Floor Covering 
distributor is on this map. Call him today and let him show 
you why smart floor covering dealers are already making 
their plans to feature the modern Bird line tomorrow. 

* * * 

And by all means investigate Rubberlike—the new com- 
position floor runner for all heavy- 
traffic floors. It’s already been 
proved by hardest war-time uses. 
There’s a huge market waiting for 
Rubberlike today. 

* Watch for the next keys to 


your post-war profits in subse- 
quent issues of this publication. 


Service % 


THE RIGHT PRODUCT: No. 2 OF THE 4 KEYS TO YOUR POST-WAR PROFITS 
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THIS SYSTEM 
OF SERVICE 


ALABAMA 
pg Appliance Company, Inc. 
KANSAS 
Fort ar Williams Hardware Ce. 


> ad nl att. 7 


quae 

Denver — Barwick and Company 

CONNECTICUT 

Hartiord— Associated Oi! Burner Ce. , Inc. 
Haven—Asseciated Oi! Burner Ce, inc. 


Chicago — Westestt, Hi 

Decatur _Wait-CahillCe. 

Peoria — Williams, Inc. 

Quincy — McDonald Stove Co. 

INDIANA 

Fort Wayne—The Wayne Hardware Company 
\ ndianapolis—The Diem & Wing Paper Co. 
Seuth Bend—The Wayne Hardware Company 
1OWA . 

ay! aati leone & —~ 7 Company 


Debaque— LF Se gC : 
} ry - adonetl Mig. 


wd 


KANSAS 
Wichita—Ryan-Radio & Elachie Company 


FOR HOMES 


ASPHALT SHINGLES - 





KENTUCKY 


LOUISIANA 


She eveport—The | te Hardware Co. , Limited 
MAINE 
—Rice & Miller Company 
The Emery-Waterheuse Company 
MARYLAND 
Baitimere— Baltimore Floor Covering Sales Co. 
MASSACHUSETTS 
Besten — oy N. Clark Company 
Pitts field — Orie Dee ’ 
field — Associated | Oil Burner Co., Inc. 
— Ben Elfman Carpet Company 
MICHIGAN 
Detreit— Eidelman Bres. 
Grand Rapids— Republic Distributing Company 


MISSISSIPPS 
Jackson—Or gil| Brothers Hardware Company 


URI 
Kansas City—Ryan-Radie & Electric Company 
se atl Ce Genera | Wesco ne ad 
Wits Hardware Company 


NEBRASKA 

Linceln— Schwarz Paper Company 
Omana— Major Appliance Company 
NEW YORK 
Albany—Aird-Den Co. 





INSULATED SIDINGS 


INSULATION BOARDS « FLOOR COVERINGS 


WALLBOARDS - 


Bird & Son, ine. °* 


BUILDING PAPERS 





10 
Cincinnati 2. Sr 


Cleveland—Edward W —_ 
The 





Your Bird Floor Covering 
Distributor is on this map. 
Let him tell you why Bird 
will have the right products 
for your store tomorrow. 














East Walpole, Mass. 


New York 


Shreveport, La. ° 


RHODE ISLAND 
Previdence- Ben 


Elfman Carpet Company 


SOUTH CAROLINA 
Columbia 


Graybar Electric Company, | nc. 
Greenville American Hardware and + am Ce 


SOUTH DAKOTA 


Aberdeen The Jackson Hardware Co. 


fae Cys potty Ay 


Heuse- Ht 
Moms Drgill 





Nashville—W. A. Case & Son Mig. Co. 


TEXAS 


Amarilie—Amarillo Hardware Company 

Dallas Graybar Electric b 

nth age He Hardware Ce. ee 
jouston Graybar Electric , Inc. 

San Antonio Graybar de lag Inc. 

UTAH 

Salt Lake City—Barwick and Company 


VIRGINIA 
Deaville—Piedmont 





WEST VIRGINIA 


Bluefield Blue field Hardware Company 
Charleston —R. ; Kyle and Company 


Fairmont—F ear 


re Co. 
lardware Corporation 
Sales Corporation 


Supply Company 
Hasson Hardware Co. 
Brothers Hardware Company 


& Sons 
a a pig ors & Supply Company, Inc, 


Greer & 
WISCONSIN 
Green Bay— Brauman 


Madison — Wisco fortes ne company 
nc. 


Milwaukee— Westcott, Hi 


RUBBERLIKE FLOOR RUNNERS 
PRESSBOARDS 
| SHOE CARTONS 


INDEX 


SHIPPING CONTAINERS 
BUILT-UP ROOFS 


BIRD-FIBRE WOOD FRAME CASES 


Chicaga, ut. 
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WATCH SNELL! After V-Day we 
will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
equipment in our recently enlarged 
plant. 








RIDE THE WIND To New Profits 


There's news in the wind blowing over America's form 
— news of more profits for you. Monitor windmills ore 
now ration-free, and are being manufactured at top 
speed to meet the demand. 

A nation-wide interest in windmill water systems hes 
already been established. Eventually you can reap the 
profits of this great rural market and gain the lasting 
thanks of your farmer friends. 

Three million farm families are still dreaming of run- 
ning water in the house, in barns, and poultry houses. 
Their answer is the windmill—a vast amount of power, 
literally as free as the wind. 

The new Monitors are regulation storm-safe models, with 
automatically governed, constant pumping speed. Install 
new windmills — repair worn ones—on these hundreds 
of thirsty farms. When war developments permit, ond 
pneumatic tanks and automatic gauges are available, 
grateful farmers will ask you to attach a complete 
pressure system. 


Monitor 


DISTRIBUTED BY 
BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !c.; Cedar Rapids, !a.; Omaho, Neb.; 
Konses City, Mo.; Enid, Okle.; Hutchinson, Ken. 
BAKER MFG. LTD., Winnipeg, Conado. 
AXTELL CO.; Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; Sen Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 











RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
glove. This single close supervision of every detail re- 
sults in unexcelled quality—durability—economy. 

Sold By Leading Wholesalers 


342 Madison Avenue, New York 17, N. Y. 





| 


Make Your Store . 


Waterproofing Headquarters 











You can stand 
squarely back of 


KAY-TITE 


Tt will positively 
prevent the seep- 
age of water. 
It’s guaranteed to 
do the job. 
For cellar walls 
and floors and alli 
masonry surfaces. 
Any one can apply 
it. Goes on like 
paint. 
Users are always 
erfthusiastic boost- 
ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 
Kay-Tite is packed in 10 Bb. 
packages and 60 Ib. bags. 
It comes in Grey and White. 
A 10 Ib. package will water- 
proof 100 to 150 aq. ft. 


Write for complete in- 


formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 


Jobbers now selling Kay-Tite: 


John Duer & Sons, Inc.. Baltimore, Md.; Frederick Trading Co., Frederick, 
Md.; Martin Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., , N.Y, 
New York, N. Y., Jamaica, N. Y., Stamford, Conn., N rk, N. J., Asbury 
Park, N. J., and Hawthorne, N. J.; May Hardware Co., Washington, D. C.; 
Newark Specialty Co., Newark, N. J.; Su Biddle Hardware Co, Phila- 
delphia, Pa.; Phoenix Hdw. Co., Newark, N. J.; S. Federbush, Paterson, N. J. 
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ines Like This Restore a Flourishing 
Market for Your Goods 
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®@ To the hardware dealer who has kept faith 


“with his community during the dark days of war, 


V-day will have speciaf significance. Not only will it 
mean the restoration of normal markets and normal 
supplies of merchondise, it will mark the completion 
of a job well done — of faithful] service to war 
workers, mechanics and home owners who depend 
on him for such quality tools as were available, and 
for sound advice on making those tools last longer. 
It will mark the beginning of another, equally im- 
portant job — helping America rebuild by supplying — 
the necessary tools — tools like Atkins Saws which 
will again be available in the required quantities 
and types. 


E. C. ATKINS AND COMPANY 
415 South Illinois Street, Indianapolis 9, Indiana 


THROUGH FOUR WARS 








TO SUPPLY YOU 
INCREASINGLY — 


As the pace of re-conversion 


CURTAIN || is stepped up, look to your 


CALL for Jobbers for more home- 
tial E i 
FLEXSCREEN in your essential Edlund Kitchen 


Tools— more Edlund Jr. 


FUTURE SALES || Openers NOW—more Beat- 


Prewar Flexscreen, fastest-growing firescreen. ers as more materials become 
Exclusive features. . . Sheer beauty in flexible available. 
metal mesh. Opens, closes, by Unipull. No 
production now. Feature Flexscreen in your sales and 
profit plans for postwar. Bennett-Ireland, Fireplace 
Division, Norwich, New York. 


BENNETT 


DS ke ait Me eo ug” =6CAN OPENERS 
| and EGG BEATERS 


THE SAFETY FIREPLACE CURTAIN 











DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 
to Dearborn, the complete line of vented 
\ and unvented heaters offering out- 
» ) standing Safety and Convenience fea- 
' tures plus Matchless Performance. 
It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


| = Ultra-smart App Air I 

“iL | — Cabinets—Hi Crown Burners—Auto- 
. matic Lighting—Syphonaire Chassie— 
Super Glo Radiants—A.G.A. Ap- 


JUMBO. se eres 








4 





| Offer a Talkable—Visible 
S | Z — | Saleable difference. : 
@ A new idea for WRITE FOR LITERATURE 


cleaning and dusting— 
not rags, but soft, ab- rege 59¢ NET 
sorbent, downy YARN sa | 
that molds into easily- 
used balls. It licks up z ae Yor Safety 
the dust, eats up the . , The cabinet never gets hot. Yes, you 
grime, soaks up water ; Aap Sotees Cotes ot be Oe os woodwork. seorcbed 
. . 7 seared burned The 
ee Ss TA) | | treet, Te ‘patented “Deartorn's famous col cabinet tecture ts © major ceatribe- 
away when finished. ; 
TRY IT YOURSELF ‘HE 43 NAT. 
% 5 j ure. 
Send for , - ~ = mix. 
FREE SAMPLE = 
Your store mame on a ' - r FAMOUS HI-CROWN BURNER 
stcard will betes, Oe with Blue Flame Pilot Light 


ple Package FR 
ALL Dearborn Heaters have an poctioes but definitely superior Hi-Crows Burnes 
and Blue Flame Pilot Light. get unequalled burner performance plus the 
convenience and safety of _- Lighting. 


ss eeesk SO. DEARBORN STOVE COMPANY 


BST Me CA SALLE ST., CHICAGO 1, fil. 3256 Milwaukee Ave., Chicago, Ill. 3625 8. Grand Ave., Los Angeles, Calif. 
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A Good Name... Backed by 70 Years of Success! 


merchandise that’s styled in 
tune with tomorrow. 


The Lindemann & Hoverson 


L&H PRODUCTION IS NOW DEVOTED 
TO MAKING THESE WAR GOODS: 
Pins for tank tracks; anti-aircraft shells; elec 
trical control cabinets; containers for bomb 
parachutes; cartridge belt webbing; assembly 
of air compressors on U. S. army trucks; steel 
eases for truck tools and parts; Radar parts. 


the symbol of a good company 
and a reliable line of products. 


Today, the vast plant of Linde- 
mann and Hoverson is still pro- 
ducing precision-built war goods. 
It will continue to do so until 
Victory is won. The micro- 


ormance. 
is in sales ° 

GOOD NAME comes from trade-mark, backed by 70 years precision so imperative in war 
SELL ; ee : ‘ : : 
saniated keeping faith with business of successful manufacturing and work will be apparent in post- 
Coase friends and producing well-built merchandising, is accepted as war L&H products. 


Now is the time to plan for peace- 
time prosperity. You are invited 
to plan with us. The complete 
L&H line of Gas and Electric 
Ranges, Electric Water Heaters, 
Oil Stoves and other products will 

be a good line for you to sell. 


aa 


A. J. LINDEMANN & HOVERSON CO. 


Since 1875 
MILWAUKEE, WISCONSIN 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS © GAS BANGES + OIL STOVES » PORTABLE OVENS + BIL HEATERS » WICKS 
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Sterno in cans is available again for 
you to sell. Order from your jobber. 


STERNO cannep Heart 


STERNO CORPORATION, 9 East 37th Street, New York 16, New York 
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‘sl KEYSTOWE CATOLOG 
<. Fe MOW ON PRESS 
aie a 4 , Wlustrating thou- 
sands of plumbing 
tools, plastic items, 
rubber and house- 
hold specialties. 
RESERVE YOUR 
COPY NOW. : 
KEYSTONE BRASS & RUBBER COMPANY. INC. 
General Offices: Broad S?. & Lehigh Ay 


PHILADELPHIA 34 PA 








ay 


225) —NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 
Takes the place of acid in all soldering 
jobs. Absolutely non-corrosive, safe as 
resin and rapid as acid. Not affected by 
heat and does not spatter. The solder will 
not turn dark after using, and the work has high 


tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 


CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 
RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 
678 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. $. A. 


For. Reg. 

















ae SHEFFIELD Super- Chrome Fiatsh 


Ready TWcted ALUMINUM PAINT 


che Sheffield Bronze Powder g Stencil « 
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SELL "PENNVERNON’’ 


... not just “Window Glass” 










nd is 
rfect, 
Ex- 
ading 
hen PENNVERNON WINDOW GLASS was used 
in the impressive hospital of the 
Medical College of Virginia in 
) Richmond. The high standard of 
osive quality and beauty which so often 
2d in leads to the selection of Pennver- 
58 non for modern buildings like 
y this... ® 
GEM 
IN 





ag 


Architects. Baskerville & Son. 










ASSURES SATISFACTION for the cus- 
tomer who buys Pennvernon W in- 
dow Glass from you to replace a 


broken window like this. 


. the win- 



















Sell Pennvernon . . 
dow glass that has made a name 


for itself! 








PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH 19, PA. 


‘vurrsBuRGH’ stench for Quality Glass and raint 
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Remember that one about “ For lack of a nail... 
a kingdom was lost?” We were reminded of it as 
letters pour in from retailers all over the country. 
We cannot help but feel sorry for those dealers 
who...come Peace again ... are going to lack the 
means of nailing down the sale. In other words, 
your customers, through Blackstone’s national 
advertising, are going to be conscious of the fact 
that there is more to home laundering equipment 
than just a washer. 
Two-thirds of the job 
--- drying and iron- 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


A Divison of Jamestown Metal Equipment Co., Inc. 


For lack 
fa Nail a 


= hiINGOM 


WAS LOST! 
ee 





plete Home Laundry comes in to clinch the sale 
and make everybody (including you and your 
cash register) happy. 

To solve this long overlooked problem, Black- 
stone has designed ahd perfected the Complete 
Home Laundry...a streamlined and integrated 
unit of counter-height and depth which does the 
complete job of washing, drying and ironing. 
It will undoubtedly prove the most saleable 
merchandise that 
ever occupied space 
on your display 





ing ... still has to be 
done. That’s where 
the Blackstone Com- 








QEYENG (0) |: 


PRODU 


floor. Don’t delay... 
write now... or sales 


may be lost. 


7 o¢ 
AMERICAS OLDEST WASHER MANUFACTURER 
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AUTHORIZED DEALER 


| Oe aes) 


Cream Separators and Milkers 








UCH of your success tomorrow can be 

provided for today . . . through the intel- 
ligent planning you do now and the “company 
you keep.” 


For in tomorrow’s business familiar names and 
good reputations will carry just as much weight 
as. they always have in the past. 


For instance, the name “De Laval,” known the 
country over for almost 70 years and with a 
reputation for quality, top-performance products, 
will be a good name to tie up with your own. It 
carries confidence, good will and prestige. It 
implies quality merchandise. 











De Laval is a household word . . . with thou- 
sands of loyal friends. As a local De Laval 
Dealer you profit by the friendly loyalty De Laval 
has earned through its many years of service to 


the farmer and dairyman. 


These are only a few of the many reasons why 
De Laval Dealers value their De Laval contracts 
so highly. It is a “foundation” dealership on 
which many highly successful businesses have 


been built. 


The De Laval dealer sign over your place of 
business is a “good sign” for your tomorrow’s 
business. If it’s not there now write us today. 





A De Laval Dealership Is a Solid Foundation 


Consider the De Laval deal- 
ership in your planning for to- 
morrow. It is active and profit- 
able. De Laval products have the 
good will and acceptance that only 
years of quality products, service 
and square dealing can create. 


for Tomorrow’s Business 









De Laval products will be in 
demand tomorrow ... and there 
are still some good territories to 
be developed. Take the time to- 
day to write us regarding the pos- 
sibilities of obtaining the De Laval 
dealership for your trade area. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 
165 BROADWAY 





1944 


CHICAGO «6 
427 RANDOLPH ST 


SAN FRANCISCO 19 
61 BEALE ST 


























We are planning for tomorrow 


* * * * * * * 
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> RE Manufacturing Co. 


today! 


HE wisdom of careful plan- 

ning well in advance has 
been proved, both.in preparing 
for war and for peace. 


Today’s planning for the future 
revolves around production 
and distribution for civilian 
consumption, now that so many 
war contracts have been suc- 
cessfully concluded. 


National 


Consider the long stalemate 
necessitated in building con- 
struction in addition to millions 
of homes, factories and stores 
that are badly in need of hard- 
ware supplies for repairs, main- 
tenance and modernization 
construction work. This vast 
backlog of hardware orders is 
waiting to be filled. 


Yes, a truly great production 
problem confronts American 
industry today, and we appre- 
ciate our solemn obligation to 
our trade to throw our entire 
manufacturing facilities into 
high gear in order to deliver 
builders’ hardware to our loyal 
trade just as quickly as govern- 
ment releases will allow us to 
proceed. Weare welladvanced 
in our plans for tomorrow’s 
needs today, just as we were 
well prepared at the start of the 
war to fulfill urgent govern- 
ment assignments. 


STERLING 
ILLINOIS 
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Up Your Stocks with 
Tested Profit-Getters 


N WARTIME, your goods MUST move fast and pay 

off with good profits. Thousands of stores have 

provedthat Tavern Home Products do both. Socheck 

on your stocks now. Get the complete line — all de- 

veloped by the famous Socony-Vacuum laborato- 
P R ODUCT s ries, all backed by powerful nafional ads. Order from 
Me rs, BGS the nearest office of Socony-Vacuum or Affiliated 

' Companies, or address 26 B’way, New York 4, N.Y. 


UG-A-BOO business is booming. Bug-a- 
boo is the fastest-growing line of insec- 
ticides. Here’s sure-fire repeat business — 
with strong national ads to boost your sales. THE SIGN THE NATION KNOWS 
Get your share of business — order today! 


EVERY TAVERN HOME PRODUCT CARRIES 


a i ARLE GALEN LTR EMBOLI a eg EE Ma 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax + Tavern Non-Rub Wax « Tavern BUG-A-BOO PRODUCTS: 
Window Cleaner » Tavern Candles + Tavern Paint Cleaner +» Tavern Rug Cleaner Bug-a-boo, the Super Insect Spray 
Tavern Furniture Gloss + Tavern Lustre Cloth + Tavern Parowax or Paraseal Wax Bug-a-Boo Moth Crystals 

Tavern Electric Motor Oil « Tavern Leather Preserver Bug-a-boo Victory Garden Spray 


p hae 8 4 ee Wis “aks Bas tort - mee Ras Pt SO ee gar SF Ee e 
UME citi. (A 2 ie RNR RRR 6 FAO 
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FATHER TELECHRON OPENS THE DOOR 


To a Big Post-war 
Electric Clock Business 






» 
7 













122 million families—or one- 
third of all American house- 
holds—would buy alarm clocks 
if they were plentiful. 



























In 1944 only 10 per cent of the 

A recent survey demand for alarm clocks was 
by the met. 

. 67 per cent who couldn't buy 

War Production alarm clocks reported real in- 






convenience or hardship. 


Of 39 items surveyed, alarm 
clocks ranked first among 
things consumers would buy if 
they could. 


*The WPB has permitted limited manufacture 
of self-starting, synchronous electric wor 
alarms. See your distributor. 


Board* 
showed — 





















winding, no oiling. They'll be the best and 
finest built. 


Post-war electric clock business is going 
to be BIG BUSINESS. 











Plan now to get your share by selling 
Telechron electric clocks. Before the war, 
Telechron clocks were the most popular 
electric clocks sold—and they will be again 


after victory. 


We're planning now to make Telechron 
clocks as soon as we've finished our war 
job and can get materials. That means 
you'll get Telechron clocks quickly. Noise- 
less and self-starting, they will need no 


When you sell one Telechron clock, you 
open the way to repeat sales. There’s a 
need for a Telechron clock in every room 
in the house. 


* 
: WL 
REG. U. S. PAT. OFF 


WARREN TELECHRON COMPANY, ASHLAND, MASS. 


Makers of Telechron Electric Clocks and Synchronous Motors 














HERE ARE JUST 4 OF THE TELECHRON CLOCKS YOU'LL BE SELLING 


REPORTER PATRON 
Electric alarm that's bound For trustworthy, accurate 
to be popular. time in the kitchen. 












WICKFORD SATELLITE 
With strike, in rich early Smart, modern design in 
American case. gold and ivory. 
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ACCORDING 10 PLAN 


Modern battle seems chaotic and formless, 
and there are lessons for transition and con- 
version in the seeming indescribable chaos. 
For behind the sprawling struggle, there is plan 
and reason; the threads of control are invisible, 
and often tenuous, but they are real. Yet, 
battles never go "according to plan,’’ and 
nothing so irks the tired, hungry soldier, cov- 
ered with dust and fighting against fierce odds, 
as that old’ saw of the communiques and red 
tape. As for the national program of recon- 
version, the over-all pattern is already deter- 
mined but here too, all will not go "according 
to plan."’ The sprawling struggle of peacetime 
reconversion will be no better and no worse 





than our collective wisdom and folly make it. 


1044 


THE MOORE ENAMELING & MFG. CO. 
WES T LAPA Y @ ET E:, OHIO 


PORCELAIN ENAMELED 
COOKING UTENSILS 





BACK THE ATTACK * BRING 'EM BACK « BUY MORE WAR BONDS AND STAMPS 
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RICH 


EXTENSION 
LADDERS 


SAME HIGH QUALITY AS 
ALWAYS—BUT PRODUCTION 
LIMITED by WARTIME 
RESTRICTIONS 


For Immediate Needs 
Contact Your Jobber 


The RICH LADDER 
& Manafactaring Co. 


1000-28 Depot St. 
CINCINNATI, OHIO 


rung ends, automatic 

heoks and roller guide. 
SAMPSON EX- 

TENSION LADDE 


Same as Reliable 
with repe and pulley. 


ASK YOUR 
CUSTOMERS TO LIFT 
THIS BASKET—THAT SELLS IT 





THIS 15 DOZEN SIZE EGG BASKET SELLS ON SIGHT FOR 
GATHERING, COOLING & STORING EGGS . .. HANDLING ALL 
VEGETABLES ... SHOPPING .. . AND MANY FARM & HOME 
USES . . . STRONGLY MADE OF CORROSION RESISTANT 
WIRE. FOUR LEGS. 12 IN BUNDLE WEIGH 32 LBS. LIMIT 4 
DOZEN TO A DEALER. ORDER FROM THIS AD. $9 PER DOZ. 


THE NATIONAL IDEAL COMPANY 
914 H Summit St., TOLEDO, OHIO 





Write today. Catalogs and dealers’ prices furnished on request. 

















Victory in Sight 


... So we are working harder 
than ever to help speed the 
war to a glorious peace, and 


to the day when our new, im- 
proved post-war line of hard- 
ware, tools, and toys will be 
available for you. 

ARCADE MFG. CO. 


1201 SHAWNEE STREET 
FREEPORT, ILL. 








HARDWARE & TOOLS 











1943 m9 
Star Added © ie . ae 
Oct. 8th wer . ae cat pp 


1943 
Apr. 8 1944 ° 
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LOMUMBIAN VISE & 


9017 BESSEMER AVE. CLEVELAND, OHI@ 
THE WORLD'S LARGEST MAKERS OF VISES 
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LIMIT 4 ,. 
R DOZ. —< 


NY 


|| No. 1 Customer 


R over 79 years, Griswold has supplied a 
complete line of iron and aluminum cooking 
utensils to millions of women. Naturally, we 
look forward to peace time production, but like 
our fighters on many fronts, Griswold too has 
some unfinished business—some tough war pro- 
duction schedules to meet. 


To meet the pent up demand for Griswold 
utensils we are making only those pieces from 
our regular line that are the most popular— 
we'll increase production and maintain quality 
on these pieces, and will add more items just as 

soon as our No. 1 Customer is satisfied. 

We ask your kind cooperation and 
cc ntinued patience until 
Victory is won. 


SNE FRIF, PA. 
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OCTOBER .. . Anniversary-wise, we commemorate it as the month of Discovery —Now a 
four hundred fifty-two year old American force ... which, through generations, has penetrated 


beyond countless horizons; to return each time with proofs that ours is a world of undiminish- 





ing opportunity. In the short course of but a few years, the present war-day explorers have 
g opp y ) p y exp 








demonstrated that through discovery and application, they have enabled America to forge a 


redoubtable sword of victory. Their followers, postwar, too, will prove that further discoveries 








in fields of science, culture and industry will keep alive and further foster the fulfillments 


we associate with October .. . a month of magnitude 


f 


ENGLISHTOWN CUTLERY, é. ( 


) FIFTH AVENUE, NEW YORK 1, N.Y 
FACTORY: ENGLISHTOWN, NEW JERSEY 
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DEAL ESSAY 
OUST 


Cwt-foreé vets Hundreds of enthusiastic letters like these! 





NEW YORK 


Kem-Tone is a truly 
miraculous product with an 
unusual and convincing adver- 
tising story ... that has proven 
spectacularly effective for us.” 

NEW YORK CITY 


LOUISIANA 


“Kem-Tone is truly a Miracle 
Wall Finish and one of the 
very few pre-sold items we have 
experienced in the building 
material game.”’ 

LAFAYETTE 


MINNESOTA 


“‘Kem-Tone is a very good 
product and has helped our 
paint department sales con- 
siderably...it is surprising how 
sales of Kem-Tone keep up.” 

MINNEAPOLIS 





COLORADO 


“9 out of 10 of our customers 
use and like Kem-Tone. Kem- 
Tone quality and Kem-Tone 
advertising have increased 
our total volume 32.6% over 
same period last year.” 
PUEBLO 


MASSACHUSETTS 


“Our Kem-Tone’ sales have 
steadily forged ahead ...our 
paint department sales show 
consistent gains each year.” 

EAST DEDHAM 


IOWA 


“The advertising behindKem- 
Tone has made Kem-Tone 
one of our largest items. We 
anticipate a very nice Fall 
business.”’ 

FORT DODGE 


MIRACLE RADIO SHOW 
WITH DUNNINGER 


NATIONAL MAGAZINE 
ADVERTISING 


SUNDAY COLOR 
ADVERTISING 











PENNSYLVANIA 


“Our store is very much sold 
on Kem-Tone, enthused about 
its possibilities, and impressed 
with its advertising and sales 
program.” 

SCRANTON 


NEW YORK 


“‘Kem-Tone has been a life- 
saver to our paint business. 
We expect sales to be as great, 
if not greater, this Fall than 
last Fall.” 

KINGSTON , 


CALIFORNIA 


**Kem-Tone is the fastest sell- 
ing item we ever handled... 
we can trace to Kem-Tone 
most of our tremendous in- 
crease of retail sales through- 
out our store.”’ 

ALHAMBRA 





KANSAS 


“A dealer who does not push 
Kem-Tone is passing up one 
of the best profit-makers in 
paint today. Kem-Tone has 
helped us increase our paint 
business by 20% this year.” 

COFFEYVILLE 


KANSAS 


*‘We have enjoyed a splendid 
business with Kem-Tone and 
anticipate increased business 
this Fall.’’ 

JUNCTION CITY 


LONG ISLAND 


*‘Kem-Tone has been by far 
the best new item that we 
have added to our stock since 
we started in business twenty- 
two years ago.”’ 

MANHASSET 


COAST-TO-COAST NEWS- 
PAPER ADVERTISING 


LOCAL NEWSPAPER 


ADVERTISING 


POINT-OF-SALE 
ADVERTISING 









4 
. 








Keeping the | 
RED BRAND Fence Sign Bilg 


To protect the value of the fran- 
chise of its thousands of dealers, 
and to insure a continued demand 
in postwar, Keystone has con- 
sistently maintained its full 
advertising schedules through- 

out the war period. 











Every farm magazine on this 
page is a sales messenger for 
RED BRAND. This con- 

stant bombardment in these 
and other publications keeps re- 
minding farmers that RED 
BRAND is the fence they want. 











In this positive way, Keystone is 
helping its dealers prepare for 
the day when they can get all 
the RED BRAND Fence they 
want, and when they’ll need all 
the fence customers they can get! 
Yes, Keystone Dealers will find a 
ready, waiting market when pres- 
ent wartime restrictions are lifted 
and full production of RED 
BRAND is again resumed. 





























Keystone’s advertising is just one 
of many reasons why dealers prefer 
to handle RED BRAND Fence 
and RED TOP Steel Posts. 








7 «Sy 
Total Combined Circulation Over 9 Million 


CAPRVATOR. 








KEYSTONE STEEL & WIRE 60., ae, 1, Illinois 
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SELL YOUR CUSTOMERS 


Easier, Faster Cutting and 


Longer Life per Blade 


Fclit fi 


... sell SIMONDS RED END HACKSAWS 


These easier, smoother, straighter cutting blades enable workers to do 
more work—with less effort and fatigue. Every Red End Blade is 
precision-made from Simonds electric steel, backed by the know-how 

of the country’s lon - any ener sawmakers—and inspected to 
make sure it’s fit to deliver longest cutting life per blade-cost. 

You can give your customers the plus-performance of Simonds 
“Red End” Blades on their hand. jobs with Standard or high speed 
Molybdenum Blades that are made either All Hard or with Hard 
Edge. Sell the All Red Blade—High Speéd Molybdenum Steel for 

tough hand cutting. 
And Remember This: All Simonds industrial advertising to your 
customers and prospects says: “See your dealer”. So make it a point 
to follow this advertising—tie in with it—and get all the business 
which it is directing straight to you. 


SHORTEN THE WAR...BUY BONDS! 


ee 
GORE 


i we 
BRANCH OFFICES 
1350 Columbia Road, Boston— ] 1 
27, Mass.; 127 S.Green St., Chi- \ 


cago—7, Ill; 228 First Ave., San re’ MP RNY 


Francisco—$, Calif.; 311 S. W. 
First Ave., Portland—4, Ore.; 
‘ACHUSETTS 


kane—8, Wn. 


520 First Ave. So., Seattle—4, » 
Wn.; 31 W. Trent Ave., Spo- ) ST EEL 


ASS 
EI TCHBURS: N 


PRODUCTION TOOLS FOR CUTTING METAL, WOOD, PAPER, PLASTICS 
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* YOU CAN’T BUY A BETTER RANGE THAN WHITE STAR *® 


“We have never dealt with a 
more friendly organization” 


Emanuel Shenkan, The 
Haney Furniture Company 
New Castle, Pennsylvania 


The Haney Furniture Company is 
the largest, the finest furniture store 
in New Castle, Pennsylvania. Pic- 
tured at right is Mr. Emanuel Shen- 
kan, who, with his son Alvin, directs 
the destiny of this up - and - coming 
establishment. Haney’s has been a 
Star range dealer for so long that ' ) 

the inception is beyond the memory ae ; € : - 
of Alvin Shenkan! rH ) ee : me = od 


Busy with postwar plans for mod- , oo s . 

ernization, these successful mer- eo ; ; _ ' they 

chandisers take time off to “look | { | Jy : —_ ss “ae 

forward,” as Mr. Shenkan says, “to FF ' + | gladl 
; 


many more years of pleasant deal- . | # 2 eel ee =a 
; , , nex 


7 ” 7 c “ q 7 4 4 ' . io - 
ings” with DVS. as 12 ; ms 1 hex. ae 3 rect | 








Detroit Vapor Stove Division, Borg - Warner 
Corporation, Detroit 26, Michigan 


A BORG-WARNER INDUSTRY 


BACK THE ATTACK— 
BUY BIGGER BONDS 
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AS TIME GOES BY, there will 
be a lot of disappointed cattle 
on our farms. Because there’ll 
be more American Fence avail- 
able to keep them from straying 
into trouble. 

In fact, the government now 
permits us to manufacture con- 
siderable quantities, although 
there still is not enough to fill a/ 
demands. Our advertising to 
your customers explains the situ- 
ation frankly and asks them to 
keep in touch with you if they 
need American Fence. It tells 
them you will do all you can to 
take care of them and it suggests 
they ask you for the helpful, free 
booklet, “How to Make Your 
Fences Last Longer.” We will 
gladly send you copies if you'll 
ask our representative on his 
next call—or if you will write di-* 
rect to our nearest branch office. 











AMERICAN FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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West Bend’s Thermo-Serv Keeps 
Ice Cubes for Hours... 


Just as efficient as it is good looking, the new 
Thermo-Serv (2 qt. capacity) actually keeps ice cubes 
as long as 6 to 8 hours. And that’s time enough 


to re-freeze another two batches in your refrigerator 


if you need them. 


A smart hostess will want one, two or three Thermo- COMPLETELY INSULATED 


‘ ° : The cut-away view above indicates 
Servs for luncheons, parties, dinners, evening refresh- how rock-wool completely insulates 


° inner container, just like your refrig- 
ments and other occasions. Another erator. Inset does not make direct yond 

a tact with outside shell, even at bottom. 
fast-seller by West Bend—available This important feature provides hours 
of service at an even temperature. 


Four stars in 
our Navy E flag 


for continued ex- 
cellence in the r 
ee WEST DED Zoedecen Cb. 
poe ese S27 S25 USiiiD Klttwtt/tlt920 
B E N D ee | 


o¥ - [5.2 2. se) ee 


soon after the war is concluded. 
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There are hundreds of Millers Falls Tools for 
thousands of jobs. From the simplest screw 
driver to the finest precision tool, they have one 
thing in common — QUALITY. 

Experienced craftsmen of the past looked to 
Millers Falls for this unvarying quality Count- 
less thousands of new craftsmen, who learned 
their skills under the pressure of war, now de- 
pend upon it. They use Millers Falls Tools by 


MILLERS FALLS COMPANY °® 
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the hundreds of thousands in their daily wartime 
tasks. That spells user experience — and accept- 
ance. 

When peace comes, their acceptance will be 
translated into new retail demands for tools, for 
jobs and hobbies. Hardware dealers who plan 
their stocks of Millers Falls Tools now, will be 
the first to cash in on that great new flood of con- 
sumer demand. Write for details. 


GREENFIELD, MASSACHUSETTS 
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---PERFECTION Quali 


Thus, even in these troublesome times Perfection Oil 
Stoves and Heaters have earned new respect for the word 


a QUALITY of every Perfection oil burning product 
“QUALITY”—new trust and confidence for the dealer 


you have ever sold is an active salesman for you now— 
out piling up new and repeat orders for the day when 
who sells it. 


you can again fill them. 
Yes, Perfection QUALITY is your best salesman. Always 


1is is particularly true of the Perfection equipment you on the job . . . night and day . . . building up new busi- 
have sold during the war. Every piece is pre-war in ness for you through the greatest asset a product can 


quality—pre-war in performance—pre-war in satisfaction, give—customer satisfaction. 


THESE MODELS NOW AVAILABLE 


(Ration Certificate required for all stoves and heaters) 








Bi3 


Model 2201 Space Heater Model 730 medern style Model 525 Popular Per- Model 353 Perfection Stove. 
Heats from 2,300 to 4,600 Perfection PortableKero- fection Portable Kero- Three High Power Burners for any de- 
sene Heater. Easy to carry sene Heater. Light, eco- gree of quick, steady heat. Model 352 
by the air-cooled handle. nomical. Air-cooled handle. with2 High-power burnersalsoavailable. 


cubic feet. Occupies only 18 
x 26% inches floor space. 


Help Your Customers keep their Perfection appliances performing 


efficiently! We can supply you with genuine Perfection wicks and re- 
placement parts promptly. No ration certificate or priority required. 


PERFECTION STOVE COMPANY 


MORE WAR BONOS AND SWEAT MEAN oe oe BLOOD A 
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Always 
w busi- 
ict can 
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- New Local Advertising” 


SAVE the NATION 
from \NFLATION 


USE IT UP 
WEAR IT OUT 
MAKE IT DO 
OR DO WITHOUT 
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LUSTAQUIK 
ENAMEL 


i ASTON Varnish Compas’ = 
° eo = yas PTT “Hoste NAVY CRAY 


larnish C€ ompe! 


! ae Var bel: liccnut vof 
ind gaally: haw Vcisaistedly” Wer -and held 
: fos Kymnize aS 


me restrictions, éan be sainahel at the 

ch Kyanize: standard, dealers may serve their cus- 
tayners as usual. 

Kyariize- House Paint, Floor Enamel, init Ieding 

Lustaquik and the sensational new Clingcote flat for 

walls continue to be 4 Star Sellers . . . the LIFE of 


the Paint Counter. 


BOSTON VARNISH COMPANY 


Boston . . . Chicago . . . Montreal 





WATCH FOR ADS 


Appearing now in: 


Now you'll sell 
more Duco Cement! 





BROKEN CHINA 
REPAIRED 


DU PONT 
DUCO CEMENT] 





GEG. U5. pat. orf 
T OFF 
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Time and again, people say, “I didn’t know that roof- 
ing of this quality would be available in wartime.” 

Tell them. Spread the good word about Barrett 
S.LS.—a roll roofing that provides a membrane type 
of covering. 

Tell them, too, that this famous Barrett product 
combines built-up roof features with the simplicity of 
roll roofing application. 

They'll be glad to have you show them how S.LS. 
provides double coverage —a feature made possible 
by a 19” selvage which makes this product “laps” 
ahead of other types of roll roofing — assures double 








MINERALS 
ASPHALT 

FELT 

ASPHALT 

$.1.S. CEMENT 
FELT 

ASPHALT 





strength, greater protection, better insulation and 
longer life. Glad to know, too, about the patented seal 
strip of bituminous coating on the selvage, that forms 
a lastingly smooth, sealed edge. F 

Home-owners, farmers, builders and maintenance 
managers appreciate the sturdy Barrett construction, 
the fire-safety and the trim, neat appearance of the 
finished job. 

Take advantage of the ready acceptance for Barrett 
S.LS. roofing and make S.I.S. “Supreme in Sales.” 
We'll help you in your campaign. Get in touch with 
us today. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 





2800 Sacramento Avenue 


Note how application of $.1.S. Roofing provides 
double coverage. The upper portion of each roll 
constitutes a full lap or selvage. Coated with 
ready to apply S.1.S. Cement, it tuses with the 
underside of the succeeding layer applied to it. 


Chicago 23, Ill. 


Rey. U.S. Pat, Off. 
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Birmingham 
Alabama 





=m(_Ollier's 


NATIONAL 
ADVERTISING 


sells 


LIGHTNING FAK 
WEAT PAD 





9,850,000 COLLIER’S 
READERS TO SEE 
CLEVER NEW LIGHTNINGPAK ADS ALL WINTER 


These amusing new Lightningpak ads, now appearing regularly 
in COLLIER’S, hand millions a smile and o chuckle along with Light- 
ningpak’s Hot-on-the-Spot selling talk. 

Set to run all winter in COLLIER’'S—popular national weekly with 
@ per-issue readership of 9,850,000—this new Lightningpak cam- 
paign is telling folks in your neighborhood now—will tell 'em all 
winter—about Lightningpak. 

Tie-in with itl Display Lightningpak on your counter, and in your 
window, use free pretested selling aids. Begin now to get your share 
of Lightningpak’s TWO-WAY profit—profit from initial sale of com- 
plete Lightningpak (Fair Trade Protected), profit from steady sale of 
refills. Comes in attractive counter cartons. Send for information 
about free circulars and convenient mat service designed to help 
your promotion of Lightningpak. 


LIGHTNINGPAK, NEWTON 58, MASS. 








BUY THROUGH YOUR os 
LOCAL JOBBER HOT in. SPOT 


Just add 2 tablespoons of 

woter and Lightningpok — 

Retailer's Price $8.00 per dozen the quick modern heat pad 

- —leaps to 160°... . gives 8 

(Minimum Retail $1.00) hours of comforting warmth. 

Grand for the relief of minor 

Refills $3.60 per dozen oches, sprains, sore muscles 

—for traveling, comping, for gifts to men and 
women in service. Each Lightningpok ond 
easily replaceable refill gives 100 hours 
of heot. 








in Western States: Retailer's Price $9.00 per doz 
(Minimum Retail $1.25) 
Refills $4.32 per dozen 








HARDWARE AGE 





RR MRGE etal ic a 


Create new SALES ACTION! 


Plenty of profit action, too! Over 200 million pack- 
ages sold in less than a year. If you are not selling Trimz, 
start now. They’re all-season, repeat sellers 
with a maintained mark-up of 42%. Dozens of 
washable, sunfast patterns by famous : sen 
designers provide the ideal decoration for ree sila 
plain, papered or painted walls. Order an All-Room aos Colorful billboard type 
Opening Assortment now...to assure delivery. Gibh; Our initial order of Trimz, 


New Meyercord Decal Designs 
for Kitchens...Bathrooms...Nurseries 


even accessories and furniture! These sparkling 

new Decals include third-dimensional 

designs originated in the famous Meyercord designing 
studios. Meyercord’s fast-selling, home decorating 

Decals are not paper decorations. They are durable, 
washable, Decal transfers made of highest quality 

lacquer and provide lasting handpainted decorative effects. 
Sell Trimz Ready-Pasted Borders and Meyercord 

Decals in companion designs for greater profit. 


|, ie ee eo  -  O O O O 
CHICAGO 44, ILLINOIS 


Sole Distributors of Genuine Trimz Ready-Pasted Borders 
and Manufacturers of Meyercord Home Decorating Decals 
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This WALL CHART helps you to 
recommend THE RIGHT FILE FOR THE JOB 


Most any hardware merchant can command a larger 
share of his community’s essential-file business by establishing 
himself as a helpful “Bureau of Information” on files. 

This Nicholson Wall Chart (28” x 54”), well printed on 
heavy cloth, is available to hardware stores carrying or ordering 
a practical assortment of Nicholson Files. 

Saw files, Machinists’ files and Miscellaneous files and 
rasps are clearly grouped and catalogued on the Chart with 


respect to popular shapes, cuts and sizes. Files are shown 
actual size. Write us direct to get your copy of the Chart. 


FOR YOUR SALES PEOPLE: How many copies of “File 
Filosophy” can you use? Best illustrated “handbook” pub- 
lished on kinds, use and care of files. . . . 48 pages. 


Nicholson File Co., 25 Acorn St., Providence 1, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 
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ACCO CHAIN REPAIR LINKS 
NOW AVAILABLE IN 6 SIZES 


@ Your customers will thank you for reminding them to 
buy Acco repair links for chains. They’re the handiest 
gadgets men can carry in their tool kits or pockets. 
With these repair links they can repair broken chain 
strong and safe in just a few minutes. Or they can join 
odd lengths together. That’s a big advantage at a time 
when every bit of chain is more valuable than ever before. 
It saves useful material and makes a limited supply of 


chains go farther. 
American Chain repair links are cold-forged from rolled steel. Long, tapering laps make a smooth 


assembly. Links can be closed cold or heated for welding. Easy to close and they stay closed. 
Bright smooth finish. 
OTHER POPULAR SEASONAL ITEMS: American Chain is also supplying its wholesalers (under 
existing limitations) with the following chains, which are in great demand at this season: Cow Ties, 
Tie-Outs, Halter Chains, Pump Chain, Sash Chain, and 2/0 Tenso. Deliveries are also being made 
on Campbell Cotter Pins. 

AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


"MARYLAND Bolts and Nuts, OWEN cig PAGE Fence, | 
Castings, WRIGHT Hoists, Cranes ... In Business for 
f°: te 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 











Co-ops Should Pay Taxes 


On Their “Margins: 


K OR several years 


this publication has been call- 
ing attention to the unfair ad- 
vantage enjoyed by Consumer 
Cooperatives when their “mar- 
gins” are not taxed the same 
as the margins or profits 
earned by independent whole- 
salers and retailers who face 
the competition of these Co- 
ops. 

Our most recent editorial on 
this subject (August 17, 1944, 
page 69) has awakened genu- 
ine and, we hope, militant in- 
terest, especially among whole- 
salers who plan to consider 
this problem during the com- 
ing Atlantic City meetings. A 
few of the many letters re- 
ceived since this editorial ap- 
peared are published, else- 
where, in this issue along with 
some comments by equally in- 
terested manufacturers. Sev- 
eral thousands of reprints of 
these comments have been re- 
quested and a few more are 
available upon request—as 
long as they last. 

This is a very vital subject 
for the Atlantic City gathering 
to explore. If given the full 
consideration it merits, there 
should develop a coordinated 





fighting program which would 
influence more legislators to 
show more interest in the sub- 
ject. 

There can be no quarrel 
with consumer groups organiz- 
ing to manufacture, wholesale 
and retail any kind of mer- 


chandise, but it is entirely un- 
fair for such groups to have 
the competitive advantage they 
enjoy when their “margins” 
are not taxed. And that is the 
basis on which the Atlantic 
City convention should pro- 
ceed. 


Census Data for Business 
Vital in Post-War Period: 


A recent family gathering, 
we pored over some ama- 
teur snapshots taken at picnics, 
beaches and in back-yards— 
pictures more than 35 years 
old. Among relatives and 
friends we had the normal 
quota of men who would don 
women’s hats and women who 
would put on men’s coats, etc., 
for these now funny pictures. 
In the modern “lingo,” such 
people are sarcastically re- 
ferred to as “the life of the 
party.” But life seemed so 
relatively simple and even 
comfortable then—and so was 
the pursuit of business. Steady 
workers made steady pay, 
saved a little, enjoyed inex- 
pensive pleasures, paid their 


ills and the more ambitious 
and talented improved their 
social and financial status. 
Yet, it was apparently all 
quite simple. The now fa- 
miliar expressions in business 
“research” and “these data” 
were known to but a few in the 
over all panorama of personal 
and business life. 

In more recent years, the 
tempo of things and the de- 
sires and opportunities of life 
and business have been greatly 
speeded up. It is basic that we 
know more about our markets, 
their breakdowns, their poten- 
tials, their locations, etc. Life 
and business are both more 
complex and the trend is in- 
creasing. Prospective post-war 
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competition threatens an in- 
creasing need for such infor- 
mation and post-war opportu- 
nities promise to thoroughly 
justify the effort and cost. 

The Census Bureau, an arm 
of the U. S. Department of 
Commerce, has the ‘facilities 
and “know-how” to resume its 
surveys of population and of 
business ——- considering and 
evaluating both production 
and distribution. Business 
needs this information as we 
approach the post-war era, and 
can have it, providing (1) the 
Census Bureau gets the appro- 
priations required; (2) it gets 
the cooperation of business 
through complete and prompt 
return of filled-in question- 
naires. 

As we approach the close of 
the war, politicians may be a 
little “gun-shy” of voting ap- 
propriations, and, very defi- 
nitely, all business men are 
thoroughly fed up with ques- 
tionnaires and crilival of gov- 
ernment spending. We can 
probably anticipate sweeping 
curtailments of both appro- 
priations and questionnaires 

and it will be a welcome 
program. 

However, business should 
differentiate between strictly 
war agency expenditures and 
questionnaires and the com- 
mercial aid functions that the 
Census Bureau has and can 
again perform if it gets the 
money from Congress and the 
needed information from and 
about business. 

It would be highly appro- 
priate for the Atlantic City 
convention of manufacturers 
and wholesalers to consider 
this subject and, if majority 
opinion is favorable, to take 
steps, collectively and individ- 
ually, to ask Congress to ap- 
propriate the money and 
pledge support in providine 
the data required. 


Retailing Composed 
Predominantly of 
“Small Business Units '!— 


(THE Chamber of Commerce 
of the United States is de- 
veloping some interesting dis- 
tribution studies which should 
be read thoughtfully by every 
member of the Congress, espe- 
cially such reports as a current 
pamphlet dealing with sizes of 
retail stores, by volume. From 
this report we quote: 

“More than half of all re- 
tail stores (54.2 per cent) 
do less than $10,000 busi- 
ness a year, or less than 
$575 a week, while 29.5 
per cent do business be- 
tween $10,000 and $30,- 
000. 

“In relation to a defini- 
tion suggested by the De- 

Commerce 


partment of 
which places the dividing 


line at $50,000 annual 
sales, 91.2 per cent of retail 
establishments can be in- 
cluded in the category of 
“small business.” 

“In 753,000 retail stores, 
or 42.6 per cent of the total, 
the business is run by the 
proprietor-owner alone or 
with the assistance of un- 
paid members of his fam- 
ily. 

“In 1,356,400 stores, or 
76.6 per cent of the total, 
not more than two paid em- 
ployees are on the payroll. 
The employment in these 
stores, including proprie- 
tors, numbered 2,088,000 
persons — approximately 
one-third of all employees 
engaged in retailing.” 


Regulation “W” Probably 
Will Be Retained:— 


SOME months ago we sam- 

pled the opinions of a rea- 
sonably representative group 
of retailer hardware dealers in 
order to determine their views 
on the desirability of retain- 
ing Regulation W in the post- 
war period. The answers,’and 
the voluntary comments from 
readers responding to an edi- 
torial comment on the subject, 
indicated clearly that more 
than 90 per cent of hardware 
merchants do want this con- 
trol continued in order to keep 
installment selling on an eco- 
nomic and sound basis. Of 
these, an equally large major- 
ity added the further comment 
that it is about the only gov- 
ernment restriction on trade 


that they do want continued. 

Last week in Washington, 
based on information from 
sources we consider reliable, 
we gathered the definite im- 
pression that Regulation W 
will continue (perhaps with 
minor modifications), certain- 
ly for the immediate post-war 
hoom era as a curb to inflation 
in that period. If it is to be- 
come a permanent factor to 
curb uneconomic installment 
selling, those interested should 
let their Congressmen know 
how they feel on the subject as 
this is fundamentally a war 
measure to check inflation and 
not conceived originally to 
protect retailers from uneco- 
nomic competition. 
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We made him an 2 






— 





T stands out in our memory —that boyhood gang of six 
loyal and true members. . . our own clubhouse on a vacant 
lot . . . secret passwords .. . our own padlock on the door! 
We had gone as a group to the neighborhood hardware man 
to buy the padlock. He took a real interest in our plans and gave 
us six keys. Hardware men are like that! We made him an 
honorary member. . . . And now, when the years have brought us 
boys of our own, the hardware dealer is still our friend and 
counsellor. We recognize his authority in his field, and have 
never lost the habit of seeking his helpful advice. 
Hardware men haven’t changed — and neither has ILCO. The 
trademark ILCO on. a padlock, night latch, door closer, cabinet 


- lock or key blank — then as now — means quality and value for 
your customers. The war is keeping us all very busy today, but 


between shifts and after hours we’re going over the old lines — 
revising and improving — getting ready for two great events: 
(1) the tidal wave of catch-up buying, when you'll need mer- 
chandise fast; and (2) the long pull of postwar prosperity when 
new and vital improvements will be available. 

Look to ILCO for 100% co-operation — you’ll get it. 


ale in 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 
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Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Informal Editorial Comments 


Just Among Ourselves 


By Charles J. Heale, Editor of HARDWARE AGE 














A, RIEND of ours, 
a newspaper man who realous- 
ly observes the traditional im- 
lity of his calling when 
ling & news story, recent- 

ly interviewed executives 
the Cooperative Grange 
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GLF's 1945 volume on farm 


lies alone (not including 
and fertilizers) was $75, 
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BARDWARE ace 


Here is the editorial that stimulated the comments reproduced on these pages. 


HE rapid growth of 
the Consumer Cooperative move- 
ment in the United States has, in 
recent years, included the whole- 
sale and retail distribution of an 
ever-increasing variety of hard- 
ware store merchandise in compe- 
tition with independent tax-paying 
business. The Co-ops do not pay 
a tax on their “margins.” This 
gives them a decidedly unfair ad- 
vantage. On that point alone hard- 
ware distributors have a justifiable 
complaint which they should reg- 
ister strongly with our legislators. 
They should keep on protesting 
until this competitor pays a proper 
tax. 

The letters on these pages indi- 
cate clearly an aroused hardware 
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trade interest in this problem. This 
is an encouraging sign, providing 
this aroused interest brings about 
action by hardware distributors, 
individually and collectively, with 
the added support of other tax- 
paying business men who sense the 
unfairness of the tax-free advan- 
tages enjoyed by the Co-ops. If 
our legislators receive sufficient 
protest and attention, some favor- 
able action may result, but it takes 
fighting action and not just resolu- 
tions and conversation. 
oi 


Says the President— 


of a Western hardware wholesale 
firm who prefers to have his name 
omitted 

“I have just read your editorial 
entitled ‘The Co-ops’ in the August 
17 issue of Harpware AGE and con- 


sider it one of the best I have read 
in a long time. As you suggest, 
more action and less discussion by 
wholesalers and retailers among 
themselves is required at once. 

“I have subscribed substantially 
on the part of this company to the 
National Tax Equality Association, 
which, as you state, is sound and 
has active capable business men at 
its head. 

“We are also interested in the 
conference of small business organi- 
zations. I have even had a personal 
letter from our ex-Sears Roebuck 
friend, Mr. Donald Nelson, in reply 
to one in which I questioned what 
appeared to be favoritism toward 
Co-ops or ‘non-profit’ organizations 
in one of the War Production Board 
orders. 

“For your further information, 
this company has subscribed sub- 
stantially to the National Tax Equal- 
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“Margins,” Says Hardware Age— 
These Hardware Men Agree 


Here are some of the comments stimulated 










by the editorial in the August 17, 1944, 
issue of Hardware Age and received from 


ity Association headed by a very 
reputable and successful grain man 
of Minneapolis, Ben C. McCabe. 
Headquarters of the National Tax 
Equality Association are at 231 
South LaSalle St., Chicago 4, Ill. 

“I have also written Mr. McCabe 
tentatively to see if he or one of his 
representatives would care to appear 
on the program of the National 
Wholesale Hardware Association 
meeting in Atlantic City in October. 
Mr. McCabe immediately replied 
that he would arrange to have a 
speaker there if I would put him in 
touch with George Fernley. George 
Fernley writes that he already has a 
speaker on this subject lined up or 
at least invited. 

“Please note the attached which 
is basically what I have written to 
Congressmen and Senators from our 
state and this part of the country 
and to which I am trying to give 
every circulation possible.” 

(Editor’s Note: A draft of the let- 
ter follows) 

“Dear Mr. 

“*The time has come for inde- 
pendent business men to insist that 
representatives of the people in 
Washington fight for national tax 
equality—and that includes Co- 
operatives! 

“‘Cooperatives would not be 
able to sell “at cost,” as they call 
it, if they had to pay taxes like 
independent businesses do. 

“‘Cooperatives claim that they 
do not make “profits.” I have re- 
cently been looking at the state- 
ment of a Cooperative Association 
located in this state, whose total 
assets and total liabilities have 
risen during the past few years— 
through tax freedom—until they 
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representative members of the industry 


happen now to be almost exactly 
the same as those of a nearby 
wholesale hardware company. In 

the meantime because of taxes, the 
wholesale hardware company has 
been unable to increase its assets 
to any extent for the rainy days 
ahead. For the Co-op’s fiscal year 
just ended their net profit was 
approximately the same as the 
wholesale hardware concern. How- 
ever, the Co-op’s profit is entirely 
tax free. The wholesale hardware 
concern is subject to a tax of 
about 65 per cent. That’s too much 
favoritism for anybody. 

“*All that I am in favor of is 
tax equality for businesses, 
whether they are called Coopera- 
tives or not, based on_ profits, 
whether they are called profits or 
not. Otherwise, these Cooperatives 
will continue to buy formerly 
privately owned refineries, can- 
neries, factories, warehouses and 
stores and thereby increasingly 
deprive our government of tax 
revenue. 

“‘Action must come now, be- 
fore they become so powerful that 
they can actually out-vote inde- 
pendent business employees and 
employers.’ ” 


Oo 


Says H. E. Hulburd— 


President, The Geo. Worthing- 
ton Co., Cleveland, Ohio: 


“I read the editorial in the August 
17 issue of the HARDWARE AGE, deal- 
ing with the activities of the Co- 
operatives, with very great interest; 
and I want to say that I personally 
appreciate the effort you made to 


enlighten the hardware industry re- 
garding the menace of the Coopera- 
tives to all independent dealers. 

“I have been greatly interested 
in the activities of the Cooperatives 
for some time, have accumulated 
some information, and have worked 
with others of the hardware indus- 
try to arouse general interest so we 
might get some concerted action in 
an attempt to eliminate the dis- 
criminatory laws now on the statute 
books. 

“In conclusion, I can see no rea- 
son why Co-ops should not be taxed 
exactly the same as other businesses, 
and you may be assured that I will 
do everything possible to stir up in- 
terest in the matter.” 


, 


Says A. L. Darby— 


President, J]. M. Warren & Co., 
Troy, N. Y.: 


“Your editorial on Co-ops, which 
appeared in the August 17 issue of 
the HarpwareE AGE is certainly an 
inspired piece of writing, but the 
great question is ‘What to do about 
it?’ I have consulted with others 
and in one case an ex-feed dealer, 
who was forced out of business by 
the G.L.F. and who is now in the 
editorial department of one of our 
local newspaper offices. The only 
suggestion he offered was to run your 
editorial or a condensation of it, as 
an advertisement. My own idea is 
not original and I question its ef- 
fectiveness. This would be to buy 
from you, reprints of your editorial, 
mail them to our customers, and 
then give each of our salesmen 
enough so that he could leave one at 
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each call, urging his customer to 
read it and then do something. 

“It is only by continual effort that 
you will be able te arouse the inde- 
pendent dealers to organize to com- 
bat this threat to their very exis- 
tence.” 


oOo oO 


Say L. A. Paine— 


Assistant Treasurer, and 


J. M. Kennedy— 


Vice-President—Sales, 
Bigelow & Dowse Co., Boston, 
Mass.: 


“We have read and re-read with 
considerable interest your editorial 
on ‘The Co-ops’ published under 
date of August 17 in the HARDWARE 
Ace. We are completely in accord 
with your view on the unjust in- 
equality of tax exemption of the Co- 
ops and believe that the National 
Tax Equality Association can do an 
excellent job if given the proper 
support by the various members of 
Congress. In this respect, if a bill 
is prepared or has been prepared to 
bring this matter to the attention of 
Congress, we will be pleased to con- 
tact personally and otherwise every 
Senator and Congressman in New 
England through various associations 
and dealers in states of New Eng- 
land. 

“We stand ready to be of any ser- 
vice possible and are sure that we 
can effect a substantial pressure as, 
if and when the bill.is ready. We 
trust that we may be of further ser- 
vice on this subject.” 


Ww © 


Says Roland O. Roberts— 


Vice-President, Weed & Com- 
pany, Rochester, N. Y.: 


“Regarding the taxation of Co- 
operatives—I heartily concur in the 
sentiments expressed in your edi- 
torial. 

“I have already referred this to 
our Congressman with the request 
that he give it his serious considera- 
tion.” 

0 0 


Says Chas. L. Wheeler— 


President, Salt Lake Hardware 
Co., Salt Lake City, Utah: 


“We read the editorial regarding 
‘The Co-ops,’ in your August 17 is- 
sue with a great deal of interest and 
have given it considerable publicity 
within our own organization and 
among many of our dealers. 

“Under our policy, we are unalter- 
ably opposed to co-operatives who 
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Co-ops Should Pay | Ta 


Says Hardware Age-— 


The 





attempt to go into the hardware 
business and compete with the legit- 
imate retail hardware dealer because 
the competition is most! unfair in that 
these organizations do not pay in- 
come taxes, which are such a heavy 
burden to the regular hardware 
dealer. They, of course, do pay 
state and county personal property 
taxes but, just now, the income tax, 
which they totally avoid through 
their set-up, is probably one of the 
heaviest of the group. 

“We cannot hope for much relief 
so long as the present administra- 
tion encourages co-operative  or- 
ganizations, even to the extent of 
extending financial aid to their or- 
ganizations when necessary. How- 
ever, this situation will undoubtedly 
change in November and, certainly, 
if Co-operatives are going to dis- 
tribute hardware merchandise, it 
should be on a competitive basis 
and not on the basis of their being 
exempt from any tax whatsoever, 
which is imposed on the independent 
retailer.” 


ne 2 


Says A. G. Rorabeck— 


Vice-President in Charge of 
Sales, The Geo. Worthington Co., 
Cleveland, Ohio: 


“We have been very much inter- 
ested in your editorial in HARDWARE 
AcE regarding Cooperatives—both 
the subject and’ your article. In 
fact, we have talked it over among 
ourselves here, and also with our 
competing wholesale hardware house 
here in Cleveland. We all agree 
that it is a very good article, and 
that the subject is one of vital im- 
portance, not only to the wholesalers 
and retailers, but to the country in 
general. 

“We have quite a bit of informa- 
tion on Cooperatives here and on 
their activities in the territory in 
which we operate, and happen to 
know that John J. Conklin, secre- 
tary of the Ohio Hardware Associa- 
tion, who is also secretary of the 
Small Business Men’s Association, is 
very well posted, and also much con- 
cerned about them. We have done 
considerable inquiry work about this, 
and from the best information we 
can get on the subject, our opinion 


is that it probably should be han- 


dled after the elections instead of 
before. 

“I believe Mr. Hulburd (presi- 
dent of the Geo. Worthington Co. 
—Ed.) will no doubt read an article 
on this subject at the National 
Wholesale Convention. We will be 
glad to go into this matter more 
thoroughly, and I hope that those 
who are interested, may eventually 
get together, and see if we can in 
some way help control this condi- 
tion. We are very glad that you 
are on our side.” 


Go. 


Says Frank G. Howard— 


President, A. L. Davis Son, Inc., 
Binghamton, N. Y., and President, 
New York State Retail Hardware 
Assn.: 


“I read, with a great deal of inter- 
est, the article on Co-ops in your 
August 17 issue. A decision as to 
what we, as a hardware association, 
should do regarding this tax free 
competition will be brought up at 
our next board meeting and while 
many of the directors may have read 
this particular article, yet if it is 
not too much trouble I would very 
much like to have you send me 20 
tear sheets so that I can be assured 
that every director has read this ar- 
ticle before our next meeting.” 


ee 


Says Harry M. Hanson— 


President, Damascus Steel 
Products Co., Rockford, IIl.: 


“T have just finished reading your 
informal editorial comments in the 
August 17 issue of HARDWARE AGE. 
concerning the Cooperative move- 
ment, and I think this is one of the 
most sensible articles that I have 
ever read on this subject. You can- 
not legislate for or against these 
different movements any more suc- 
cessfully than you can legislate peo- 
ple’s behavior, and I think your ap- 
proach along educational lines is 
more productive of actual results. 

“It is our belief that manufactur- 
ers are just as interested in this 
problem as wholesalers and retail- 
ers, because those manufacturers 
who distribute their products through 
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These Hardware Men Agree 











the regular hardware channels, have 
just as much at stake in the form of 
distribution as the distributors them- 
selves. It seems to me that all of 
us manufacturers have some real 
problems facing us, along with our 
distributors, in the various. forms of 
distribution that are growing, and 
which will, no doubt, expand after 
the war is won. 

“You know me well enough to 
know that I do not want any pub- 
licity in writing this letter to you, 
but just from one man in the hard- 
ware industry to another, I want you 
to know that I think your article 
above mentioned really hits the nail 
on the head.” 


a Ee 


Says Mark Schmidt— 


Schmidt Hardware Co., Grand 
Junction, Colo.: 


“Thank you for your excellent edi- 
torial ‘The Co-ops’ in the August 17 
issue of HARDWARE AGE. 

“On former occasions I have read 
and heard information about the 
problem of Co-ops. But this is the 
first time some good ideas for action 
have been mentioned.” 


oo 


Says G. M. Baird— 


G. M. Baird & Co., Memphis, 
Tenn.: 


“T just want to compliment you on 
your editorial entitled “The Co-ops’, 
beginning on page 69 of your Aug- 
ust 17 issue of HARDWARE AGE. You 
have certainly covered this situation 
in a most able manner, and I do 
wish that every single executive in 
every wholesale house, especially 
hardware concerns, would read and 
give thought to this article. 

“T think so much of it, that I am 
putting it in my catalog and am 
going to call it to the attention of 
every executive that I can get a 
chance to talk to in my rounds over 
the territory. Am also writing my 
salesmen to do the same thing. 

“T do not know whether you would 
entertain such an idea or not, but it 
would be perfectly splendid if you 
would send a reprint of this article 
to the president of every hardware 
jobber in the country; and, no doubt 
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your different publications cover 
other fields, and if so, it would be 
wonderful if you could get this in- 
formation to them in such a way 
that they will be sure to read it. 
“Congratulations again on this fine 
article, and here’s hoping that it will 
wake these hardware jobbers up.” 


ce Ga 


Says George H. Gates— 


Secretary - Treasurer, Gates 
a & Supply Co., Tulsa, 
'a.: 


“IT have been very interested in 
the Co-op matter and have been 
staging a one-man campaign to get 
something started toward putting 
this type of business on the same 
basis as other businesses, so I was 
pleased to read your editorial. 

“T have previously written George 
Fernley, Tim McAllister, Bob Witt 
and others including the U. S. 
Chamber of Commerce concerning 
this ridiculous set-up. 

“Co-ops are also becoming active 
in the oil business and we recently 
had Loring A. Schuler of the Na- 
tional Tax Equality Association here 
to talk before our chamber of com- 
merce, 

“T believe your assistance in this 
matter will be very helpful and I 
am advised by Mr. Fernley that he 
is awaiting an acceptance from some- 
one to talk on this subject at the 
National Convention.” 


Bs ied 


bud 


Says Oscar J]. Koepke— 


Secretary - Treasurer, Corpus 
Christi Hardware Co., Corpus 
Christi, Texas: 


“IT want to compliment you and 
thank you for the article in the 
August 17 issue of Harpware AGE 
entitled ‘The Co-ops.’ Our Texas as- 
sociation has discussed the Co-ops 
for some time and we, too, feel that 
they should pay taxes, just as we do. 
Co-ops are growing by leaps and 
bounds and, as you say, they have 
a right to organize but we feel, as 
you have mentioned, that the manu- 
facturer is much to blame for the 
growth of the Co-operative stores. I 
am sure all hardware wholesalers 
would be surprised if they could lift 
the Co-op label off of the goods they 


sell and find the name of the manu- 
facturer who is making the goods 
for them. 

“Our tax and legislative commit- 
tee has been doing some work on 
the matter and have been working 
with the National Tax Equality As- 
sociation. In fact, our chairman, F. 
W. Posey of the Walter Tips Com- 
pany in Austin, attended one of 
their meetings in Dallas about a 
month ago. 

“All of us appreciate your article 
and, personally, I am glad to see 
someone who is fearless enough to 
put the proposition squarely before 
the manufacturer and others affect- 
ed. It certainly shows the hardware 
wholesaler who his friends are. 

“Thanks again for the article, and 
we are going to see if we cannot get 
our entire membership to read this 
outstanding article.” 


mM im) 


Says N. F. Van Hoogen- 
huyze— 


President, Wm. Van Hoogen- 
huyze Hardware Co., San Anto- 
nio, Texas: 


“The writer read your editorial in 
the August 17 issue and thought so 
much of the importance of same that 
he brought this before the president 
of the Texas Wholesale Hardware 
Association, also the president of the 
Southern Hardware Jobbers Associa- 
tion. Both of these men were ver) 
interested in the article and stated 
that they would take some action in 
regard to it. I think this article of 
yours is one of the most timely ar- 
ticles and gives the wholesaler some 
definite information, and gives him 
food for thought.” 


"thet 


Says E. E. Gibbs— 


Vice - President, Wimberly & 
Thomas Hardware Co., Inc., Bir- 
mingham, Ala.: r 


“T have read your editorial in the 
August 17th issue of HARDWARE 
Acr, and believe me, I have been 
very much interested and alarmed 
about the tax exempt Cooperatives, 
and frankly, I have been taking the 
matter up both with our trade asso- 
ciations and with our Senators and 
Congressmen from Alabama. 

“Unfortunately, I think Alabama 
is the most misrepresented state in 
the Union, and the only replies I 
have received from our representa- 
tives so far, are replies stating that 
they did not know anything about it, 
and asked for further information, 
which we promptly supplied. 

“I think your magazine can give a 
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lot of help by publicizing this situa- 
tion, as it looks like it is beginning 
to spread in the south. 


“Your editorial is well taken and — 


I hope you will follow up the good 


work.” 
0 0) 


Says Ernest Bolduc— 


President, The Nutmeggers, 
Inc.: 


“Nice item you wrote on ‘Co-ops’ 
and taxation. Have had many fine 
reports on that article. 

“Do you have two extra reprints? 
1 could use them to advantage.” 


@.. 4 


Says the President— 


of a Northwestern hardware 
wholesale firm who prefers to 
have his name omitted: 


“The following is sent you with 
the distinct understanding that there 
will be no publicity connected with 
this company’s name. We have for 
something over a year been particu- 
larly interested in any plan which 
would bring about an equality of 
taxation as related to co-operative 
efforts and those of us who do not 
resort to that method of not only 
depriving the Government of its just 








Co-ops Should Pay 
Taxes on “Margins”, 


Says Hardware Aqe— 
These Hardware 
Men Agree 








dues but to as well bring about a 
degree of fair operation between 
those who are competitors in all 
forms of merchandise. We hope you 
will keep up your editorials and 
that they may prove effective. We 
are collaborating with our repre- 
sentatives in Washington in connec- 
tion with this matter and shall con- 
tinue to do so.” 


Rey El 


Says H. E. Askew— 


American Wire Fabrics Co., 
Buffalo, N. Y., office: 


“I would appreciate very much 
if you would send three or four re- 
prints of the article entitled ‘The 


. Co-ops’ in your issue of August 17th. 


“If there is any expense involved, 
please let me know.” 





Says H. J. Yoder— 


Vice-President, W. W. Conde 
Hardware Co., Watertown, N. Y.: 


“The editorial on Co-ops is of 
vital importance to every business 
man. The chances are that the big 
majority of us have been asleep at 
the switch and haven’t paid as much 
attention as we should to this matter 
of taxation so far as Co-ops are 
concerned. 

“It is my personal opinion that 
until after the war is over we are 
not going to interest the law makers 
in Washington so that changes in 
legislation will take place, because 
for the next year or two there are 
so many things we want to get 
straightened out that are more im- 
portant than the matter of paying 
income taxes for cooperative organ- 
izations. I do think however, sooner 
or later the pressure will get so 
strong that Congress will have to 
act, because in not doing so they 
will support class legislation. 

“I don’t know what we as a small 
organization can do, but we are will- 
ing to lend what support we can to 
a movement of this kind when the 
time arrives when it looks as though 
there might be some possibility of 
having the legislation changed.” 


Features Feminine Merchandise 
But Retains Men's Patronage 


OMEN, it is said, purchase 

85 per cent of the merchan- 
dise sold in retail stores. Some 
dealers have added lines which 
have a decided feminine appeal 
and have found that their mascu- 
line trade has fallen off somewhat. 
The question is how can women 
be attracted to a store without los- 
ing any masculine patronage? 

Donald V. Fisher, of Indepen- 
dence, Iowa, was faced with this 
problem several years ago when he 
decided to stock lines of interest 
to women. He thought he could 
hold the men’s trade and also in- 
crease his business with the 
women. 

However, when he installed a 
number of new feminine lines he 
discovered that his men’s trade 
began to fall off. 

“This was something I had not 
counted on,” he stated. “Frankly 
I was quite alarmed, for while the 
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women’s lines were selling well, I 
didn’t want to lose the masculine 
trade.” 

Mr. Fisher said that he then 
began to devote one of his win- 
dows to a display of tools and 
other items appealing to men. He 
set aside that window permanently 
for a showing of items that men 
buy, laying much emphasis on 
tools. 

Then he displayed men’s items 
on the same side of the store on 
which the tool window was lo- 
cated. This was designed to draw 
the men deeper into the store. And 
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the farther they would come the 
more items would be visible to 
them. 

The idea worked, says Mr. 
Fisher. His men’s trade began to 
come back. Today, his masculine 
business is about 15 per cent 
higher than it was at the time he 
added the women’s line—china, 
glassware, gifts. He has gradually 
enlarged his tool stock, and other 
items appealing to men, whenever 
possible. As a result, men learn 
to come here to get the things they 
want. 

“I think that window designed 
for men is an important thing in 
my program,” says Mr. Fisher. “It 
shows the men I have many items 
for them to buy. They come in to 
look them over. If I stopped de- 
voting that window exclusively to 
items for men, I am sure my traffic 
on that side of the store would 
slump.” 
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If It’s Used By Farmers They Handle It 


| Sauser’s Hardware carries about 
: everything the farmer needs and 
that's why its sales are growing 





Mr. Mills sells a pail’ to a farm customer. Behind him is a 
three-tier display table filled with things farmers want. 


hs come from 


considerable distances to buy at 
Sauser’s Hardware, Manchester, 
Iowa, because they know that at 
this store they can find many of 
the items they need to help Uncle 
Sam attain the biggest food pro- 
duction in history. 

This large store, owned by Mil- 
lard C. Mills, has a number of 
wall spots and center tables de- 
voted to displays of farm merchan- 
dise. These are the places to 
which farmers gravitate when en- 
tering the store. Mr. Mills likes 
the idea of mass display of farm 
items, for he states that the farmer 
responds very well to this type of 
selling. “We like to get our mer- 
chandise out where the farmer 
can see it,” says Mr. Mills. “They 
like to browse about our store 
viewing this table and that, and 
they usually wind up by purchas- 
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ing two or three items or more.” 

Utensils of all sorts are used in 
large numbers by the Iowa dairy 
and hog farmers, so Mr. Mills has 
a large three-tier display area de- 
voted to a showing of these and 
related items. A top row of items 
shows numerous milk and other 
pails as well as milk strainers. 
Another shelf shows electric fence 
units and disinfectants. A farmer 
is interested in all of these related 
goods. A lower shelf shows a num- 
ber of pails for general utility pur- 
poses on the farm. 


Aids for Poultry 


Another table is devoted to a 
showing of disinfectants for poul- 
try houses. There are many chick- 
ens on Iowa farms and if they are 
to be healthy so they can produce 
many eggs, their quarters need to 
be clean at all times. Mass display 


‘of such disinfectants and remedies 





also brings very good results, 
states Mr. Mills. 

Mr. Mills has additional farm 
stock in his store. Items such as 
big crocks, stanchions for bars, 
water cups and the like are kept 
in the basement. He does a satis- 
factory volume on these barn sup- 
plies and is sure that in the post- 
war era many additional farmers 
will purchase barn equipment. 

In a store a few feet distant are 
storage stocks of articles such as 
poultry fountains and feeders, elec- 
tric brooder stoves, pumps and 
other items of interests to the 
farm. These are displayed season- 
ally in the main store when the 
occasion warrants, and also given 
considerable publicity at the right 
time through newspaper advertis- 
ing. 

“We also do considerable repair 
work for farmers on milking ma- 

(Continued on page 101) 
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Salesmanship Will Be the Greatest] ( 





It will be the thing that will promote buying . 
on the part of the consumer and will start our 
peacetime production in high gear. Employees 
must be schooled in service and courtesy if we 
are to meet post-war competition successfully 


| Dee since the war 


started we have been thinking of 
the mistakes we have made in 
the past and how we can avoid 
them in the future. This period 
has given us a chance to get up 
on top of the mountain, so to 
speak, and get the proper per- 
spective of the place that our in- 
dustry has in the hardware field. 

In the past, the hardware re- 
tailer has probably been more 
conservative than most business 
men. This, in a large measure, 
has contributed to his permanent 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


“They shall beat their swords into ploughshares 


7 


By HOWARD M. HART 
President, 
Galena Oil Corporation, 
Cincinnati, Ohio 


solid success, but, at the same 
time, it has probably handicapped 
him to some extent because he 
has been less inclined to try new 
things than other types of mer- 
chants. 


A Fresh Viewpoint 


After all, we are living in a 
mechanical world and our think- 
ing must be geared up to that 
fact. After the war we will be 
still more mechanically minded, 
and 10,000,000 men, who are now 
in the armed services, have 
changed their habits of living and 
thinking and will come back to 
business with a fresher viewpoint 
as a result of their experiences. 

As these young men return from 
the wars and are fused into the 
business world, they will prob- 
ably act as spark plugs to gen- 
erate new thinking. The older, 
more conservative business men 
will act as governors to keep the 
train on the track and the com- 
bination of optimism and pessi- 
mism intermingled should produce 
very progressive thinking with the 
necessary amount of restraint and 
control. 

Many of the young men return- 
ing from the armed services will 
be mechanically minded and 


mechanically trained. They will 
be in a receptive mood to sell 
mechanical products and _ will 
know how to service them and 
keep them going. This will open 
up new avenues of sales _possi- 
bilities for the hardware retailer 
and he will be less inclined to 
permit the chain, tire, drug and 
department stores to steal the mar- 
ket that rightfully belongs to him. 

In our particular business, the 
transition from war to peace will 
be comparatively easy because 
the same oil which has been used 
to lubricate airplanes of the 
United Nations will be used in 
the cars, trucks and tractors of 
tomorrow. 

In my opinion, selling will be 
more important in the future than 
it ever has been in the past, and 
the lack of selling, service and 
courtesy that is everywhere ap- 
parent has driven home to all of 
us its utmost necessity. After all, 
the post-war demand for equip- 
ment and supplies of all kinds 
will be so tremendous that if the 
manufacturers are in a position 
to supply the retailers with the 
things to sell, the transition from 
war to peace should be very 
rapid. 

The greatest danger as I see 
it will be the first six months after 
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HOWARD M. HART 


the cessation of hostilities when 
people will be waiting to see what 
is going to happen—whether we 
are going to have boom pros- 
perity or a recession as a result 
of all of the people losing their 
war time jobs. Almost ever- 
body you know will have more 
money after the war to spend on 
the things he needs than he had 
at the beginning of hostilities, but 
he is going to be inclined to hold 
on to this money until he sees 
which way the winds will blow. 

The greatest contributing fac- 
tor to success during this uncer- 
tain six months will be salesman- 
ship. In other words, will we be 
able to sell the consumer on buy- 
ing the things that he needs at 
once, which will automatically 
start the factories running at full 
speed, which will take up the un- 
employment slack and before we 
know it we will be well on the 
way toward a period of three or 
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four years of splendid business? 

Competition is going to be keen 
as a great many of these young 
men returning from the services 
will go into all kinds of businesses. 
The ones that will be ultimately 
successful are those who do the 
best selling job and give the best 
service to their customers. 

It behooves us all now to make 
a careful study of the various 
employees in our organizations 


and prepare them for a mental 
transition to the point where they 
will bend backwards to give good 
service and be courteous to their 
customers. If we keep people in 
our organization who are rude. 
discourteous and indifferent we 
will drive customers from our 
place of business many of whom 
will probably never return. 

We, in our company, are try- 
ing to keep our salesmen on their 
toes, urging them to make just 
as many calls now as they 
would if conditions were nor- 
mal, because we realize that 
many salesmen have become “fat 
and flabby” mentally as a result 
of the easy period they have been 
through when the customer would 
buy more than the factory could 
make. We tell our men that suc- 
cess in life is about 90 per cent 
perspiration and about 10 per 
cent inspiration and that they will 
have to gear their thinking to 
hard and continuous work day in 
and day out—now and in the post- 
war period. 

We are all firm believers that if 
we get ourselves into the right 
mental attitude now, the post-war 
period will not be too difficult. 
In fact, the opportunities for suc- 
cess and achievement will be 
greater than ever before in the 
history of this wonderful country 
of ours. 








Join the Hardware Age Post-War Forum! 


Planning for the post-war period is essential and must not be delayed. 
Every moment is precious for every moment brings us nearer to peace 
and to conditions we have never before encountered. All branches of 
industry will endeavor to make the most of post-war prosperity. Com- 
petition will be keener than it ever has been and there will be many 
new phases entering into the business of distribution. Manufacturers, 
wholesalers and retailers should all make their plans now for the busi- 
ness that awaits them at the end of the war. They should begin to 


plan now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 
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90 Per Cent of Their Paint Business 
Is On a Contract Basis 





A. L. Screws, holding the paint can, discusses a job with some of his painters. 


a selling is 


applied to the paint business by 
A. L. (Jack) Screws, proprietor of 
Opelika Hardware Co., Opelika, 
Ala. By package selling he doesn’t 
mean selling paint by the gallon 
or can but by the job. Most deal- 
ers figure their work is done when 
they sell the paint and maybe rec- 
ommend a painter, but Mr. Screws 
goes further. He assumes respon- 
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sibility for the whole job including 
the labor and materials, and all 
the customer has to do is pay the 
bill. 

“I used to sell the paint and 
let the customer worry along with 
the painter or decorator,” said Mr. 
Screws. “But in actuality that is 
only rendering half service, like 
selling a refrigerator and not in- 
stalling it or a cultivator and not 
assembling it. What the customer 
wants is the finished job, not com- 
ponent parts of it. An automo- 
bile dealer doesn’t sell a car in 


pieces, but as a finished product, 
oiled, gassed and ready to ride. 
“Since I instituted my overall 
service, paint has become my big- 
gest line. The decorator likes it 
because he immediately gets his 
money. If there is any financing 
I handle that with the customer. 
The customer likes it because a 
concern with an established place 
of business assumes responsibility 
for the whole job. I frequently 
have customers tell me they don’t 
mind paying for the job, but they 
dread having to get out and hunt 


The Opelika Hardware Co. hires 
the men for a painting job and 
assumes all responsibility for 
it, including payment. Paint is 
now the firm's outstanding line 
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Remington, 


E OTHER DAY a dealer buttonholed one of our 


people and said: 


“Look, Joe, what do you folks think about the 
post-war sporting arms and ammunition business? 


Does it really look pretty good?” 





| “Tl say it does!’ Joe told him. “Man, you'll be 
surprised!’ And he went on to tell why. 


Here’s the gist of it: 


There are millions of men in the armed forces who 
are now for the first time learning to handle fire- 
arms. Many more will be introduced to firearms as 


induction continues. 


These men are learning that aside from the grim 
uses of firearms in wartime, shooting can provide 
mighty good sport. It’s fun to outshoot the other 








| over! Far from it! 








fellows on the rifle practice range. It’s fun to powder 
clay targets with ashotgun in aerial gunnery training. 


Don’t think for a moment that all these men are 
going to say, ‘“‘Good-bye to all that” when the war is 
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“Man, you’ll be surprised!” 


DEALER LETTER 








After the war, millions of these men will be saying 
to themselves, “I’m a darned good shot, and boy, 
I’m going to do some shooting for sport now!” 


And they’ll be coming a-running to hardware and 
sporting goods stores—for, perhaps, one of those 
Remington 22 rifles such as they used in basic rifle 
training. Or a Remington Model 31 shotgun such 
as they used in Army aerial gunnery training. Or a 
Remington Sportsman shotgun like those the Navy 
trains aerial gunners with. 


Now, add to these men the millions who are 
already hunters and target shooters—and see what 





a whale of a post-war sporting arms and ammuni- 
tion business it all adds up to! 


You'll want to be ready for the post-war rush for 
Remington arms and ammunition. You’ll want to 
have the right items on hand and have them dis- 
played in a prominent arms and ammunition de- 
partment in your store. 

And the time to start planning all that is right 


now! Remington Arms Company, Inc., Bridgeport 2, 
Connecticut. 
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for a responsible painter or hav- 
ing to take time to supervise the 
job. I take all that worry off 
their hands. The customer agrees 
to pay me one overall price and | 
handle everything. Then he can 
pay me in cash, by check, in 30 
days or by any other prearranged 
plan. The painter, however, gets 
his money immediately no matter 
how the customer pays.” 

On important jobs, Mr. Screws 
goes out with the painter and they 
both estimate the amount of ma- 
terials and labor. This takes him 
out of the store quite a bit, but he 
likes it as it leads to other mod- 
ernizing jobs. In other words, he 
comes in contact with more cus- 
tomers. In practice he has several 
painters working out of his store 
who are perfectly capable of esti- 
mating the amount of paint re- 
quired and he takes their esti- 
mates in working up figures to 
quote on the job. The painters 
tell him how much paint, oil, tur- 
pentine and other materials are 
required, and what they will do 
the job for. He then works up an 
overall bid on the job and calls 
the customer. If the customer ac- 
cepts then he takes jurisdiction 
over the whole job and sees that 
it is done right. 


Mutually Profitable Basis 


Mr. Screws reported that he 
handles 90 per cent of his paint 
business on a contract basis as 
described and to the mutual ad- 
vantage of all concerned. Several 
painters working out of his store 
have bought and paid for homes 
working under this system. It 
seems to give them more uniform 
work, and for a craftsman who de- 
pends on one job materializing 
after another that is quite a con- 
sideration. Mr. Screws and his 
decorators work on a mutually 
profitable basis. 

On account of the shortage of 
both paint and painters, Mr. 
Screws finds he often has to date 
his jobs ahead. In other words, 
he may sell the job now, but not 
be able to get on it within 30 days. 
but he always advises the cus- 
tomer to that effect. As a matter 
of fact, quite a bit of paint is now 
being sold on the layaway plan. 
The customer buys it, makes a 
down payment and the store holds 
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kor that reason he is making con- 
tact with some of his old painters 
now in the armed services or 
working in war plants, seeking to 
get them back as soon as possible. 
He has a card index file of these 
craftsmen, and he is thinking in 
terms of “throwing a party” for 
them when they return. As a mat- 
ter of fact he likes to give a party 
for these “outside salesmen” once 
a year anyhow. 

Since Mr. Screws instituted his 
“one stop” service, he has han- 
dled some pretty big plant jobs 
including those for schools and 
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. ON AVAILABLE GOODS 


it for him for a future date. It 
may be until next season. Like- 
wise, Mr. Screws tries to spread 
the work out among the contrac- 
tors, so as to keep them all busy other public buildings. However, 
a maximum number of hours per most of them are home jobs, both 
week. inside and out, and including wall- 

Mr. Screws expects a doubling paper as well. In paint, most of 
and tripling of paint business just his business is in one nationally 
as soon as the war is over and advertised brand which he fea- 
building restrictions are lifted. tures. 
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TRUE [EM PER. 


THE KNOWN VALUE EIGHT STAR LINE 


* HAMMERS *® HATCHETS * AXES 


*® HEDGE AND PRUNING SHEARS 


%& STAR No. 4—SHOVELS 


You can’t make a silk purse from a sow’s ear”. Neither 
can you build the strongest and best balanced shovel by 
other than the strongest, best method of construction. 


TRUE TEMPER Solid Shank and Dynamic Shovels 
are taper forged from a bar of high content manganese 
steel. They are forged in one piece, thus eliminating welds. 


Taper Forging is the only known method of construc- 
tion which permits proper distribution of steel through- 
out the entire blade, shank and socket to obtain maximum 
strength and balance in relation to weight. In addition, 
this method eliminates the necessity of a frog essential 
for strength in all stamped shovels. Frogs create undesir- 
able hollow backs and reduce blade capacity. 


Since socket and shank are forged and heat treated, 
the bend which creates the proper lift, is made in the 
steel shank. This greatly increases the strength of shank 
and handle as it permits the use of a straight handle— 
one not weakened by bending. 


In case of accidental handle breakage, the handle in 
either a TRUE TEMPER Solid Shank or Dynamic Shovel 
is easily and quickly replaced. 


THE AMERICAN FORK AND HOE 


*® SHOVELS 


* STEEL GOODS * RODS AND BAITé 


*® SCYTHES. WEED AND GRASS TOOLS 












Years ago, TRUE TEMPER perfected and introduced 
the strongest known method for fastening blade and 
shank to handle. It’s the famous TRUE TEMPER tab 
end spring socket. Its additional strength and value have 
been proved in service by practically every large railroad 
in the U. S. A. Railroad Shovels, because they are used 
for tamping, require the strongest method of construc- 
tion. TRUE TEMPER Bull Dog Shovels are Railroad 
“standard of comparison” in every detail. 


For Merchant Trade, TRUE TEMPER Light Weight 
Solid Shank and TRUE TEMPER Dynamic Shovels are 
such outstanding values that our production capacity has 
never been able to keep pace with demand. 


The same is true of TRUE TEMPER Solid Shank In- 
dustrial weights, standard Contractors, and Railroad 
or Track Shovels. 


TRUE TEMPER Shovels are one more illustration of 
the preference for Known Brands which have proven 
themselves better values, and demonstrates again how a 
better product sells another of the same brand. 


COMPANY «+ CLEVELAND, OHIO 


TRUE TEMPER PRODUCTS 
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Pottery jars, picture 
frames, salt and pep- 
per shakers, baskets, 
trays and a variety 
of other gift items are 
shown here. There 
are seven wall sec- 
tions and one glass 
case devoted to the 
display of gifts. 


Four Turnovers on a $2,000 Stock) of 


\ Viren wartime ap- 


pliance manufacturing restrictions 
went into effect, Robert F. Illian, 
of 3752 N. Teutonia Ave., Mil- 
waukee, Wis., was quick to enlarge 
his gift, glass and china depart- 
ment to take all the space former- 
ly devoted to appliances. So suc- 
cessful has been this move that 
today, late in 1944, Mr. Iilian 


makes more net profit for his en- 
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tire store than he did during the 
last two peace years. Much of this 
gain he credits to his fine gift de- 
partment which attracts customers 
from considerable distances. 


Gifts and Glass Popular 


Mr. Illian has more gifts and 
glassware than he has dinnerware, 
as he finds the former lines easier 
to sell and easier to get at the 
moment. His gift and glassware 
and dinnerware stock ranges 
around $2,000 and he gets between 
three and four turnovers a year 
on it. This is a considerable in- 








crease from his pre-war volume on 
the lines when he had only two 
small shelf sections devoted to 
them. Today, the Illian store has 
seven excellent wall sections and 
one glass display case filled en- 
tirely with gift items, glassware 
and china. It is small wonder that 
women exclaim with delight when 
they look over his large, varied 
stock. 

In the display and sale of gifts, 
Mr. Illian has gone after what he 
terms the “big” sales, as well as 
the small. For example, he has 
gifts which sell for $35. He also 
has gifts which are priced at 


The first gifts carried in the 
store of Robert F. Illian sold for 
$2—now $35 is tops. Layaway 
plan popular with gift patrons 
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Glassware occupies 
the greater part of 
this wall section. 
Each section has a 
different color in its 
background and each 
is illuminated by 
fluorescent lighting. 

























ck} of Gifts, Glass and China 





on $1.00. The $35 gifts are twin well at this store. These are small 
wo boudoir lamps. Incidentally, small artistic pictures for many rooms 
to boudoir lamps have moved very of the home, with $5.00 being a ‘ 
as well at this store during the entire popular price. Flower vases of 
nd war period. every size and description are 
*n- 
ire Gift Department Growing 
m When Mr. Illian first began to 
ed expand his gift department during 

the war period, he had no gifts 
ts, over $2, he says. Then he be- 
he gan to experiment with higher 
as priced gifts and then gradually 
as worked up to the higher: levels. 
so Now with gifts ranging in price 
at from $1 to $35 he finds he has a 


wide range of customers from 
many parts of the city. His gift 
department is growing every 
month, and he feels that during 
peace time it can and will soar to 
higher volume and profit levels. 








Vases and figurines are shown in this section. Both of these items 
are continually increasing in popularity with the firm's customers. 








Pictures of various types sell 
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shown at this store and Mr. Illian 
gets as high as $8 for some of 
them. 

Luxite picture frames for photo- 
graphs of service men, etc., have 
proved very popular at $2.50, he 
says. Small and large figurines 
also sell very well and interest 
practically all customers, he re- 
ports. 

Mr. Illian has quite a stock of 
dolls made of sea shells and has 
sold a number of these at $3.00 
per pair. Quite a number of other 
shell items have moved well in re- 
cent months. 

A large glass case near the front 
of the store is devoted to baby 
needs and gifts, with a number of 
small boudoir lamps lining the top 
of the case. This case also con- 
tains items such as pens, pencils, 
pocketbook, etc., all gift items 
which have a ready sale. 

Plaques of all types also sell 
well at this store. They range in 
price from 50 cents and up. The 
fruit plaques for kitchens and 
dining rooms are especially popu- 
lar with IIlian’s trade. 

“In building a profitable gift 
business it is necessary to have a 
large and varied stock for cus- 
tomers,” says Mr. Illian. “The 
woman who is interested in gifts 
is a peculiar customer in many re- 
spects. She will usually come to 
the store once every two ‘weeks 
just to browse about to see what 
new items are in stock. If she sees 
something she likes she will buy 
it. We always try to keep adding 
new items constantly to please this 
sort of trade. It pays, for some 
customers come in regularly to in- 
spect the stock, because they know 
we add new items all the time.” 

Mr. and Mrs. Illian’ go to Chi- 
cago and New York to buy gifts 
for their store. They find that per- 
sonal buying trips help them to get 
the stock they want. They fre- 
quently take some of their best 
women customers to Chicago with 
them when they go on buying trips 
and ask them to select items that 
interest them. In this way, they 
get the preferences of many cus- 
tomers. When on such trips they 
pay all the expenses of the cus- 
tomers and find the venture very 
much worth while. 

“One item that a customer told 
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us to buy was a unique salt and 
pepper shaker,” says Mr. Illian. 
“In fact she got us to buy a con- 
siderable variety of their stock. 
We already had some salt and 
pepper shakers, but I thought we 
would take a gamble and buy some 
more. That was a good move on 
our part, for we now have a big 
trade on salt and pepper shakers.” 
Mr. Illian points out that clean- 
liness is also a big item in operat- 
ing a profitable gift department. 
His wife and he see to it that every 
item of displayed stock is taken 
down and cleaned once a week. 
This is a great deal of work but 
much of it can be done in spare 
time, he points out. It pays hand- 
some dividends to the store. The 
customer who soils her fingers 
with dust when she picks up a gift 
item is not so likely to buy. 
This hardware dealer also has 
a layaway plan on gifts which 
works out quite well. The layaway 
plan is used by many customers 
for birthdays, showers, holidays 
and other occasions. Customers 
come in and pick out their gifts 
well in advance and pay down one 
or two dollars on gifts up to $15 
or more. Mr. Illian reports that 
he sells many of his higher priced 
gifts in this manner. People who 
buy in this way, too, might not 
buy if they had to pay all the cash 


at one time for a quality gift item. 

“I think the gift business is here 
to stay,” says Mr. Illian. “Women 
are more and more interested in 
the line, and it carries a satisfac- 
tory profit margin. We are con- 
stantly trying to sell the higher 
priced gifts as we find that sales- 
manship put behind such gifts 
really brings results. Once we 
thought we would do well to sell 
$5 gifts. Now we are constantly 
working to sell as many $10, $15 
and $25 gifts as possible.” 

Mr. Illian advertises his gift 
lines in about eight religious and 
community publications in his 
area. He believes he gets very good 
returns from this type of advertis- 
ing. Many people mention that 
they saw his ads in such publica- 
tions. Rates for such ads are low 
and the circulation is among 
families who buy gifts for many 
occasions during the year. 

Mr. Illian uses a display ar- 
rangement on his gifts which 
brings excellent results. Each wall 
section has a different background 
color arrangement and each sec- 
tion is illuminated with fluorescent 
lights. These various color ar- 
rangements are very pleasing to 
the eye and undoubtedly account 
for many sales. The color effects 
give individuality to each gift 
wall section and centers attention 
on the items displayed. 








Below Counter Display Builds Extra Sales 


The area directly 
below counter top 
level at the wrap- 
Ping section in 
most hardware 
stores is an excel- 
lent display spot. 

Donald V. Fisher, 
of Independence. 
Iowa, has a spe- 
cial three - shelf 
display area be- 
low his wrapping 
counter level, and 
has it filled with 
a wide variety 
of merchandi<ce 
which appeals to 
the average cus- 
tomer. He reports 
that numerous 
sales are made 
from this display. 
As the clerks 
wrap parcels, the 
customer sees 
these additional 
articles and often 
picks one or two 

items. 
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Each pair of Patri 
ine packed in attractive 


tite Presentation 


These graceful new seasoners are made in four soft pastel colors—maroon—dusty rose — 


jade green, and azure blue. Each pair is packed in a beautiful presentation case made of O Oo 


the same unbreakable Carvanite plastic. Standard pachage consists of one dozen sets, 
Retail 


all of one color or assorted colors. 


Here at last are the modern salt and pepper shakers — quickly and 
easily filled; they cannot clog. Carvanite shakers dispense « uni- 
form amount of seasoning every time the top is pressed. Practically 
air tight, they are sanitary. Patio model is made of unbreakable 
Carvanite in ivory, red, blue, green, yellow, and marble colors. 50° 
Standard package consists of one dozen pair, all of one color or PAIR 


assorted colors. 


Retail 


If your jobber is not stocking these 
Carvanite items, write us. 


6000 S. ST. ANDREWS PLACE 
LOS ANGELES 44, CALIFORNIA 
MOLDERS OF PRACTICAL, FAST SELLING PLASTIC SPECIALTIES. 
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It's Time to Spotlight Tablewares 
For the Thanksgiving Season 


A closeup of how six Western 
hardware firms built business 
in these lines at that period 





; is 


a strictly American festival, com- 
ing down from the days of the 
Pilgrims, so it is an especially 
appropriate time to call attention 
to American wares. 





Amarillo Hardware 
Co., Amarillo, Tex., 
displayed dinner 
sets against this 
tall panel which 
was bordered with 
grapevine and nu- 
merous clusters 
of grapes. In the 
center of every 
cluster there was 
an electric lamp. 


The Pettee Hardware Co., Okla- 
homa City, Okla., was successful 
in featuring china. This firm ran 
a two-column ad, illustrated with 
several patterns of china which 


The Fisher-Glassford Hardware Co., Fresno, Calif., featured crystal for 
Thanksgiving. contending that china almost sells itself at that season. 


88 





was headed: “For Thanksgiving, 
set your table with American- 
made china—made by American 
workmen, in traditional American 
designs. They featured a 53-piece 
service for eight, in seven pat- 
terns, and American pottery 
breakfast sets, service for four. 
They complemented the ad with a 
window table set with china while 
at the entrance of the tablewares 
department was a breakfast table 
set with the pottery in gay 
colors. 

The Amarillo Hardware Co., 
Amarillo, Tex., ran a big adver- 
tisement devoted to dinnerware. 
It was headed “For preparing and 
serving the great family feast see 
the many new items at the 
Amarillo.” Dinner sets were 
especially featured, the prices 
ranging all the way from $5 to 
$50. One of their windows was 
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The Maxwell Hardware Co., Oakland, Calif., devoted a large window display 
to china and called particular attention to its attractive dinner sets. 


completely given over to the fea- 
turing of turkey sets. A tall panel 
was bordered with a grapevine, 
with clusters of grapes, in the 
heart of each cluster being an 
electric lamp. Against this back- 
ground the turkey sets—platter 
and plates in red and blue were 
shown. Down front were crystal 
cocktail sets. 

“China almost sells itself at 
Thanksgiving time,” says the 
manager of the tablewares section 
of the Fisher-Glassford Hardware 
Co., of Fresno, Calif., “We de- 
vote most of our publicity to 
crystal. Early in the month we 
ran a special crystal ad, headed, 
‘Glassware can be a very impor- 
tant item in the setting of your 


Thanksgiving table . _ . Its rich 
sparkle and beauty of design is 
surprising. See it in our window, 
and shown on our tables and in 
cabinets.” In our china and glass 
section we maintain at all times a 
table set with American made 
wares. At the Thanksgiving sea- 
son we arranged in one of our 
half-back windows several crystal 
punchbow! sets, and on the floor, 
covered with green turf, a num- 
ber of pieces of stemware and 
tumblers. 

The Maxwell Hardware Co., 
Oakland, Calif., had a large win- 
dow devoted to china. Panel 
cards on the wall, topped with 
turkeys, called’ attention to din- 
ner sets for Thanksgiving. At one 





“For a Colorful Thanksgiving” was the slogan used by Sherrod Hardware 
Co. Lubbock, Tex., in emphasizing a window display of colored pattery. 
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ON AVAILABLE GOODS 


side was a table set for the 
autumn feast, with a service of 
gold banded china, gold encrusted 
glassware, and tall candles in 
crystal holders. Several dinner 
sets of good quality American 
china were shown on the floor and 
in racks. 

The Sherrod Hardware Co., 
Lubbock, Tex., arranged a series 
of windows featuring Thanksgiv- 
ing merchandise. On the ivory- 
tinted background were sketched 
grotesque heads of different types 
of Pilgrims. One window was 
given over to the display of pot- 
tery, both for cooking and table 
use, and on the wall was printed 
“For a Colorful Thanksgiving.” 

A window striking in its sim- 
plicity was used by Robinson’s 
Los Angeles, Calif., to call atten- 
tion to their dinner sets. The 
background was copper colored, 
with a border of autumn leaves, 
and in the foreground was a big 
pumpkin, on which was a tray 
and breakfast set. Two other sets 
were displayed on the polished 
floor. Two tables, one set with 
English, the other with American 
china, were shown near the en- 
trance of the tablewares section. 
Centerpieces of great bowls of 
fruit, and tall waxen tapers added 
to the distinction of the settings. 





Emphasizes the 
Rat Menace 


HE Hentges Hardware, Dyers- 

ville, Iowa, keeps a rat killer 
display up at the front of tHe store 
on a counter next to the main aisle 
and it helps to boost sales. Farm- 
ers who come to the store see the 
display as they enter and as they 
leave. Placards help call the atten- 
tion of the farmers to the fact that a 
single rat can destroy about $5 
worth of grain annually and that it 
pays to poison them. Such display 
and copy helps sell more rat bait. 
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INTRODUCED LAST JUNE, THE SEABEE IS THE SAME HIGH QUALITY 
. , WORKTABLE AS BEFORE ... 
BREAKING ALL DEALER SALES RECORDS. It’s AT THE SAME LOW PRICE. .. 


BUT NOW AVAILABLE WITH 
sink . . . and the lid’s off now! No more quantity alee Fi gegen 


restrictions on the SeaBee . . . no delays in delivery. quest, the backsplash is designed 
to make the worktable match up 
Remember, though, to fill orders promptly, we must with ait Pasigun she, qallia 2 


ship the SeaBee without faucets. really coordinated ensemble. 


ORDERS SHIPPED IN ROTATION RECEIVED 
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America’s fastest-selling, lowest-priced linoleum top 


SAN FRANCISCO WESTERN FURNITURE EXCHANGE, SPACE 538 
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Let’s Avoid an Invento 





“The mad ride after the Armistice of 1918 left many business men reeling.” 


2h 
HE mad ride after 


the Armistice of 1918 left many 
business men reeling. They said, 
“Never again.” You older men re- 
member how, a few months after 
the German armies collapsed, 
prices and wages in this country 
started to go up once more. You 
remember the mad scramble for 
inventories. As the speed of this 
rise gained momentum the more 
daring—or foolhardy—felt a thrill 
of exhilaration, thought they were 


going places. But the more pru- 
dent found that wild ride a dizzy 
one. No one knew how it was go- 
ing to end. 

Then came the crash. In the 
midsummer of 1920—about 18 
months after the Armistice— 
prices, profits and wages plum- 
meted. The sharp drop turned 
corporation profits of $6,500,000.- 
000 in 1919 to a loss of $55,000,- 
000 in 1921. Values of huge in- 
ventories dropped so severely that 
wartime profit reserves were 
wiped out. Business failures in 








Chester Bowles, the author of this article, 
before becoming identified with government 
work on rationing and pricing, was chairman 
of the board of Benton & Bowles, New York 
advertising agency, a firm identified with the 
advertising and merchandising of the products 
of many outstanding manufacturers. 


Mr. Bowles left his firm in 1941 to become 
Connecticut State Rationing Administrator, was 
appointed Connecticut State Director of OPA 
in May 1942 and National Administrator in July 
1943. His vast experience in the merchandising 
of consumer products, coupled with his OPA 
activities, have given him an exceptional back- 
ground for dealing with this extremely impor- 


tant subject. 


This article copyrighted 1944 BNS 
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the next five years totaled 106,000, 
40 per cent more than in the five 
years 1910-14. Factory payrolls 
shrank 44 per cent and the aver- 
age weekly earnings of those who 
kept their jobs were cut by one 
quarter. Unemployment rose to 
nearly 6,000,000. Farmers also 
suffered as farm prices fell 61 per 
cent. In the next five years 453,- 
000 farms were lost through fore- 
closures. 


“Never Again!” 


The way we bungled through 
was a perfect example of how not 
to handle post-war problems. We 
agree with those who said, “Never 
again.” We are determined that 
it shall not happen this time. 

America is a strong nation to- 
day. It has attained a production 
record never before equalled. Em- 
ployment, income and _ savings 
have reached all-time highs. These 
assets can be wisely used to the 
advantage of the nation buiit they 
can also result in the strongest 
inflationary pressures that we have 
ever faced. If we use these assets 
wisely by combining them with 
the vast experience and knowledge 
we have gained during wartime. 


HARDWARE AGE 














to 


















five 
rolls 
aver- 
who 

one 
2 to 
also 


}53,- 


ore- 


ugh 


not 


‘ver 


hat 


to- 
ion 
m- 
ngs 
ese 
the 
ey 
est 
ive 
ets 
ith 
ge 
1€, 





OCTOBER 12, 





Boom—and Collapse! 


“By the same cooperation as we have had in war- 

time, American businessmen can look forward with 

confidence to this reconversion period, certain that 

the great resources of this nation ‘can build a peace- 

time structure as strong and capable of achieving 

our goals as the wartime machine that is carrying 
us to ultimate victory.” 


we should be able to look forward 
to a peacetime of high production 
and full employment. To this end. 
the various agencies of the Gov- 
ernment have been preparing 
plans for the transition from war 
to peace. : 


Price Stability Helped 


| want to make clear the con- 
tribution that a stable price struc- 
ture can make to such a program. 
The best example of this is. of 
course. the record of price sta- 
bility in the present war to date 
and its relationship to the enor- 
mous production that has been 
experienced. First of all, great 
credit for the attainment of such 
miraculous levels of production 
must rightfully go to the Ameri- 
can genius for production man- 
agement and to the workers for 
their will to make war materials 
in greatest quantity in the least 
possible time. But price stability 
has also helped. Industry can 
produce with confidence when 
there is no race between prices 
and costs. The fact that costs 
were being held stable in spite 
of great inflationary pressures 
contributed to this more than 
doubling of production. 

Let’s take steel plates as a con- 
crete example. In this war their 
prices have been firmly held right 
where they were in 1941. Con- 
trast this with our experience dur- 
ing the last war. Up to the time 
of the Armistice in 1918 indus- 
trial prices had nearly doubled 
on the average. The price of steel 
plates had nearly tripled. Indus- 
trial production in that shorter 
war increased only 25 per cent. It 


1944 





has increased 119 per cent between 
1939 and 1943. 

But the general price rise dic 
not halt in November, 1918. At 
the inflationary peak crude petro- 
leum was nearly five times its 
pre-war level and over 11% times 
its wartime high. Prices of other 
industrial materials also soared 
Cement prices had nearly doubled 
by the Armistice and at its later 
top inflated price was about 
13/10 times higher than its war 
peak. Bituminous coal prices 
more than doubled after the 
Armistice and the same was true 
of lumber and plate glass. 

This post-war rise was not a 
steady advance but the price line 
pursued an irregular roller-coaster 
course to higher and_ higher 


By CHESTER BOWLES 


Administrator for 
the Office of Price Administration 


ground, With the cost picture so 
confused, business operated under 
very uncertain conditions. 

In preparing plans ‘or a quick 
conversion to production of 
civilian goods, the War Production 
Board has announced that it will 
lift controls over most materials 
immediately after the defeat of 
Germany except for a simple pref- 
erence rating system to assure no 
possible impairment of military 
production for the Japanese war. 
Indications are that there is avail- 
able a supply of materials, com- 
ponents, facilities and manpower 
to achieve large civilian output 
without detailed priorities regula- 
tion from Washington. 


Eases the Problem 


We in the OPA welcome this 
development. It will help in the 
problem of holding prices stable. 
Naturally, the quicker the supply 
of scarce goods is replenished and 
supply is more evenly balanced 
with demand, the easier becomes 
the problem of price controls. 

We in the OPA have been asked 


hv some business men if we are 





Inventory losses 1920-21—$11,000,000,000. 
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contemplating action to eliminate 
price controls over the materials 
that WPB frees. Much as we 
would like to do this, such a step 
would be impossible at this time 
when inflationary pressures are as 
great as they ever have been. 

The problem is very difficult, 
but we are working out plans so 
that price controls can and will 
be relaxed in one commodity field 
after another just as soon as there 
is no longer any danger of in- 
creasing prices in the particular 
field. Obviously, we must continue 
to hold the line against inflation 
in each field until that stable bal- 
ance of supply and demand is at- 
tained. An economy of high pro- 
duction and full employment can- 
not be built on unstable prices and 
costs. 


The Inventory Scramble 


One of the worst evils during 
the period of rising prices in the 
1919-20 period was the mad 
scramble for inventories by manu- 
facturers and by out-and-out 
speculators. In their anxiety to 
protect themselves they built up 
large inventories of raw materials 
and finished products at higher 
and higher prices. They foresaw 
the chance of enhancing their 
profits by selling still higher on 
an advancing market. Some looked 
upon it as an opportunity to make 
money through gambling on the 
price. This possibility of a profit 
merely through the chance of ris- 
ing prices caused some businesses 
to order double or treble the 
amount of their actual require- 
ments. Others thought they were 
forced to take similar steps to 
protect themselves because of slow- 
ness of deliveries. 

Then the bubble burst. Many 
businesses, together with the 
speculators, were caught with 
heavy oversupplies. The value of 
these inflated inventories collapsed 
with the price structure. In cold 
dollars and cents, the inventory 
losses in 1920-21 totaled $11,000.- 
000,000. These losses wiped out 
practically all corporate reserves 
accumulated out of war-time 
profits. 

A similar disastrous speculative 
spree—and ‘it could be far worse 
this time—must be avoided. We 
in the OPA are determined that it 
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shall be avoided. We are go'‘ng 
to see that as materials are freed 
there is no reason for one person 
to bid against another because of 
fear that he must protect hims:-lf 
against speculative rises -in the 
price structure. Furthermore, the 
WPB has announced that it will 
maintain its organization and 
powers to make certain that no 
one is permitted to procure an un- 
reasonable amount of any mate- 
rials or product. 

These safeguards should effec- 
tively prevent an inventory boom 
such as that which contributed to 
the inflation and depression of 
1918-21. 


Makes Supply Available 


Price control, through the as- 
surance of stable prices, makes the 
existing supply available to all. 
For instance, let’s say 10 manu- 
facturers of washing machines 
each need 10 tons of rolled steel. 
The available supply is more than 
equal to their combined require- 
ments of 100 tons. They all know 
that a price ceiling exists on this 
rolled steel so that none needs 
to bid up the price. Also, the 
speculator knows that the price 
cannot legally go higher and that 
there is no shortage in the supply. 
The result: Each manufacturer. 
confident of an ample supply of 
raw material at stable prices, 
aware of what his inventory is 
worth, can devote his attention to 
production and distribution re- 
quirements of his business. 


That oversimplified picture can , 


be applied also to his other basic 
raw materials or components that 
go into manufacturing products. 
It can be applied to the pricing 
of finished goods. Its effects can 
be felt beneficially by the dis- 
tributors of the product and by 
the ultimate buyers. 

Another influence helping to 
supply civilian needs until peace- 
time output reaches the desired 
volume is the release of surplus 
stocks by the armed forces. When 
the time comes, such equipment 
as typewriters, office machinery 
and furniture, tableware and 
kitchenware for restaurants, trucks 
and small truck tires, and machine 
tools will be among the numerous 
items that Government agencies 
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Manufacturers of all types of equipment requiring dependable, compact power 
units are invited to investigate the performance advantages of Briggs & Stratton 
engines. Their world-wide acceptance is backed by 25 years of leadership in design 
and precision manufacture —and the production of more than two million air-cooled 
gasoline engines. BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S. A. 








“Funny . . . all these years I’ve been carrying your 
picture around I never realized just how much you 
meant to me. But looking back through the old 
order-book I can see now that you’ve been a big 
help — through thick and thin... 

“Yes, you and the rest of the Corbin Line* have been real pals .. . 
always needed ... 


peaters, because everyone knows you’re tops in quality ... 


always welcome ... sure sellers, and automatic re- 
“You've been door-openers for a lot of other lines, too . . . the things 
you fasten and the tools folks use to drive you . . . No question about it — 
for the room you occupy you pay good, steady rent. 
“So, here’s looking at you, pal! You may be a ‘small item’ — but you’re 


big business to me!”’ ST-10 


* Look to Corbin for your requirements in. . . 





THE CORBIN SCREW CORPORATION 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 
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will be offering for sale. In this 
field it is to the benefit of tax- 
payers that the Government get 
as high a price as possible within 
stabilization limits. Pricing con- 
trols in the field are flexible 
enough to cover a multitude of 
sales and situations and yet prevent 
speculation and soaring prices. 
“Right” Prices 

An economy based on stability 
of prices, provided that the prices 
of finished products are “right,” 
is an economy that can lead to 
large production, large distribu- 
tion and large consumption. By 
“right” ceiling prices for goods 
reappearing on the market—such 
as washing machines, refrigera- 
tors, vacuum cleaners and auto- 
mobiles—I mean prices that are 
fair to the producer so that he 
has an incentive to produce a 
maximum volume. The price must 
take into consideration his costs, 
including present wage rates so 
that vital purchasing power is as- 
sured. But it also must be a price 
that is not so high that it will dis- 
courage consumer purchases. The 
“right” price will be one that will 
tap mass markets, a price that will 
yield profits on the basis of vol- 
ume and not on the basis of mark- 
up. 
To those in the distributing field 
this is highly significant. To dis- 
tributors, high production, full 
employment and full distribution 
mean more sales and more dollars 
for them to bank as a result of the 
greater number of units handled. 
outlook for distributors 
would indeed be bleak if they 
faced an economy that was plan- 
ning to go back to a high price 
structure that resulted in half-pro- 
duction, half-employment and 
half-consumption after the war. 

None of us, I am sure, wants 
to go back even to conditions as 
they existed in 1940. Let me illus- 
trate what that would mean. The 
U. S. Department of Commerce 
in a recent publication said that 
if, in 1946, we no more than 
match our 1940 production levels, 
that would mean a cut of more 
than 30 per cent below our pres- 
ent level of production. Taking 
into account technological advance 
since 1940 and the increase in out- 
put per man hour, production at 
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this level would result in the 
shocking figure of 19,000,000 un- 
employed. That would be an in- 
crease of 12,000,000 over the 
actual unemployment of 1940—as- 
suming the same hours of labor 
as in 1940, 

On the other hand, if we attain 
full production with correspond- 
ing increase in national purchas- 
ing power, the Department of 
Commerce puts the results in these 
concrete terms: There would be 
40 per cent more food consumed 
than in 1940—not in calories but 
in expenditures for a more varied 
diet, for better qualities and for 
increased services in connection 
with processing and distribution 
of food products. There would be 
45 per cent more clothing, 55 more 











refrigerators and other electrical 
equipment, 70 per cent more 
household furniture, 90 per cent 
more new farm machinery and 
wo-and-a-half times the number 
of new home buildings constructed 


than in 1940. 


Job Can Be Done 


We in the OPA feel confident 
that the pricing job can be done. 
We have gained a know-how in 
the pricing field in working out 
our regulations to bring more 
than 8,000,000 prices under con- 
trol. Our contacts with our 487 
industry advisory committees have 
en invaluable in fitting the 
technique of price controls to the 
individual requirements of indus- 
tries affected. It is a long step 
ahead to have a knowledge of the 
type of price controls that can most 
effectively be used in each type of 
industry. 

We have given much time and 
study to the pricing problems of 
the reconversion period because 
we all know from the coun- 
try’s experience after the last war 
that the economic impact of war 
does not end when the shooting 
stops. We shall be prepared so 
that no delay in a quick transition 
to employment and _ production 
for a civilian economy will be due 
to an uncertainty in the price field. 

We in the OPA know that busi- 
hess men want to help prevent an- 
other inventory boom and col- 
lapse—one that could be far worse 
than any we ever before experi- 

(Continued on page 134) 
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It’s one thing for a manufacturer to 
shout about the astronomical maga- 
zine circulation that carries his adver- 
tising. It’s often quite another, when 
those figures are broken down to de- 
termine how many of his umpteen 
readers can either buy or influence 
the purchase of the things he has for 
sale. 


On that score, Hamilton Beach ad- 
vertising misses no bets. Its story or, 
more correctly, your sto rimaril 
reaches heouh af fault er cere 4 
women with children under eighteen... 
all better than average prospects for 
the Hamilton Beach Food Mixers and 
Vacuum Cleaners you will soon be 


Telling Your Story 
to the Right People! 





selling again. And, to spike the 
thought that this is an apology for 
lack of adequate coverage—in round 
numbers, Hamilton Beach’s current 
campaign reaches 12 million readers 
each month. That’s worth remember- 
ing when the talk turns to useful ad- 
vertising. 

Another round number worth 
remembering is the 28 authorized 
Hamilton Beach Service Stations 
listed below. Let the one nearest you 
give you a hand now with parts or 
complete repairs. HAMILTON 
BEACH COMPANY, Division of 
Scovill Manufacturing Company, 
Racine, Wis. 





Baltimore—Roland Electrical Co... .418-424 E. Prott St. 
Boston—Electric Motor Service Co.......+- 151 Peorl St. 
Buffalo—Dynamo & Motor Exchange, Inc. .41-45 Elm St. 
Cedar Rapids—Stalker Electric....115 Second Ave., S.E. 
Chicago—Complete-Reading Elec. Co., 123 S. Jefferson St. 


Cincinnati—Beresford Electric Co....... 334 E. Fifth St. 
Cleveland—Acme Electric Vac. & Washer Service Co. 
Scdecveccccenssicoedevceceoese 2123 E. Second St. 


Denver—Midwest Elec. Wiring Co., 323 W. Colfax Ave. 
Detroit—Cooley-Van Howe Service Co.......+eese00+ 

0 000sbsecedeesddesoece 744 Michigan Theatre Bidg. 
indienapolis— Apex Electric Service Co., 419 Big-Four Bldg. 


Kansas City, Me.—Iindependent Elec. Mchy. Co......- 
2 64.65006n0bosec6e46eeesense 300 Southwest Bivd. 


Little Rock—Treadway Electric Co., Inc... .206 Scott St. 
les Angeles—Electric Lighting Co..... 216 W. Third St. 
Minneapolis—Sterling Electric Co..... 31-33 S. Fifth St. 


HAMILTON 
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New York—Reading Electric Co., Inc,. ..200 William St. 


Omahe— Vac. Cleaner Stondard Service............- 
PPTTTTTT TTT TTT 2208 Farnam St. 


Philadeiphia—Hubbell Electric Co. . . .220-22 S. 11th St. 
Pittsburgh—Ferry Electric Service Co. . .127 Fourth Ave. 
Portland, Ore.— Morrison Electric Service. ..........-- 

Co ccececcoscceesece 1236 S.W. Washington at 13th 
Salt Lake City—Time & Instrument Co...222 Dooly Bidg. 
San Antonio—Martin Wright Electric Co.........-++-- 
Navarro St. at the Auditorium 


San Diego—J. F. Zwiener Electrical Co....... 229 B St. 
San Francisco— Will M. Aronson Co..... 955 Folsom St. 
Seattle—Electrical Engineering Co...... 2012 Third Ave. 
Spokane—Moxwell & Franks........-+++ 619 First Ave. 
St. Lovis—Brandt Electric Co.........-+-++ 904 Pine St. 
St. Pawl—Hoeft Electric Co., Inc.......--+ 54 E. Fifth St. 


Washington, D. C.—Central Armature Works, Inc...... 
625-27 “D” St. N.W. 


Peete eee emma e ee eeeeeeee 








Service Department Does a $100,000 


Business Annually 


Schwickert Hardware Co. employs 
from 10 to 20 men and handles 
practically any kind of a job 
that comes into a hardware store 


A WELL balanced, 


well organized service and repair 
department, employing from 10 to 
20 men seasonally, is operated by 
the Schwickert Hardware Co., 
Mankato, Minn. Last year this de- 
partment did close to $100,000. 
Mankato is a city of 22,000 situ- 
ated in the rich, southern Minne- 
sota region, surrounded on ll 
sides by thousands of acres of 
rich black farming soil, where 
farmers raise plenty of hogs and 
corn, and other produce. The city 
itself has numerous war plants, 
converted from their regular 
peace-time production activities. 
Actually, from the standpoint of 
retail sales, Mankato ranks third 
in the state with only the Minne- 
apolis-St. Paul area and Duluth 
ranking higher. 





HIGHEST 
CASH PRICES 


PAID FOR USED 


Washers. Radios, Guns, Mangles, 
Vacuum Cleaners, Electric trons, 
Lawn Mowers, Toasters, Waffle 
trons, Aladdin Lamps, Gas Stoves, 
Oil Burners, Stokers, Furnaces. 
Washer Engines, Electric Motors, 
Door Checks, Oi! Stoves, Coleman 
Lanterns, Wood and Coal Ranges. 
Tools of ali kinds. 


ALL MAKES OF APPLIANCES 
Also 10 experienced service men 


to give vou prompt and efficient 
service on any of the above. 








J 





This advertisement, reproduced in 
actual size, is ‘one of those used 
by the firm to build up business 
in its used equipment department. 





When the war prevented the ac 
quisition and sale of new appli- 
ances George Schwickert, owner of 
the store, who has always main- 
tained a fine service setup, went 
after this type of work with 
greater effort. During the past 
year the service department has 
repaired hundreds of radio sets, 
400 hand and power lawn mower- 
and about 600 washing machines. 
Numerous’ milking machines, 
water pumps, door checks, vacuum 
cleaners, stoves, oil burners, elec- 
tric motors, gas engines, and other 
appliances have also been ser- 
viced. In addition, the firm has 
handled some important war con- 
tracts roofing and other mainte- 
nance jobs, one such job having 
brought in more than $20,000. 

A local advertising program, 
offering to buy usable appliances 
local people want to sell has 





These four experts handle repairs on washing machines, milkers, power and 
hand lawn mowers, vacuum cleaners and small appliances for Schwickert's. 
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PUMPS AND WATER SYSTEMS 


The Deming Company °« Salem, Ohio, U. S. A. 
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helped boom business in used 
equipment. A 3-in., one column 
display ad is used frequently in 
the classified section of the 
Mankato Free Press. This ad 
offers to buy used washers, iron- 
ers, radios, guns, vacuum cleaners, 
electric irons, lawn mowers, 
toasters, waffle irons, gasoline 
pressure lamps, gas stoves, oil 
burners, stokers, furnaces, washe1 
engines, electric motors, door 
checks, oil stoves, wood and coal 
ranges and all kinds of tools. 


Radio Advertising 


A local radio station also car- 
ries similar announcements three 
times a week. Thus, through 
newspaper and radio advertising. 
Mr. Schwickert is able to contact 
practically everyone in the Man- 
kato trading area who has ani 
appliances to sell. Advertising of 
this type has been very produc- 
tive for many months. The store 
management supplements the 
newspaper and radio advertising 
with a double-sided sign in the 
entrance of the building calling 
the public’s attention to the fact 
that Schwickert’s desires to buy 
used appliances. Directly inside 
the store, near the entrance, is a 
wall sign reading, “SERVICE on 
all makes of washers, radios, 
cleaners, stoves. Keep ‘em work- 
ing.” This sign helps to call at- 
tention to the fact that used ap 
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One of the two 
display panels on 
which this firm 
has shown illus- 
trations of build- 
ings for which it 
has made natural 
gas _ installations. 


plances are bought there, too. Re- 
pairs are of course limited to re- 
placement of defective and worn 
or burned-out parts, and such other 
adjustments or cleaning as may 
be required. 

Schwickert repair and service 
operations are conducted at three 
different locations, two within the 
main building and the third in a 
tin shop across the alley at the 
rear of the premises. Radios are 
repaired and displayed on a 
balcony location which also con- 
tains the firm’s offices. There is 
plenty of room on this large bal- 
cony for office quarters, radio 
service shop and a display of 


about 40 used radios. Such dis- 
play facilities for used radios 
make it convenient for customers 
to inspect the stock on hand. 

Washing machines, vacuum 
cleaners, small electrical appli- 
ances, milking machines, door 
checks, lawn mowers, etc., are ser- 
viced in a large shop located on 
the second floor of the building. 
Four expert men in this depart- 
ment are on the job the year 
‘round. They pick up, repair and 
deliver the heavy items, and are 
often called upon to make ser- 
vice calls right in the homes of 
customers. Included in the equip- 
ment in the second floor shop are 
special machines for handling 
wringer rolls, etc., to help speed 
the work. 

So far as farmers are concerned, 
this hardware store is an impor- 
tant cog in keeping farms func- 
tioning during wartime. Not only 
are farm pumps serviced, but 
the Schwickert crew can handle 
any sort of a milking machine re- 
pair as well as installation work. 
Used farm equipment is handled 
by the store as well. 


Tinshop a Feature 


In a service building across the 
alley, the firm has its large well 
equipped tinshop which at times 
employs as high as 10 to 15 men. 
Before the war, Schwickert’s sold 
and installed a great deal of 
natural gas equipment in fac- 
tories, stores and homes in this 
area. There are two large display 

(Continued on page 153) 





Three of the firm’s repair men in the second floor service shop. 
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If It's Used By Farmers 
They Handle It 


(Continued from page 77) 


chines and the like,” says Mr. 
Mills. “We have a well equipped 
service shop with an experienced 
man in charge. Farmers often 
bring in milk and cream cans to 
be soldered, pumps to be repaired, 
washing machine motors to be 
overhauled and the like. If we 
can’t do a repair job for a farmer 
we know where to have it done. 
But in most instances we can han- 
dle just about everything he brings 
to us. The farmer appreciates such 
a repair service and likes to have 
this done in a store where he also 
purchases the majority of his farm 
items.” 


Knows the Farmers 


Manchester has a population of 
about 4500, and Sauser’s Hard- 
ware has a splendid location on 
one of the principal streets. Mr. 
Mills bought the store recently and 











Double 


suggest 


* IMPERIAL « 
RAPID BRUSH CLEANER | 


You’ve mighty good talking points when you 
recommend Imperial Rapid Brush Cleaner . 
. . Cleans fast and ° 


It’s ready for instant use . 


thoroughly—no over-night soaking .. . 
though Imperial has the power to soften up 
hard-caked paint, it is kind to the brush—never 


leaves the bristles limp. 


Order from your jobber 


Write us for information 


WILSON-IMPERIAL COMPANY 
Dept. H-101, 115 Chestnut St., Newark 5, N. J. 


Your Profit! 


When you sell PAINT... 


Bulk seeds are in 
drawers in a fix- 
ture which is out 
on the main floor. 
This will be one 
of the most popu- 
lar spots in the 
store before many 
months go by. 


is a man who believes in intensive 
display and merchandising of farm 
goods and other items. He makes 
a point of getting acquainted with 
farmers, talking over their prob- 
lems with them and helping them 
whenever he can in this respect. 








The farmers appreciate this inter- 
est and make the store their head- 
quarters when they may be in 
town. All of this helps to estab- 
lish the store as a place that knows 
what the farmer needs and knows 
how to take care of them. 
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“SPEE-DEE Utility Cement 


Sells well as a hardware item. It is not just an 

ordinary cement. “Spee-Dee” Utility Cement is 
And, waterproof, flexible, transparent. It is used for 
patching grain sacks, binder canvases, tents, 
awnings, tarpaulins, leather goods, splicing belt- 
ing, and for repairing crockery, chinaware, cellu- 
loid, wooden articles and many other materials. 
If your jobber cannot supply you, write for near- 
est distributor’s name. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 
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Get Ready for Cold Weather! 


S UMMER has ofh- 


cially gone and cold weather will 
soon arrive. Now is the time to 
get ready for the fall and winter 
months and to be ready to fill the 
cold weather needs of your cus- 
tomers. If fall displays haven’t 
already been installed, suggest 
them to the head of your firm. 
He may have overlooked them 
and will appreciate the reminder. 
Check up on the available fall and 
winter merchandise you have on 
hand and see that it’s ready to be 
displayed both in your windows 
and the store interior. Be ready 
in advance, for the demand for this 
merchandise will soon be upon 
you and you should be prepared 
for it. 


Toys on Display 


Many hardware dealers find 
that it pays to have toys on dis- 
play the year round. Such dis- 
plays now will serve to remind 
customers of the Christmas sea- 
son ahead and will tend no doubt 
to stimulate interest in early gift 
shopping. 

Shortage of salespeople last 
year resulted in the starting of the 
holiday season earlier than usual 
by many retail merchants. There 
is every indication that this same 
policy will be instigated during 
the coming holiday period. 


Sell Safe Driving 


Start selling safe driving just 
as soon as the weather will per- 
mit. Anti-freeze, tire chains, tow 
ropes, tire repair kits, motor oil 
and many other related items 
should be displayed in advance of 
the time customers will require 
them. If a customer asks for this 
merchandise before you get it on 
display, you will know that you 
have missed part of the season. 
It’s always better to be early than 
late if you want to secure your 
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share of the business in the com- 
munity. 

Most of this type of merchan- 
dise can be displayed advantage- 
ously on tables. If mass displays 
are to be used for some of the 
bulky goods, a low platform will 
be necessary. See that show cards 
are used on all featured items. 


Promote Your Bath Shop 


Equipment used in the bath- 
room of the average home is be- 
ing replaced continually. When a 
hamper or a shower curtain is 
discarded and replaced with a new 
one, the entire bathroom often 
comes in for some renovation. 
Promote this merchandise, for a 


sale on one major item usually 
leads to several other sales. 

Show a wide variety of shower 
curtains in your store display. 
These are best featured along a 
wall and hampers of all sizes and 
types should be nearby. Bath- 
room fixtures, brushes, cleaners 
and other related items can be dis- 
played on tables. Make a complete 
department for these goods and 
vou will sell more of them. 


Special Events in November 


You may find it to your advan- 
lage to center the theme of some 
of your promotions for Novem- 
ber around one or more of the 
following holidays: 

November 7. .Election Day 
November 11..Armistice Day 
November 23. .Thanksgiving Day 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent, 80 is good; 60 is fair; 40 poor 
and 20 very poor. The correct answers to these questions 


will be found on page 160. 


Work the problem first—then substitute the figures 

of your ‘own business for those in the problem. 

1—Accounts receivable averaged $5,000 during the year 
in a hardware store. Charge sales were $20,000. Determine 
the average number of days credit outstanding during the 


period. 


2—A salesman received a weekly drawing account of $25 
per week. During a 10-week period his sales were $3,000. 
He is to receive a commission of 10 per cent on his sales. 
Determine if his drawings are more or less than his earnings 


and how much. 


3—Jones purchases one brand of lamp bulbs at 35 per 
cent off the list price. Determine his cost on an order list 
price of which is $150. Find total invoice cost when tax of 
7% per cent of list price of lamps has been added to the cost. 
4—A purchase of merchandise of $210 is subject to dis- 
counts of 5 and 5 and 5 per cent. Determine net amount of 


invoice. 


5—A chain discount of 5 per cent and 5 per cent and 5 
per cent is equal to what net discount? 
(Answer on Page 160) 
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For Early November-Winter Sports, 
Driving Needs and Harness Items 
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HARDWARE AGE Original Window Display IDEAS 


ESSENTIAL FOR HARNESS 
SAFE DRIVING ACCESSORIES 


DURING THE : LONG LASTING 
WINTERTIME : LOW COST 


Tine 


anr- 
FREELE 


iil 





WINTER 
SPORTS 
WINDOW 


MERCHANDISE: 
Skis, ski bindings, 
ski wax, ski poles. 
skiing mittens, ice 
skates, hockey sticks, 
skate guards, pucks, 
skating hose, ski 
spreaders, animal 
traps of ‘various 
kinds, fur stretchers. 


BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side 
panels of blue ma- 
terial. Cut-out letters 
of dark blue and 
green. 


WINTER 
DRIVING 
NEEDS 
WINDOW 


MERCHANDISE: 
Tire chains, repair 
links, storage  bat- 
teries, alcohol, anti- 
freeze, spark plugs. 
tire and tube repair 
kits, motor oil, fire 
extinguishers, a u to 
wax, auto polish, hy- 
drometers, towing 
ropes. 


HARNESS 
ACCESSORIES 
WINDOW 
MERCHANDISE: 


Horse collars, collar 
pads, hames, stable 
blankets, storm blan- 
kets, curry combs, 
horse brush, halters, 
electric clippers. 
harness oil, neats- 
foot oil, snaps, hame 
clips, and other har- 
ness, repair items. 
belt punches, har- 
ness rivets, bits, etc.. 
miscellaneous repair 
straps. 


BACKGROUND: 


Center panels of 
buff corrugated 
board or painted 
wallboard. S ide 
strips of dark brown 
material. Cut - out 
letters of dark yel- 
low. 
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2 Whining Uu 


TO YVOUR CUSTOMERS 





re EA Your customers will take a shine to 
3 Se) Dunbar Cooking Glass because it’s 


pretty, practical, durable, easy to clean and 
because cooking foods are visible. ‘A quality, 
nationally-advertised line at popular prices 
that sells quickly and gives you a good profit. 
Makes an attractive window or store display. 
QUANTITIES AVAILABLE ARE LIMITED. 








enum ££ 


ies AT, Jane Dunbar is telling your cus- 2 
ae a Jeo tomers in their favorite magazines a 
G ¥ : ; 
~~ ao about her lovely cooking glass in “SH 
; oF advertisements as illustrated at left. ~& 








DUNBAR GLASS ae ION * DUNBAR, WEST VIRGINIA 
Cleveland 15 f 


1107 Broodway, New York | 1556 Merchandise Chicago 54 1836 Euclid Avenue, 
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ANNOUNCE HARDWARE CONVENTION PROGRAM 
FOR ATLANTIC CITY, OCT. 16-19, 1944 


Post-war problems; co-operatives; progress of the 
war abroad and at home; disposal of government 
held surplus goods; credits and civilian needs to 
be discussed at joint annual convention of Amer- 


ican Hardware Manufacturers’ 


National Wholesale 


Hardware Association. 


Association and 


Ses- 


sions and headquarters at Marlborough-Blenheim. 


rhe joint annual convention of 
the National Wholesale Hardware 
Association and the American 
Hardware Manufacturers’ Asso- 
ciation, to be held at the Marl- 
borough-Blenheim, Atlantic City, 
N. J., October 16-19, inclusive, 
will be the 89th semi-annual 
meeting of the manufacturers and 
the 50th annual convention of the 
wholesalers. Like previous war- 
time conferences, held during the 
present World War there will be 
no entertainment program spon- 
sored by the associations. Fea- 
tured at the various sessions will 
be discussions: of post-war prob- 
lems; disposition of surplus 
goods; credit problems in war 
and peace; co-operative enter- 
prises; the functions of the hard- 
ware wholesaler; and the military 
supply needs and the progress of 
the War in Europe. The pro- 
gram schedule has been arranged 
to provide maximum opportunity 


for the holding of informal con- 


ferences of industry groups and 
for interchange of information 
and opinions between individuals. 

Registration will start Monday 
morning, Oct. 16th, at 9:00 A.M., 
individual meetings of the execu- 
tive committees of the whole- 
salers’ and manufacturers’ asso- 
ciations to be held at 10:00 that 
morning. There will be no formal 
business sessions held on Mon- 
day, either in the daytime or the 
evening. 


Formal Programs Tuesday 


Both associations will start 
their individual formal business 
programs Tuesday morning at 
10:00. Manufacturers will meet 
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in open session in the Marl- 
borough Convention Hall. S. T. 
Olin, Western Cartridge Co., E. 
Alton, Ill, president of the 
American Hardware Manufac- 
turers Association, will deliver his 
annual address. John Moroso, 
Associated Press Sea Warfare 
Editor, will give an intimate ac- 
count of his experiences, on the 
scene, on warships and on land 
near Casablanca, and at Sicily 
and the invasion of France. He 


has just returned to this country | 


of our 
answer 


with eye witness stories 
Navy in action and will 
questions at the close of his 
formal address. Ray Tucker. 
veteran Washington, D. C., news- 
paperman, author and lecturer, 


will talk under the title, “Thé | 


Home Front.” His daily column. 
“The National Whirligig ap- 
pears in more than 200 news- 


papers throughout the country. | 


Wholesalers’ Session 


In its open session Tuesday 
morning, at 10:00 in Ocean Hall, 
the National Wholesale Hardware 


Anderson, American Wholesale 
Hardware Co., Long _ Beach, 
Calif., will discuss the subject, 
“How Can the Retailer Assist 
the Wholesaler in Reducing Dis- 
tribution Costs?” O. H. Mann, 
Higginbotham-Pearlstone Hard- 
ware Co., Dallas, Tex., will dis- 
cuss “The Importance of the 
Two Per Cent Cash Discount.” 
The topic, “How Can We Help 
the Retailer to Maintain His 
Present Financial Position?” 
will be discussed by C. L. Hil- 
dreth, Emery-Waterhouse Co., 
Portland, Me., and B. J. Badham, 
Hoffman Hardware Co., Los An- 
| geles, Calif. H. E. Hulburd, The 
| Geo. Worthington Co., Cleveland, 
| Ohio, will discuss “Competitive 
| Advantages Enjoyed by Co-Oper- 
ative Enterprises.” 


| Sheet Metal Distributors 


Tuesday morning, at 10:45, the 
National Association of Sheet 
| Metal Distributors will hold a 
session, open to distributors only, 





| at which there will be a discus- 


Association will hear the annual | 
| noon, at 2 P. M., the Sheet Metal 


address of President F. F. Thom- 
son, The Thomson-Diggs 
Sacramento, Calif., to be followed 
by the annual report of George 
A. Fernley, Philadelphia, Pa., 
secretary-treasurer of the associa- 
tion. “What Steps Can the 


ca | 


sion of conditions surrounding 
the distribution of sheet metal 
and kindred lines. That after- 


association will hear the annual 


| address of Eugene Foley, Bay- 


Wholesaler Take to Reduce Over- | 
| the National Association of Sheet 
G. Cox, Buhrmann-Pharr Hard- | 
| secretary-treasurer of NWHA will 


head?” will be discussed by Ben 


ware Co., Texarkana, Ark., and 
J. M. Kennedy, Bigelow & Dowse 
Co., Boston, Mass. C. J. Luthe, 
Jr., Luthe Hardware Co., Des 
Moines, Iowa, and George W. 


onne Steel Products Co., Newark, 
N. J., president of the association 


| and vice-president of the NWHA. 


Thomas A, Fernley, Jr., Philadel- 
phia, Pa., secretary-treasurer of 


Metal Distributors, and assistant 


give his report on the activities 
of the Sheet Metal association. 
J. V. Honeycutt, assistant vice- 
president, Bethlehem Steel Co., 





will talk on “The Outlook for 
Iron and _ Steel Products,” 
Roger Becker, Ohio Valley Hard- 
ware & Roofing Co., Evansville, 
Ind., will discuss “What Steps 
Can Be Taken to Reduce the 
Distributors’ Overhead?” Michael 
Riter Rupp, The Carter-Donlevy 
Co., Philadelphia, Pa., and Bruce 
Keener, Jr., C. M. McClung & 
Co., Inc., Knoxville, Tenn., will 
discuss “Plans We Are Making 
to Re-employ Members of the 
Armed Forces.” ‘There will be a 
discussion of “Changes We Are 
Planning in the Lines We Will 
Carry,” by Bruce Haines, E. E. 
Souther Iron Co., St. Louis Mo. 
A. M. Vorys, Vorys Bros., Inc., 
Columbus, Ohio, and Thomas J. 
Quinn, W. F. Potts Sons & Co., 
Inc., Philadelphia, Pa., both 
members of the Sheet Metal 
executive committe will discuss 
“Economies Forced Upon During 
the War Which We Plan to Con- 
tinue.” The Resolutions com- 
mittee reports and election of 
officers will conclude the session. 


The Joint Session 


Wednesday morning a joint 
session of the American Hard- 
ware Manufacturers Association 
and the National Wholesale 
Hardware Association will be 
held in the Wedgeroom Room of 
the hotel. Henry H. Heimann. 
executive manager (on leave) of 
the National Association of Credit 
Men will speak on “Credit—The 
Strategic Ammunition of War 
and Peace.” Dr. R. S. Alexander, 
until very recently Deputy Direc- 
tor in Charge of the Wholesale & 
Retail Trade Division, WPB, and 
now back at Columbia University, 
New York City, as Associate 
Professor of Marketing will talk 
on “The Role of the Wholesaler 
in Supplying Civilian Needs.” He 
was NRA Administrator of the 
General Wholesale Code and was 
closely connected with the hard- 
ware industry through its Sup- 
plemental Code, E. L. Olrich, 
Assistant to the Secretary of the 
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Treasury, Office of Surplus Prop- 
erty, Treasury Department, Wash- 
ington, D. C., will talk on “The 
Disposal of Surplus Government 
Property.” He is president of 
Munsingwear, Inc., Minneapolis, 
Minn. Major S. C. Pace, Public 
Relations Officer, Office of Chief 
of Ordnance, Detroit, Mich., will 
talk on “Why the Army Needs 
Too Much of Everything Sooner 
Than Possible.” 

Thursday morning the Ameri- 
ean Hardware Manufacturers’ 
Association will hold its election 
of officers and new members of 
the executive committee and 
hear the report of its resolutions 
committee, at its annual meeting. 
Charles F. Rockwell, secretary- 
treasurer, of the association will 
make his annual report at this 
session. 

At the annual meeting of the 
National Wholesale Hardware 
Association, Thursday morning, 
Oscar J. Koepke, Corpus Christi 
Hardware Co., Corpus Christi, 
Tex., and John Stiles, Morley- 
Murphy Co., Green Bay, Wis., 
will discuss, “The Place of the 
Wholesaler in Post-War Distri- 
bution.” Charles L. Wheeler, 
The Salt Lake Hardware Co., 
Salt Lake City, Utah, will discuss 
“What Steps Can the Hardware | 


Retailer Take to Meet the Com- 
petition of Other Channels of 
Distribution?” There will also 
be a discussion of “Economies 
Forced Upon Us During the War 
Which We Plan to Continue” by 
F. A. Burwell, Seattle Hardware 
Co., Seattle, Wash. William 
Frankfurth, Frankfurth Hard- 
ware Co., Milwaukee, Wis., will 
discuss “Why We Use Broken and 
Full Package Prices.” Officers 
and new members of the execu- 
tive committee will be elected 
and the report of the resolutions 
committee will be read at this 
session, 

On Tuesday, October 17, at 
1:00 P.M., the X-Club, com- 
prised of past presidents of the 
National Wholesale Hardware 
Association, the American Hard- 
ware Manufacturers Association 
and the Southern Hardware Job- 
bers Association and the Old 
Guard, will hold its luncheon at 
1:00 P. M. On Wednesday, at 
the Marlborough-Blenheim, the 
Old Guard will hold its luncheon. 
Members and guests of the Cen- 
tral States Hardware Club will 
hold a shore dinner and enter- 
tainment at Hackney’s Restau- 
rant, Sunday evening, Oct. 15, the 
evening prior to the official open- 
ing of the convention. 








FLORENCE STOVE NAMES 
COOK MGR. SOUTHWEST 
SALES DIVISION , 
Florence Stove Co., Gardner, 
Mass., stove and heater manu- 
facturer has announced the estab- 


'f 

Ree 
[Eves 
og 











lishment of a southwest sales di- 
vision, comprising the states of 
Texas, Louisiana, Arkansas, and 
Oklahoma. Thomas E. Cook has 
been appointed manager of this 
division with offices and display 
rooms at 30] N. Market St., Dal- 
las 2, Tex. Mr. Cook represented 
the company in the Texas area 
for many years. 





CLINTON SALES MGR. 
MOORE ENAMELING CO. 


Walter B. Moore, president of 
The Moore Enameling & Mfg. 
Co., West Lafayette, Ohio, has 
announced the appointment of 
J. T. Clinton as sales manager of 
the company, following the resig- 
nation of Jerry Newman who is 
now with The Union Fork & 
Hoe Co., Columbus, Ohio. Mr. 
Clinton has been with Memco as 
public relations manager since 
March, and has had varied ex- 





THOMAS E. COOK 
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perience in sales work as well as 





in public and labor contact. He 
was formerly associated with 
Procter & Gamble Defense Corp., 
Aberdeen, Miss., where he had 
been personnel director. Prior to 
that he was affiliated with the 
Fisk Rubber Co., Chicopee Falls, 
Mass., as sales school director, 
personnel manager, eastern divi- 
sion manager, assistant to the 
president and vice-president. 





COL. BAKER AWARDED 
BRONZE STAR MEDAL 


The Bronze Star Medal has re- 
cently been awarded to Col. Rob- 
ert H. Baker, for distinguishing 
himself by meritorious achieve- 
ment as Division Commander, 
Eastern Division, India China 
Wing, Air Transport Command, 
during the period of June Ist, 
1944, to July 27, 1944. During 
the period, Col. Baker supervised 
the activities of the Eastern Divi- 
sion, an enviable record of accom- 
plishment was established. Col. 
Baker was vice-president and 
merchandise manager of Fones 
Bros. Hardware Co., Second and 
Rock Sts., Little Rock, Ark., 


on 
5 ae 
a y She ae m 








COL. ROBERT BAKER 


wholesalers, before he was called 
to active duty in 1941. He is a 
past president of the Southern 
Hardware Jobbers Association, 
and a former. Chief X of the X 
Club. He was recently decorated 
with. the Air Medal after com- 
pleting 42 missions in the Far 
East. 





STULL APEX WESTERN 
SALES MANAGER 


L. D. Stull has recently been 
named western division sales 
manager for The Apex Electrical 
Mfg. Co., Cleveland, Ohio. Mr. 





L. D. STULL 


Stull will direct the sales of Apex 
washing machines, ironers and 
vacuum cleaners, in 11 Pacific 
Coast states. Mr. Stull, formerly 
associated with the Frigidaire di- 
vision of General Motors Corp., 
has had a broad background of 
sales training and merchandising 
experience. His sales offices will 
be located in the Furniture Mart 
Bldg., San Francisco, Cal. 





FOSS DISTRICT SALES 
MGR. HAZARD WIRE DIV. 
AM. CHAIN & CABLE 


Russell H.. Foss has recently 
been appointed district sales 
manager for the New York City 
district of Hazard Wire Rope Di- 
vision, American Chain & Cable 
Co., Inc., Bridgeport, Conn. 





KUIST SUCCEEDS 
FINDLAY AS STANLEY 
SEATTLE MANAGER 

Bruce Findlay has recently re- 
tired from The Stanley Works, 
New Britain, Conn., having 
served as manager of the Seattle 
territory for 23 years. His retire- 
ment was occasioned by ill 
health. Richard N. Kuist, who 
has covered that territory for The 
Stanley Works before, for 18 
years, has been appointed as Mr. 
Findlay’s successor. 
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TURN 


VEZ 
TORCHES 


In addition to 





multiple check —point 
inspections, every TURNER TORCH must undergo 


exacting special tests on all key parts. For 





instance: tanks are pressure—tested under water 


to detect the slightest leak; pumps are tested 


for stroke and efficiency; after assembly, all 


P) oints are fire-—tested; 


given an actual burning test under 


finally—the Torch is 





regular 





operating conditions! 
confidence in every TURNER TORCH you sell 


That’s why you can have 





that’s why TURNER means: 


sab Sgn 


Send today for our new 16-page booklet: 
“The Story Behind The Turner Brass Works”. 
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| Mo., wholesalers, retiring presi- 


‘| Stamping Co., Milwaukee, Wis. 








E. P. Altemeier President 
Hardware Golf Association 


G. J. Macklin, Sager Lock Works, Wins Cham- 
pionship Flight of 19th Annual Tournament 
at French Lick, Ind., Sept. 11th, 12th, 13th. 


$1000 to USO and 


The Hardware Golf Associa- 
tion held its 19th annual meet- 
ing and tournament this year at 
French Lick, Ind., on Sept. 11th, 
12th, and 13th, with headquarters 





E. P. ALTEMEIER 


at the French Lick Springs Hotel. 
The tournament was attended by 
293 manufacturers, wholesalers, 
and their representatives, making 
this the largest attendance on 
record for any of the tourna- 
ments, Henry Hoeynck, Shap- 
leigh Hardware Co., St. Louis, 


dent, was succeeded by E. P. 
Altemeier, National Enameling & 


Mr. Altemeier was succeeded as 
vice-president by A. F. Larson, 


Larson Hardware Co., whole- 


$210 to Red Cross. 


salers, Sioux Falls, S. D., and 
A. J. Eggelston, Richards-Wil- 
cox Mfg. Co., Aurora, Ill., was 
re-elected secretary-treasurer. The 
directors for the three year term 
are: J. E. Ziegelmeyer, Huey & 
Philp Hardware Co., Wholesalers, 
Dallas, Tex.; Andrew Cameron, 
Wright & Wilhemy Co., whole- 
salers, Omaha, Neb.; Perry E. 
Faeth, Stowe Hardware & Supply 
Co., wholesalers, Kansas City, 
Mo.; Walter G. Woodworth, 
Samson Cordage Mills Co., Bos- 
ton, Mass.; Phil Embury, Em- 
bury Mfg. Co., Warsaw, N. Y.: 
and George Dresser, The Carbo- 
rundum Co., Niagara Falls, N. Y. 


As has been the custom for 
the past three years, instead of 
awarding prizes, the fund nor- 
mally appropriated for that pur- 
given to 


the USO, 


pose was 











A. J. EGGELSTON 


which benefited to the extent of 
$1,000, the same amount that was 
presented last year. At the same 
time a collection for the Red 
Cross totaled $210. 


George J. Macklin, Sager Lock 
Works, Chicago, Ill., winner of 
the championship flight, has now 
won the championship two years 
out of three. Hy Meyers, Ther- 
moid Rubber Co., Trenton, N. J., 
was runnerup, and winner of 
flight A was Dwight Myers, 
Thermoid Rubber Co., Trenten, 
N. J., with Vincent Sheridah, 
Sager Lock Works, as runnerup. 
Flight B winner was Bob Colum- 





GEORGE J. MACKLIN 


bus, Irwin Auger BitCo., and 
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wanerup, W. G. Hewitt, Hooven 
& Allison Co.; flight C, R. H. 
Startzell, Sheffield Steel Co., 
Kansas City, Mo., runnerup, and 
Rod Chamberlain, Stanley Works, 
New Britain, Conn., winner. 
Flight D was won by T. D. 
Scarff, General Electric Co., the 
mnnerup being C. S. Stewart, 
American Chain & Cable Co., 
York, Pa. E. Walter Woodruff 
won flight E, and Frank Dougher- 
ty, Richards-Wilcox Mfg. Co., 
Aurora, Ill, was  runnerup. 
Flight F was won by Jim Gal- 
braith, Indiana Steel & Wire Co., 
Muncie, Ind., and T. Stran Jones, 
National Enameling & Stamping 
Co., Milwaukee, Wis., was run- 
nerup. William Garvin, Cutler 
Hardware Co., won flight H, and 
H. A. Bushmeyer, Crunden Mar- 
tin Mfg. Co., was runnerup. 
Charles Lane, Illinois Iron & 
Bolt Co., Chicago, Tll., was win- 
ner of, and C. W. Goodsell, Min- 
nesota Mining & Mfg. Co., St. 
Paul, Minn., was runnerup in 
fight J, and L. C. Berkey was 
winner of, and Frank Wilson, 
Vaughan & Bushnell Co., Chi- 
cago, Ill., was runnerup of flight 
K. W. P. Thaye and Walter 
Petillon were winner and runner- 
up respectively of flight L, and 
H. M. Conlin and A. J. Murz- 
bach, the same of flight M. 





COLUMBUS CHAIN AND 
CHISHOLM HOIST NAME 
BENJAMIN DIST. MGR. 


D. S. Brisbin, vice-president, 
Columbus McKinnon Chain Corp., 
and Chisholm-Moore Hoist Corp., 
both of Tonawanda, N. Y., has 
recently announced the appoint- 
ment of F. T. Benjamin as dis- 
ict manager, in Chicago, II, 
to represent both companies. 
Mr. Benjamin has been asso- 














F. T. BENJAMIN 


ciated with the company for 16 
years, having spent the past two 
years at the factory in Tona- 


NUCKOLS RESIGNS 
AS STANDARD TOOL 
SALES MANAGER 


Robert B. Nuckols has recent- 
ly resigned as sales manager of 
The Standard Tool Co., Cleve- 
land, Ohio. Mr. Nuckols joined 
the company in 1919 after having 
served with the Marines in World 
War I. He was located in St. 
Louis, Mo., until 1935, when he 
was named assistant sales man- 
ager, and moved to Cleveland. 
He has béen sales manager since 
1944. 


PHILIP CAREY NAMES 
OWENS ASST. GEN. 
SALES MANAGER 


W. E. Smith, vice-president 
and general sales manager of 
The Philip Carey Mfg. Co., Lock- 
land, Cincinnati 15, Ohio, has re- 
cently announced the appoint- 
ment of Chester L. Owens as as- 
sistant general sales manager. 
Mr. Owens joined the company as 
a salesman in 1927 and later 
served as branch manager at 
Omaha and Chicago. For the 
past 10 years he has been mana- 
ger of the company’s Cincinnati 
branch. George B. Johnston 
who was named general merchan- 
dising manager, was formerly 
manager of the marketing divi- 
sion. In his 19 years of experi- 
ence with the company he has 
served as manager of the con- 
tract department in Louisville, 
and assistant branch manager in 
Chicago. Both men will make 
their headquarters at the com- 
pany’s Cincinnati, Ohio, office. 
Harold D. Bates was appointed 
advertising and sales promotion 
manager at the same time. Mr. 
Bates has had more than 20 
years experience in the promo- 
tion of building materials and in- 
dustrial products, and prior to 
his appointment was affiliated 
with Johns-Manville, New York 
City. 


HESTON & ANDERSON 


PURCHASED BY ST. 
PAUL ENGINEERING CO. 


Heston & Anderson, Fairfield, 
Iowa, and “Blue Star Products” 
of Fairfield, Iowa, manufacturers 
of woodworking machinery, have 
been purchased by the St. Paul 
Engineering & Mfg. Co., St. Paul, 
Minn. Present plans call for con- 
tinued operation of the factory at 
Fairfield. For the present, produc- 
tion will be confined to one 
model, the Heston & Anderson 
No. 5 swing cut-off saw, but the 
output will be considerably in- 
creased. When the limitation on 
material ceases, the ‘company 
plans to resume a complete line 
of woodworking machinery ' for 
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both industrial and home use. 













all that Wester 
Aays and mow! 


Webster's definition of rivets in 
general is precise and compre- 
hensive but to accurately define 
ATLAS rivets a supplementary 
version is necessary. You must 
add pre-eminent in quality and 
workmanship. You must state 
types available for every 
requirement. Mention must be 
made of the skilled craftsmen 
who make them. You finally'con- 
clude by saying they’re tough 
and dependable. That about 
































































tells the story of ATLAS rivets. 
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—and Atlas Burs 
are the tops, too! 


ATLAS TACK) 


CORPORATION 
HENDERSON, 
KY. 



















FAIRHAVEN, 
MASS. 



















THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bet- 
tomed hole in the 


toughest, knottiest 
woods. 


If your customers have wor uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 1%" to 3” 
by eighths. 


The PROGRESSIVE MFC. CO 


TORRINGTON 





| Mfg. Corp., Warren, Ohio, re- 





BUILT-IN FEATURES SELL 
“GLIDE” HANGERS and TRACK 





**Glide™ 
Track and 
close-up of 
telescoping 
joint. 








Cross Section of “Glide” 


No.1"Glide” 
Installation, 


Hanger. 


* Frantz “Glide” Hangers and Track challenge com- 

parison in both salability and serviceability. The 
original one-piece watershed track has an extra long 
apron to keep out weather and birds. Support brackets 
are not required. One piece of track telescopes into the 
next to provide a smooth, continuous tread. “Glide” 
hangers apply to the inside of the door, eliminating need 
for blocking track away from building. 3-inch roller- 
bearing hanger wheels assure easy operation. These are 
just a few of the many advantages built into this rugged 
item from the Frantz Guaranteed Buildware line. Write 
for illustrated folder. 


FRANTZ 





Geuararetied BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS Nela 


120: 


YOUNGSTOWN KITCHENS 
NAMES 22 DIST. 


Youngstown Kitchens, Mullins 


cently announced the appointment 
of 22 distributors who will be 
among the first to participate in 
its post-war sales training 
courses. Youngstown kitchens 
is enlarging and reorganizing the 
distribution system for its pressed 
kitchen sinks and cabinets and 
will train distributor representa- 
tives at its factory in Warren, 
Ohio. The distributors affiliated 
with Youngstown kitchens before 
the war who have been newly 
franchised are: Hunting Supply 
Co., Watertown, N. Y.; V. J. 
McGranahan Distributing Co. 
Toledo, Ohio; Shadbolt & Boyd 
Co., Milwaukee, Wis.; Interstate 
Plumbing Supply Co., Albany, 
N. Y.; J. A. Williams Co.; Pitts- 
burgh, Pa.; Biehl’s Inc., Potts- 
ville, Pa.; A. F. Schultz Co., Erie, 
Pa.; Griffith Distributing Co., 
Cincinnati, Ohio; Weiss & Bes- 
serman Co., Inc., New York City; 
Youngstown Equipment Co., Bos- 
ton, Mass.; Bowers Wholesale 
Corp., Norfolk, Va.; A. R. Tiller 
Inc., Richmond, Va.; Morley 
Bros., Saginaw, Detroit, and 
Grand Rapids, Mich. Those dis- 
tributors that have been newly 
appointed are: Vermont Hard- 
ware Co., Burlington, Vt.; Morris 
Distributing Co., Binghamton, 
N. Y.; Thompson-Hamilton Co., 
Columbus, Ohio; Miami Valley 
Distributing Co., Dayton, Ohio; 
Electric Appliance Distributors 
of Kentucky, Louisville; Roskin 
Distributors Inc.. Hartford, 
Conn.; Radio Equipment Co., 
Indianapolis, Ind.; Kemp Equip- 
ment Co.. Rochester, N. Y.; 
A. A. Schneiderhahn Co., Des 
Moines, Towa; and_ Tri-State 
— Co., Huntington, W. 
‘a. 


SOWERSBY HEADS G.E. 
LAMP PROMOTION IN 
MIDLAND DISTRICT 


P. C. Sowersby, formerly ad- 
vertising specialist at General 
Electric’s lamp department head- 
quarters, Nela Park, Cleveland, 
Ohio, and more recently a key 
member of GE’s Michigan dis- 
trict, Detroit, has been appointed 
sales promotion manager of the 
lamp department’s Midland sales 
district. Chicago, Tl]. He suc- 
ceeds Hugh Smith, who is now 





P. C. SOWERSBY 


headquarters in 1938, where he 
devoted much of his time to trade 
magazine contact work, and 


ties. 





UNIVERSAL NAMES 
TWO DISTRIBUTORS 


Landers, Frary & Clark, New 
Britain, Conn., recently an- 
nounced the appointment of the 
Fargo Glass & Paint Co., Fargo, 
N. D., and Toledo Appliances, 
Inc., Toledo, Ohio, the former as 
exclusive distributor of major ap- 
pliances and household special- 
ties, and the latter as non-ex- 
clusive distributor of small 
appliances, and household spe- 
cialties. 


EMERSON NAMES 
DISTRIBUTORS IN 
KNOXVILLE, FT. WAYNE 


Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New York 
11, has appointed two more dis- 
tributors in Knoxville, Tenn., 
and Ft. Wayne, Ind. Atlumor 
Mfg. Co., Knoxville, is setting 
up a specialty sales division for 
the distribution of Emerson ra- 
dios. Will J. Moore, vice-presi- 
dent of the company, will be in 
charge of sales for this division. 
Schlatter Hardware Co., Ft. 
Wayne, will establish a separate 
radio division under the direction 
of I. O. Sanders, sales manager, 
to handle the sale of Emerson 
radios. 


FOURTH ARMY-NAVY “E” 
WON BY DIVINE BROS. 


The Divine Bros. Co., Utica, 





serving as sales promotion man- 
ager for the Research Institute | 
of America, New York City. Mr. | 
Sowersby joined General Elec- | 
tric at Schenectady, N. Y. Dur- | 
ing his 11 years there, he, was | 
active in radio sales, publicity | 





work, and in industrial advertis- 
ing. He was transferred to the 
Park lamp department 


N. Y., has recently been awarded 
the Army-Navy “E” star for the 
third time. Divine Bros., pro- 
ducers of buffing and -polishing 
wheels and industrial truck cast- 
ers and wheels, has been making 
critically needed materials on 
prime contracts for the Chemical 
Warfare Service, and more re 
cently the Ordnance Division. 
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The stock of the Milwaukee 
Stamping Co., Milwaukee, Wis., 
was purchased recently by a 
group of Milwaukee and Chicago 
investors. Ralph Robinson is the 
new president of the company, 
succeding Edwin B. Bartlett. Mr. 
Robinson was connected with the 
general management of a group 
of Milwaukee industrial and man- 
ufacturing firms. With the ex- 
ception of the change in presi- 
dency, the operating management 
of the company remains the same 


Milwaukee Stamping Has New Owners 
Robinson Pres.—No Other Change 


as it was before the purchase. 

B. A. Otten will continue as 
general sales manager and Joseph 
Birbaum as general plant mana- 
ger. Mr. Robinson states that the 
company’s post-war plans and 
products are well under way, and 
that its present civilian lines will 
be extended. The company has 
been supplying equipment to the 
armed forces and making some 
essential civilian products, so that 
the conversion program will be 
very slight. 








SUPPLEE-BIDDLE CO. 
ELECTS OFFICERS 


At the annual meeting of the 
stockholders of the Supplee- 
Biddle Co., hardware wholesalers, 
507-519 Commerce St., Philadel- 
phia 5, Pa., Wm. Geo. Steltz was 
elected president of the company. 
Other officers elected at the same 
time are: Charles M. Biddle, Jr., 
vice-president; Louis B. Dreifus, 
assistant vice-president; Roy G. 
Geppinger, assistant vice-presi- 
dent; Llewellyn A. Hoeflich, sec- 
retary; Laurence S. Adams, 
treasurer; and W. Leroy Groom, 
assistant treasurer. Directors of 
the company elected at the same 
time are: Wm. Geo. Steltz, Mar- 
shall S. Morgan, Llewellyn A. 
Hoeflich, Charles M. Biddle, Jr., 
Robert Biddle, 3rd, Philip L. 
Corson, and R. M. Guckes. 

GILLIS V.P. OF SALES 

SPENCER WIRE CO.’S 
BROOKFIELD PLANT 


John J. Gillis, formerly sales 
manager of the Worcester, Mass., 
district for the American Steel & 
Wire Co., has recently been elect- 
ed vice-president in charge of all 
sales for the Spencer Wire Co., 
West Brookfield, Mass., plant. 
Mr. Gillis had been in the 
Worcester district for the Ameri- 





JOHN J. GILLIS 
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can Steel & Wire Co., since 1940. 
Prior to that time he was in the 
Boston and the New York City 
offices. His duties consisted of 
both engineering and sales work, 
but he devoted his time for the 
last 25 years to the latter field. 
He is a member of The Nutmeg- 
gers, the Engineers Club, and is 
also a past president of the New 
England Hardware Associates. 

In his new position with the 
Spencer Wire Co., West Brook- 
field, Mass., plant, he will direct 
many of the post war plans of 
the company. 


DELCO-HEAT POST-WAR 
CONFERENCES HELD 


Delco-Heat dealers and distrib- 
utors, have recently held informal 
conferences in New York, Chi- 
cago, Detroit, Milwaukee, and 
other cities to discuss postwar 
products and merchandising. 
Meeting with the Delco-Heat 
dealers and distributors were 
various representatives of the 
Delco Appliance Division, Gen- 
eral Motors Sales Corp., Roches- 
ter, N. Y., manufacturers of 
Delco-Heat equipment. These in- 
cluded M. Lawrence Judd, sales 
manager; Charles E. Smith, as- 
sistant sales manager; Julian 
Warren, advertising manager, and 
Kenneth O. Wolcott, service 
manager, The subjects discussed 
covered the automatic Delco-Heat 
units to be furnished for both im- 
mediate and future post-war sell- 
ing, and the sales and advertis- 
ing program covering their dis- 
tribution. 

MANCO WINS SECOND 

PRODUCTION AWARD 


Howard Mann, of the Manco 
Mfg. Co., Bradley, [ll., makers of 
Manco cutters, has announced 
that his company has received its 
second white star for its Army- 
Navy “E” pennant. With its 
greatly increased facilities, this 
company will specialize in the 
production of hand cutters when 
the war ends. 


Turn GUN. RUST Into 
A Sales Stimulator With 





- REMOVES 
AND PREVENTS RUST 


R EPEAT SELLER .... 
UNLIMITED SUPPLY . 
STEADY PROFITS... 
TRADE STIMULATOR . 


Gun editors, crack shots, army 
experts, ordnance authorities, 
call FIENDOIL, the best anti- 
corrosive usable on _ firearms. 


Stock it NOW! 











RETAILS . 
DEALER'S PRICE . 


35c per 2 oz. bottle 
$2.80 per dozen 











McCAMBRIDGE & McCAMBRIDGE COMPANY 
BALTIMORE 23, MD. 










































and RETAILERS! 


Ask your Jobber. 





GLOUCESTER, 





HARDWARE JOBBERS 


Rogers sells its famous fish glue 
only through the Hardware Jobber 
who serves you independent re- 
tailers. Your profits are protected — no need fo 
fear chain-store or other volume buyers’ cut-price 
competition in selling Rogers Famous Fish Glue. 
ae prices and national advertising keep Rogers 
Fish Glue at the fore-front of consumer demand! 

























































We are manufacturing 
7 | 
Gt AWN 


‘oul 

..-Dut only a fraction 
of what is needed 
at home 























You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 











Though the C-M plants are working 
’round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 







We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 










As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 











COLUMBUS-McKINNON 
CHAIN CORPORATION 


(Afflicted with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 
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| Co., Cincinnati, Ohio. Mr. Frank- 





FRANKLIN MGR. 
SPECIAL SALES FOR 
THE SCHAIBLE CoO. 

Harry G. Franklin has recently 


been appointed manager of 
special sales for The Schaible 








HARRY G. FRANKLIN 


lin has been associated with the 
plumbing and heating industry 
in several capacities for 35 years. 
He developed the patented Frank- 
lin gas burner water heater, man- 
ufactured and sold nationally by 
his own company. Mr. Franklin 
was formerly associated with the 
Briggs Mfg. Co. plumbing divi- 
sion as regional sales director in 
Chicago, and was sales manager 
of Charles F. Lenhart, Inc., 
plumbing and heating whole- 
saler, Cincinnati, Ohio. 





| 
| 
| 
| 
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STEINMAN HARDWARE 
ISSUES BROCHURE ON 
200 YEAR HISTORY 


The Steinman Hardware Co., 
Lancaster, Pa., wholesale and re- 
tail concern, which has the dis- 
tinction of being the oldest hard- 
ware store in the United States 
recently issued an unusually at- 
tractive brochure on its history, 
entitled “Two Hundred Years of 
Hardware History, 1744-1944. As 
pointed out in an article in the 
May 25, 1944, issue of HarDWARE 


photos of the present officers and 
other directors of the corporation, 
and the concern’s wholesale 
representatives. 


TO MAKE UNIVERSAL 
APPLIANCES IN CANADA 


R. L. White, president of Lan- 
ders, Frary & Clark, New Britain, 
Conn., announced that arrange 
ments for manufacturing the Uni- 
versal line of small appliances 
and vacuum cleaners in Canada 
have been made with the Amal- 
gamated Electric Corp., Toronto, 
Canada. These Universal prod- 
ucts made in Canada will be dis- 
tributed throughout Canada and 
Newfoundland by the Northern 
Electric Co., Montreal, Canada. 
The latter company has exclusive 
distribution in Canada and New- 
foundland of the American made 
Universal electric lines. 








R. C. DAVIS PRES. 
REORGANIZED IDAHO 
HARDWARE COMPANY 


Idaho Hardware & Plumbing 
Co., Ltd., wholesalers, Boise, 
Idaho, has been purchased by a 
syndicate composed of five per- 
sons. Robert C. Davis has been 
elected president, and Ralph J. 
Davis, is vice-president; Clara L. 
Davis, second vice-president; Va- 
rina Stolle, secretary-treasurer, 
and Chas. F. Adams, director. 
This company was founded by 
the late Samuel T. and Rober? 
K. Davis, in 1887, at Idaho City. 
In 1901 the business at Idaho 
City was sold, and the brothers 
moved to Boise, buying a half 
interest in the Idaho Hardware 
& Plumbing Co. In 1915, the com- 
pany purchased the Carlson-Lusk 
Hardware Co. Ralph Dietrich, 
who has been with the company 
for 35 years, has been appointed 
manager of the reorganized firm. 





FILSON NAMED MGR. 
YOUNGSTOWN NEW 
HOMES DIVISION 
Carl J. Filson has recently 
been appointed manager of 





Ace, “The Oldest Hardware Store 
in the United States—200 Years | 
Old,” the business is known to | 
have been in operation in 1744, 
earliest records being dated May 
7 of that year. Because of the 
war no formal celebration was 
held of the event. 

The 32-page brochure, issued by 
the company, illustrates the first 
store, maps of the village as it 
was in 1774, records of sales to 
George Washington’s Army at 
Valley Forge and other records 
of historical importance. Also 
shown are the present store, 
warehouse and other properties 
of the company together with 








Youngstown Mfg. Co., Youngs- 
town, Ohio, kitchen’s expanded 
new homes division, it was an- 
nounced by Mullins Mfg. Corp. 
One of his first tasks will be 
to assist Youngstown distributors 
to serve builders and dealers in 
the new construction field. They 
will be equipped to offer design 
and planning services showing 
how steel kitchens will help re- 
duce installation and finishing 
time. Prior to the war, Mr. Fil- 
son headed new construction sales 
for Youngstown kitchens in Ohio, 
West Virginia, western New 
York, western Pennsylvania, Ken- 
tucky and Indiana. 
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WICKWIRE SPENCER 
MOVES SPECIALTIES 
SALES OFFICE 


The Wickwire Spencer Steel 
Co., 500 Fifth Ave., New York 
City, 18, recently announced that 
the general sales office of the 
mechanical specialties division 
will be located at Clinton, Mass., 
where the products of this divi- 
sion are manufactured. This 
division was formerly located at 
the New York office of the com- 
pany, and a district sales office 
of the division will continue to 
be maintained at this address. 
Products of this division include: 
industrial wire cloth, metal con- 
veyor belts, card and napper 
clothing, perforated metals, and 
grilles. 


—_——— 


MOHAWK VALLEY HDWE. 
ASSOCIATION MEETS 


The Mohawk Valley Retail 
Hardware Dealers’ Association’s 
recent September meeting was 
attended by 21 dealers at the 
Hotel Utica, Utica, N: Y. Joseph 


Piscze, vice-president, who pre- 


discussion of current hardware 
available, and various regulations. 
‘The arrangements for the meet- 
ing were made by Lyle Walter, 
the secretary and treasurer of the 
organization. A roast beef din- 
ner was planned for the October 
meeting to be held in the Mul- 
berry Room of the Hotel Utica. 
The guest speaker at this meet- 
ing will be Frank Howard, presi- 
dent of the New York State Re- 
tail Hardware Association. 





JAMES H. RHODES 
APPOINTS TWO SALES- 
MEN IN DETROIT 

James H. Rhodes & Co., manu- 
facturers of sponges, chamois, 
pumice, abrasive, etc., Chicago 
10, Ill., had doubled its repre- 
sentation in the Detroit area 
where it has operated for over 30 











8S. STANTON 


years. The new sales representa- 
tives are R. B. Sullivan, and S. 
Stanton. Their headquarters are 
located at 215 Machinery Bldg., 
2832 E. Grand Blvd., Detroit. 


JAMES MGR. SPECIAL 
GOODS SEC. SALES 
DEPT. PROCTOR ELEC. 


The Proctor Electric Co., divi- 
sion of Proctor & Schwartz, Inc., 
Third St., and Hunting Park 
Ave., Philadelphia 40, Pa., has 
announced the appointment of 
Thomas P. James as manager of 
the newly-created special goods 
section of the sales department. 
Mr. James has been associated 
with the electrical appliance in- 
dustry for more than 15 years. He 
joined the Proctor organization 
about six years ago. Prior to the 
war he served successively as dis- 
trict sales manager at Detroit and 
Columbus, Ohio, respectively. 
When the company changed over 
to war production, Mr. James was 





named war contracts manager, in | 


which capacity he will continue 
to serve. 


CARBON TAP & DIE 
COMM. NAMED BY WPB 


The membership of a new in- 
dustry advisory committee to 
represent the carbon tap and die 
industry was announced recently 
by the WPB. The members of 
the committee are: John Cook, 
Winter Bros. Co., Wrentham, 
Mass.; C. H. Davis, Vermont Tap 
& Die Corp., Lydonville, Vt.; Wil- 
liam B. Eberlein, Greenfield Tap 
& Die Corp., Greenfield, Mass.; 
H. Lloyd Hanson, Henry L. Han- 
son Co., New Bedford, Mass.; 
Louis A. Lincoln, Bay State Tap 
& Die Co., Mansfield, Mass.; 
Frank Morrison, W. L. Brubaker 
& Bros. Co., Millersburg, Pa.; 
E. W. Nestor, Reiff & Nestor Co., 
Lykens, Pa.; Chas. M. Pond, 
Pratt & Whitney Division, Niles- 
Bement-Pond Co., W. Hartford, 
Conn.; K. Y. Taylor, Jr., Charles 





R. B. SULLIVAN 
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H. Besley & Co., Beloit, Wis. 








There’s a good market 
for V-Be/ts 





9imr... 


FOR SMALL DRIVES 





Owners of washing machines, oil burners, 
home workshop equipment, and many other 
appliances, know that such equipment is 
not replaceable for the duration. They know 
that the only answer is careful maintenance 
and replacement of parts. There is the ideal 
market for V-Belts. 


To corner this business in your neighbor- 
hood, get the Gilmer “Eye-Ful” Tower Belt 
Assortment. Mounted on an attractive counter 
display stand and holding 35 assorted 
V-Belts, you have the answer to any one of 
887 V-Belt questions in a jiffy. You will not 
only satisfy your customers’ demands... 
you will make a profit of $14.01 on a 
$21.01 investment. Order yours today. 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. 














L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer “Eye-Ful” Tower Assortment 
No. 350 as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America’s Belt Bible 


Bill me $21.01 through your nearest jobber. 
NAME___ 
ADDRESS__ 
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Assortment GB 
In this sturdy wood rack— 
12 Wheels—3, 3%, 4, 5, 6 inch 
18 Sets Steel Bushings 
* Dealer Price $11.13 
Suggested Resale $16.69 
A collection of the most popular sizes and grits 


of NORTON wheels, from carefully compiled 
records of Dealer sales over many years. 
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EVERY FARMER 
LOCAL MECHANIC 
HOME CRAFTER 
iS YOUR PROSPECT 
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At a still lower Price—*$7.94 
Suggested Resale $11.91 
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Assortment 708 
7 Wheels—4, 5, 6 inch - - 14 Sets Bushings 
* Respectively $11.53, $8.23 west of Denver. 
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COMTOIS MANAGER 
STANDARD PRODUCTS 
CORBIN SCREW CORP. 


David H. Comtois has been 
named manager of standard prod- 
ucts for the Corbin Screw Corp., 
New Britain, Conn., succeeding 
William M. Caudell, Jr., who has 
resigned to accept a position as 
assistant sales manager of the re- 
frigerator division of Portable 
Elevator Co., Bloomington, III. 


company for the past three years 
handling sales activities. He will 
serve under the direction of Elli- 
ott C. Paddock, general sales 
manager of Corbin Screw Corp., 
specializing in sales direction and 
customer relations, 





URUGUAY FIRM WANTS 
AMERICAN LINES 


Juan M. Gonzalez “Representa- 
ciones’ Ltda., Montevideo, Uru- 
guay, is seeking to establish busi- 
ness connections in the United 
States, and its managing director, 
Marie Antonio Mera, is now in 
New York to exchange views 
with business men in this respect. 
The company has operated since 
1922 exclusively as manufac- 
turers and exporters representa- 
tives on a commission basis. It 
handles the following lines: 
industrial; metals of all kinds, 
plastics, raw materials; chemi- 
cals; industrial chemicals; es- 
sences, naval stores, hardware; 
building materials and hardware, 
agricultural tools; household, ba- 
zaar, toys, fancy goods, cutlery, 
crockery; dry goods, rayon, silk 
and cotton yarns—textiles of all 
kinds, haberdashery; produce; 
fibres, seeds, foodstuffs, bever- 
ages, preserves, dried products; 
paper; pulp, boards and card- 
boards, stationery; and technical; 
machinery, motor cars and spare 
parts, railway and tramcar equip- 
ment, airplanes, naval goods and 
equipment. 

The company’s references in 
New York City are: The National 
City Bank of New York, the 
Royal Bank of Canada, 68 Wil- 
liam St., New York City, and 
the Bank of London and South 
America, Ltd. Mr. Mera’s tem- 
porary address while in the states 
will be c/o the National City 
Bank of New York, 55 Wall St. 





TOASTMASTER NOW HAS 
TWO STAR “E” PENNANT 


The management and em- 
ployees of the Toastmaster Prod- 
ucts Division of McGraw Electric 
Co., Elgin, IIL, recently were 
awarded a second star for their 
Army-Navy “E” pennant, symbol- 
izing continued excellence in the 
production of Navy ordnance ma- 
terial. Since before Pearl Harbor 











devoted its facilities and techni- 
cal skill to war production under 
contracts with the Bureau of 
Ordnance, Navy Department, spe- 
cializing in the manufacture of 
anti-aircraft ammunition compo- 
nents widely used by the Navy’s 
fleet of aircraft carriers, cruisers, 
and transport ships. 





RODEFELD CO. NAMED 
LANDERS DISTRIBUTOR 


B. C. Neece, vice-president and 
general sales manager of Landers, 
Frary & Clark, New Britain, 
Conn., recently announced the ap- 
pointment of the Rodefeld Co., 
of Indianapolis, Ind., with 
branches in Richmond, Greens- 
burg, and Connersville, Ind., as 
exclusive distributors for major 
appliances. The company will 
also distribute small appliances 
and household specialties on a 
non-exclusive basis. 





CROSLEY NAMES 
DISTRIBUTOR IN 
NEVADA AND CAL. 


The Crosley Corp., Cincinnati, 
Ohio, has appointed the Heating 
& Air Conditioning Supply, Inc., 
Reno, Nev., as distributor in the 
northeastern part of California, 
and most of Nevada. Company 
maintains a large service shop in 
Nevada, a branch office in Haw- 
thorne, Nev., and a_ subsidiary 
company, Metals Mfg. Co., also 
in Reno. 


MALLON NOW WITH 
TREASURY PROCUREMENT 


E. H. “Gene” Mallon, on leave 
of absence from the Chicago 
Spring Hinge Co., New York 
offices, has recently joined the 
United States Treasury Dept. as 
sales officer, Procurement Divi- 
sion, Property Utilization Sec- 
tion, at 50 Church St., New York 
City. He had previously been 
with the War Department and 
the War Production Board. 








the Toastmaster organization has 


E. H. MALLON 
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SMITH NOW HELLER 
ASST. DOMESTIC 
SALES MANAGER 

Lloyd C. Smith has recently 
been named assistant domestic 
sales manager for Heller Brothers 





‘ 


LLOYD C. SMITH 


Co., Newark, N. J. Before join- 
ing the Heller company, Mr. 
Smith was sales representative for 
the Nicholson File Co., Provi- 
dence, R. I., covering all sales 
territories east of Chicago and 
south as far as Washington, D. C. 
Mr. Smith will make his head- 
quarters in the main offices of 
Heller Brothers Co., at the New- 
ark, N. J., plant. He is a member 
of the Hardware Square Club 
and the Hardware Boosters. 





17TH ANNUAL X CLUB 
LUNCHEON MEETING 
IN ATLANTIC CITY 

The X Club is holding its 17th 
annual luncheon meeting on 
Tuesday, October 17th, at 1 
P. M., at the Marlborough-Blen- 
heim Hotel, Atlantic City, N. J. 





ADMIRAL ANNOUNCES 
THREE DISTRIBUTORS 


Appliance Merchandisers Co., 
Peoria, Ill., has been named dis- 
tributor for all Admiral products 
in central [llinois, according to 
Ross D. Siragusa, president of the 
Admiral Corp., 3800 Cortland St., 
Chicago 47, Ill. The Bimel Co. 
will distribute Admiral products 
in Cincinnati, and Admiral ra- 
dios, refrigerators, and home ap- 
pliances will be distributed by 
the Griffith Distributing Corp., 
pga Ind., in Indianap- 
olis. 





HARTNELL JOINS 
YRAKE ELEC. WORKS 
c Drag, Electric Works, Inc., 
snicago, TMK, manufacturer of 
electric stldeing irons, an- 
nounces the appsintment of Mer- 
ton R. Hartnell ag assistant to 


OCTOBER 12, 1944 





the president, Walter M. Kuehl. 
Mr. Hartnell was formerly plant 
manager of Conelly Iron Sponge 
& Governor Co. 





FARRELL TREASURER 
AM. STEEL & WIRE 


John J. Farrell has recently 
been appointed treasurer of the 
American Steel & Wire Co., 
Cleveland, Ohio, a U. S. Steel 
subsidiary. Mr. Farrell became 
associated with the American 
Steel & Wire Co., in 1922, when 
he was employed as an office boy 
in the New York office. After 
spending some time in the sales 
department he was in the credit 
and claim department, holding 
various positions in that depart- 
ment until 1942, when he was 
transferred to Cleveland as as- 
sistant treasurer of the company. 





RHEEM MFG. CO. BUYS 
STOKERMATIC CO. 


The Rheem Mfg. Co., General 
Electric Bldg., New York City, 
has recently acquired the busi- 
ness of Stokermatic Co., Salt 
Lake City, Utah, a manufacturer 
of automatic coal stokers and 
stoker-fired water heaters and 
basement furnaces. R. S, Rheem, 
president of the Rheem Mfg. Co., 
stated that the company’s en- 
trance into the automatic coal 
stoker field is a further step in 
the rounding out of the Rheem 
line of household utility prod- 
ucts. 


WILCOX HEADS BLOOD 
BANK COMM. FOR POT 
& KETTLE CLUB 


George P. Wilcox has re- 
cently been made chairman of 
the permanent Los Angeles Pot 
& Kettle Club Blood Bank Com- 
mittee. A large group of the club 
members are making regular vis- 
its to the Blood Bank. F. L. 
Gable, housewares buyer for 
Hirsch Mercantile Co., has re- 
cently been elected a member of 
the club. 








AMES BALDWIN WYOMING 
WINS ARMY-NAVY “E” 


Ames Baldwin Wyoming Co., 
Parkersburg, W. Va., has recently 
received notification from the 
War Department that it has won 
the coveted Army-Navy “E” 
Award which will be presented to 
the company and its employees 
later this month. In addition to 
supplying the Army and Navy 
with regular items of shovels, 
spades and scoops, the company 
has also provided the armed 
forces with intrenching shovels, 
“Block Buster” bombs, Navy am- 
munition, armor plate, piton ham- 
mers, pitons and mountain ice 
axes. 
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Simmons, Vacaum Cleaner Ass’n Pres. 


Predicts Rapid Trade Reconversion 


R. J. Simmons, president of the | vacuum cleaning equipment. He 


Vacuum Cleaner Manufacturers | 
Association, recently made the | 


statement, following an associa- 
tion meeting in Cleveland, that 
once demands of war require- 
ments are fully met, the inge- 
nuity of the trades’ manufac- 
turers evidenced in their rapid 
conversion to all-out war produc- 
tion, will be again demonstrated 
in their reconversion and re- 
sumption of the manufacture of 


continued, that a recent an- 
nouncement by the WPB au- 
thorized production of vacuum 
cleaners if no interference with 
war demands was met. As all 
cleaner manufacturers are now 
engaged in war production, the 
quantities and the time will de- 
pend upon the individual manu- 
facturer’s facilities, and the avail- 
ability of materials and man- 
power. 








DU PONT NAMES NEW 
WOOD TREATMENT 
“ARBONEELD” 


E. 1. du Pont de Nemours & 
Co., Wilmington 98, Del., recently 
announced that the chemical for 
hardening wood will be known 
as “Arboneeld.” This process 
which was outlined in the April 
27th issue of Hanpware AcE, is 
the result of general long-range 
investigations conducted over 
many years by the Forest Prod- 
ucts Laboratory of the United 
States Forest Service, du Pont, 
and other groups. 

L, F. Livingston, manager of 
du Pont’s extension division, said 
that the process would enable 
manufacturers to use plentiful, 
low-cost woods, instead of scarce 
costlier varieties. Possible ap- 
plication for “Arboneeld” wood, 
include furniture, flooring, boats, 
machinery parts, veneers, sport- 
ing goods, musical instruments, 
cabinet works, etc. Mr: Living- 
ston states that the process has 
not been developed fully as yet 
in the commercial sense, but has 
reached a point where some pro- 
cessors are nearly ready to begin 
regular treatment of wood prod- 
ucts with “Arboneeld.” 





JOHN LUCAS & CO. 
WINS THIRD GOLD STAR 


A third gold star was recently 
awarded by the U. S. Maritime 
Commission to John Lucas & Co., 
322 Race St., Philadelphia, Pa., 
manufacturers of paints, in recog- 
nition of the company’s note- 
worthy production contribution 
to the Victory Fleet Program. 
This third star symbolizes the 
fourth maritime recognition for 
this company, the first being the 
“M” award received in 1943. 





WESTINGHOUSE ELEC. 
SUPPLY ANNOUNCES 
THREE APPOINTMENTS 

Westinghouse Electric Supply 
Co., Mansfield, Ohio, recently an- 
nounced the appointment of C. 





M. Mackey as manager of the 
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southwest district with offices in | 
Mr. Mackey was | 


Dallas, Tex. 
transferred from Houston, where 
he had been branch manager for 
Westinghouse for several years. 
Also announced was the appoint- 
ment of John L. Johnson as ap- 


pliance manager for the north- | 


western district with headquarters 
in Chicago, and E. M. Lacey as 


eastern district appliance man- | 
ager with offices in New York | 


City. Mr. Lacey succeeds Mr. 
Johnson. 


CALL AUTOMATIC 
WASHER CO.’S PRODUCT 
“AUTOMATIC WASHER” 


The post-war household wash- 
ers manufactured by the Auto- 
matic Washer Co., Newton, Iowa, 
will be designated by the original 
product name of “Automatic 
Washer.” The qualifying words, 
“Laundry Queen,” will no longer 
be used. 











S. W. ANTOVILLE 


whose appointment to the re- 
cently created post of director 
of sales of the United States 
Plywood Corp., 616 W. 46th St., 
New York City, was announced 
in the Sept. 28th issue of Harp- 
WARE AGE. 


PORCELAIN ENAMEL 
UTENSILS STANDARD 
REVISION APPROVED 


A recommended revision of 
Multiple-Coated, Porcelain- 
Enameled Steel Utensils, Com- 
mercial Standard CS100-42 (TS- 
3757) has been approved by the 
majority of manufacturers, dis- 
tributors and users, to which it 
was submitted. Now identified 
as Porcelain Enameled Steel 
Utensils, Second Edition, Com- 
mercial Standard CS100-400, it is 
to be considered effective for new 
production from Oct. 25, 1944. 





EKCO PRODUCTS BUYS 
“WHIPPIT,” “SKIMIT” 


The Ekco Products Co., 19% 
N. Cicero Ave., Chicago 39, Ill, 
has recently announced the pur 
chase of “Whippit,” whip cream 
beater, and “Skimit,” which re 
moves the cream from a bottle of 
milk. The purchase includes al] 
the patents, dies, and tools of 
these items. Both pf the took 
will be added to Ekco’s A & J 
line of kitchen tools. 





STANLEY WORKS WINS 
SECOND WHITE STAR 


The Stanley Works, New 
Britain, Conn., has been pre. 
sented with its second star for 
its Army-Navy “E” pennant. The 
original award was effective Dec, 
1942, and the first star was 
awarded in Nov., 1943. All em. 
ployees will receive a certificate 
bearing two stars, and those who 
have been qualified since the last 
presentation will receive an “E” 
pin together with the certificate. 
A similar award has been re 
ceived by The American Tube & 
Stamping plant, Bridgeport, 
Conn., the steel division of The 
Stanley Works. 


POCOCK DISTRIBUTES 

FOR MAJESTIC RADIO 

J. J. Pocock, Inc., Philadel- 
phia, Pa. has been appointed 
distributor for Majestic Radio & 
Television Corp., 2600 West 50th 
St., Chicago 32, Il]. The Pocock 
organization is a Frigidaire dis 
tributor. 














CROSLEY CORP., “C-DAY” SALES CONFERENCE: More than 100 Crosley distributors, / 
recently attended the first of a series of three similar conferences at the Cincinnati, Ohio, / J\ 
headquarters of The Crosley Corp. The distributors made trips of inspection through th 
company’s various plants in Cincinnati, and Richmond, Ind., and the extensive transmitti ‘| 
facilities of its broadcasting division at Bethan and Mason, Ohio. 

demonstrations of the Crosley radio receivers and Shelvador refrigerators which 
the first peace-time products of the company, to be placed on the market. J. H. Raswus#™ 
commercial manager, outlined the program for the sale and distribution of the peace 
time products, and S. D. Mahan, director of advertising and public relation 
ing division, told of the forthcoming program of national and local adverti#™ 


the sales of Crosley peace-time products. 
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| a Whitney hamper you sell is good insurang™ 
business from the same customers. You win friendgl 
people. For Whitney hampers not only are fine le 
are made with fine workmanship. They will gé 
factory service. They are the kind of qualig , 
pay big dividends by creating confidence 
the goods you sell. 

Stock and feature Whitney hampers 
attention. The name ‘‘Whitney”’ is 
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FLEECE 


POT CLEANER 
A LIBERAL PROFIT MAKER 


The only non-metallic pot cleaner that gives you 
and your customers a double guarantee: 


The Good Housekeeping Seal of Approval 


The maker’s guarantee of satisfaction to 
the user or her money back 


The Golden Fleece Pot Cleaner is an outstanding 
article that has won permanent acceptance as a 
necessary household item wherever it has been 
used. Made of a non-metallic abrasive “anchored”’ 

to an absorbent terry cloth foundation by a plastic 
binder, it overcomes all the objectionable features 

in steel wool and other metals, such as splinters, 
rusting, sogginess, sour odors, lack of uniform 
quality, and rapid disintegration. 

You can stock The Golden Fleece Pot Cleaner 
with confidence in its permanence as a repeat item, 

the full merchandising support of the manutac- 
turer, and the ready demand for it by women 
everywhere, many of whom prefer it to all other 
kinds of scouring devices. 

REMEMBER—when women write unsolicited ' 
letters by the thousands-to say, in effect, “I never 
want any other kind”, you have the best guarantee 
of permanent market preference. It sells on sight 
when displayed on the counter in its self-serving 
carton. 

Alert buyers have placed it at the top of their lists 

of easy-to-sell household items and 
merchants familiar with the needs G 
of their customers are cashing in on 
The Golden Fleece Pot Cleaner. 


Prompt shipment now assured. 
Order an adequate supply from 
your wholesaler for the fall de- 
mand for a satisfactory 
scouring product. 


DOWNY PRODUCTS 
COMPANY 


ORANGE, N. J. 


























































THE SWING IS TO THE NON-METALLIC GOLDEN FLEECE 





LEOMINSTER, MASSACHUSETTS 


LE AGE OCTOBER 12, 1944 
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Flag awarded Janvary 4,1944 Wx Star awarded June 24, 1944 


CHAS. D. BRIDDELL, INC. 


Crisfield, Maryland + Craftsmen in Metal since 1895 
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Meet our Ordnance Foreman, Ernie Ford, old- 
est employee in point of service at Briddell’s. 

Ernie was a kid in short pants, hanging 
around Founder Briddell’s first forge, when he 
got the only employer he’s ever had. Right 
now, Ernie’s vast experience in metal working, 
shop practice, and his ability to “get things 
done,” are lavished on the things Briddell 
makes for war. Come peace, Ernie will be 
promptly “re-converted” to his regular, life. 
time work in this factory on the Chesapeake. 

The standing of Briddell tools with workers 
everywhere is due to the craftsman-care that 
Briddell men like Ernie devote to their jobs. 
Workers themselves, they never forget that the 
tools they make have but one purpose—to help 
others earn a living at their jobs. 


WARTIME MAKERS OF ROCKET PROJECTILES 
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ROYAL ELEC. ACQUIRES 
COLT FUSE BUSINESS 


J. G. Riesman, president of the 
Royal Electric Co., Inc., Paw- 
tucket, R. I., has announced that 
his firm has purchased the entire 
fuse manufacturing business of 
the Colt Patent Fire Arms Mfg. 
Co., including the patents, trade- 
mark, tools and equipment for 
the production of the Colt 
“Noark” renewable cartridge 
fuse. Production of these fuses, 
which are to be called “Royal- 
Noark,” will begin shortly as the 
equipment is being set up in 
Royal’s Pawtucket plant. 





OPA NAMES PLYWOOD 
VENEER DISTRIBUTORS 
INDUSTRY COMMITTEE 


Twelve executives of plywood 
and veneer distributors have 
been appointed by the OPA to 
a Plywood and Veneer Distribu- 
tors Industry Advisory Commit- 
tee. The personnel of the com- 
mittee is as follows: George W. 
Bateman, treasurer, Daniel Buck, 
Inc., Philadelphia, Pa.; Henry 
W. Becker, vice-president, Hen- 
rich Panel Co., Inc., Buffalo; 
N. Y.; Carl T.. Crosby, treasurer, 
New England Panel Co., Everett, 
Mass.; Don L. Davis, Aetna Ply- 
wood & Veneer Co., Chicago, II1.; 
H. D. Florence, secretary-trea- 





surer, Atlanta Oak Flooring, At- 
lanta, Ga.; W. F. Fahs, Califor- 
nia Panel & Veneer Co., Los 
Angeles, Cal.; Philip S. Hill, 
district manager, Harbor Ply- 
wood Corp., Chicago, Ill.; Frank 
Stevens, general manager, Wm. 
Cameron & Co., Inc., Waco, 
Tex.; R. C. Wilcox, vice-presi- 
dent, U. S. Plywood Corp., New 
York City; Ted Thompson, man- 
ager, Plywood Detroit Co., De- 
troit, Mich.; Frank Weaver, 
manager, Reddis Lumber & Ve- 
neer Co., Kansas City, Mo., and 
Louis G. Riecke, Tulane Hard- 
ware Lumber Co., Inc., New 
Orleans, La. 


GEN. ELEC. SUPPLY 
NAMES GALLOWAY 
APPLIANCE SALES MGR. 


James F. Galloway, formerly 
sales manager of the heating and 
air conditioning department, 
General Electric Co., metropoli- 
tan branch, has assumed the 
management of traffic appliance 
sales for the General Electric 
Supply Corp., New York City. 
His new appointment covers sales 
and purchasing of appliances 
broadly designated as traffic ap- 
pliances, which include all heat- 
ting devices, table appliances, 
clocks, sun lamps, fans and the 


like. 








Dodge Promotes the Slogan 
“Blaeprint Now for Tomorrow’s- Needs” 


In an effort to place designing 
orders now for construction to 
be built after the war, F. W. 
Dodge Corp., New York City, is 
promoting the use of the slogan- 
“Blueprint for Tomorrow’s Needs 
Now.” In announcing his com- 
pany’s backing of the campaign, 
Thomas S. Holden, president of 
the Dodge Corp., stated that the 
construction industry will prob- 
ably be able to absorb a great 
part of the manpower demobil- 
ized from the armed forces and 
the war plants due to the vast 
deferred demand awaiting the 
release of critical materials. He 
stated also that less than half of 
the jobs planned for V Day are 
in the design stage. The time to 
design the projects is now so that 
they wil! be ready for immediate 
construction when the manpower 
and materials are ready for use. 

Mr. Holden continued that by 
planning now the period of 
transition that is bound to occur 
between the realm of war and 
peace economy, will be short- 
ened, and also will quickly place 
our demobilized service men in 
active employent. By providing 
such employment for these boys 





as soon as they return we will 
hasten their adjustment to a nor- 
mal way of living once more. 
The slogan and sticker design 
being used in this campaign were 
originated by E. O. Filby, a 
consulting engineer of Kansas 
City, Mo., for the use of the com- 
mittee on water and sewage 
works development of several as- 
sociations. These stickers may 
be obtained from Hibbert Print- 
ing Co., 9 Ewing St., Trenton 7, 
N. J. A minimum order of 500 
stickers will cost $2; 1000—$3; 
each additional thousand up to 
50,000—$1.50 per thousand; and 
each additional thousand above 
50,000 wil be $1.25 per thousand. 
This company will also furnish 
electros the same size as the 
stickers (1% in. square) at $4.50 
per set. Zinc’ etchings of the 
same design in larger sizes may 
be had at the following adele 
up to 7 in. square, $10 per 
8 to 12 in. square, $12.50 pe 
and 13 to 20 in. square $” per 
set. All of the above paces in- 
clude the cost of, packing and 
shipping via parel post or © 
press. 
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PITTSBURGH GLASS CO. 
TO ERECT NEW PAINT 
PLANT AT SPRINGDALE 


The Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pittsburgh, 
Pa., has announced that anew paint 
plant will be erected at Spring- 
dale, Pa. This new plant is coin- 
cident with a nationwide expan- 
sion of this company in improv- 
ing its production facilities and 
adding to its equipment. Expan- 
sion has occurred in all three 
fields in which the company is 
actively engaged, chemicals, paint 
and glass. 

The new plant will service the 
company’s outlets in the tri-state 
area which heretofore were sup- 
plied through the Newark and 
Milwaukee paint plants. 


BENDIX ANNOUNCES 
SEVERAL APPOINTMENTS 


The Bendix Home Appliances, 
Inc., South Bend, Ind., has an- 
nounced the appointment of Paul 
Hichborn as retail merchandising 
manager. He resigned his position 





as merchandise manager of Good- 
erham & Worts, a Hiram Walker 
subsidiary, to accept this posi- 
tion. Mr. Hichborn has spent 
over 15 years in the electrical ap- 
pliance industry, 10 of them as 
retail sales manager of Rex Cole, 
Inc., New York General Electric 
appliance distributor. He was 
alse connected with Electrical 
Housekeeping Inc., Cleveland, 
General Electric appliance dis- 
tributors. The appointments of 
W. A. Becker, as mid-west sales 
manager, C, J. Laufersweiler, as 
west coast sales manager, and 
C. D. Mitchell as southeast sales 
manager, were also announced. 
All three were formerly district 
managers of the automatic home 
laundry. 


ESTABLISH PEHRSON 
HDWE. APPLIANCE CO. 


Paul L. Pehrson, manager of 
a Salt Lake City hardware store 
for the past 10 years, recently 
opened his own store, the Pehr- 
son Hardware & Appliance Co., 
Sugarhouse, Utah. 











First session of the Los Angeles Chamber of Commerce's 








\ 





“Free Consultation Service,” held recently was attended by, 
left to right, front row: Harry Arkin, resident buyer; Norbert 
Shaeffer, industrial designer, and Francis F. Regan, sales 
manager, Union Hardware & Metal Co., wholesalers, Los 
Angeles, Cal. Rear row, left to right: J. A. Carrington, man- 
ager of the Chamber's domestic trade department, who 
originated the idea of holding the sessions; J. A. Romer, 
Pacific Coast merchandise manager, Sears, Roebuck & Co., 
and Dan B. Miner. The service, established as aid to war 
plant operators, is rendered by a panel of merchandising 
authorities, including a wholesaler, retailer, advertising man, 
ssigner of consumer products, and a resident buyer. The 
ultation service is established as a once-a-week event for 
facturers planning to convert in the postwar era, to the 
tien of consumer items. The first session brought forth 
through Owledgment that if Pacific Coast items are to sell 
. ‘. Oat the U. S. they must be of such original and dura- 
. character that a nationwide demand to overcome cross- 
ountry delivery charges will be developed. 
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To the nationally known line 


of Parker Small Hand Tools 
such as Parker Hack Saws, Coping 
Saws and Screw Drivers will shortly 
be added new, post-war, quality tools 
in greater variety. 





WORCESTER 1, MASS. 
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A Complete Line 
of Extra-Value 


LINOLEUM 
SUPPLIES 


For the home and commercial user, here is every 
item in linoleum adhesives and accessories for which 
there is a real demand. Packaged in convenient 
units. Priced to allow full margins for you and at 
the same time unusual value to your customers. 


Lino Wax—Self-Polishing Floor Wax 
Linoleum Paste 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 
Asphalt Emulsion 

Cut Back 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 
Semi-Saturated Felt 62 Lbs. 
Semi-Saturated Felt 42 Lbs. 
Combination Linoleum Felt 42 Lbs. 
Dry Linoleum Felt 34 Lb. 

Asphalt Tile Cleaning Powder 
Dehydrated Linoleum Paste 


WRITE TODAY! 


For complete price list and name of nearest distributor. 
(Distributor’s Note: Some territory still open—write for details). 


LINO-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


"Largest exclusive makers of linoleum adhesives 
in the country” 
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OBITUARIES 








CHARLES W. BEAVER 


Charles W. Beaver, 68, asso- 
ciated director of research and 
product development for The 





CHARLES W. BEAVER 


Yale & Towne Mfg. Co., Chrysler 
Bldg., New York City, passed 
away recently. Mr. Beaver had 
been with the company for 35 
years, having joined it in 1901 
as an assistant in the hoist sales 
department. He was named man- 
ager of that department in 1911. 
He was sent to Europe to make a 
special study of the corporation’s 
export sales, and on the basis of 
the report was appointed man- 
aging director of Yale & Towne’s 
subsidiary companies in Europe 
with headquarters in London, 
England. Two years later he re- 
turned to the U. S. as director 
of export sales. In 1921 he was 
named general sales manager in 
charge of the company’s domestic 
as well as export sales. 

He resigned from Yale & 
Towne and served two years as 
president of the Lockwood Mfg. 
Co., Norwalk, Conn. In 1934 he 
returned to Yale: &* Towne and 
organized a research department 
within the company. He was the 
founder and first president of the 
Electric Hoist Manufacturers 
Association, former president of 
the American Supply & Machine 
Manufacturers Association and 
former president of the Railway 
Supply Manufacturers Associa- 
tion. He is survived by his 
widow, three daughters, and a 
son, 





MINOR CULVER SMITH 


Minor Culver Smith, 76, who 
retired in 1937 as treasurer of 
the C. A. Woolsey Paint & Color 
Co., Jersey City, N. J., died re- 
cently at his home on Brooklawn 
Ave., Short Hills, N. J. A founder 





| of the New Jersey Paint Works, 
| he was vice-president, secretary 


and a director until its merger 
with the Woolsey Co. Mr. Smith 
was an organizer and a former 
director of the Short Hills First 
National Bank. He is survived by 
his widow, and three sons. 





S. R. ZIMMERMAN 


S. R. Zimmerman, 65, vice- 
president of Raybestos-Manhat- 
tan, Inc., Manheim, Pa., and vice- 
president of the board of trustees 
of Franklin and Marshall Col- 
lege, passed away recently at his 
home in Lancaster, Pa. 





JOHN H. MEYER 


John H. Meyer, 64, treasurer 
of the Schaible Co., Cincinnati, 
Ohio, passed away recently in 
Henrotin Hospital, Chicago, Ill., 
as recorded in the Sept. 28 issue 
of Harpware Ace, He and the 
company’s sales manager were 
starting the third day of inter- 
viewing men to cover the com- 
pany’s Chicago territory, when 
he suffered a heart attack. Mr. 
Meyer had been largely re 
sponsible for the development of 
the company’s sales activities in 
the field from the time the firm 
eritered the plumbing field in 
1932, up until the outbreak of 
war. He had also been prominent 
in the hardware trade having 
been associated with it from 
1893, until 1932, when he joined 
the Schaible Co. For the latter 
28 of those years, he was man- 
ager of the Pickering Hardware 
Co., Cincinnati, Ohio. He was 
very active in civic affairs and 
was widely known in both local 
and national Republican circles. 

Mr. Meyer is survived by his 
widow, Loretta Meyer, and two 
daughters, Mrs. Michael Schaible, 
and Mrs. Milton Garvin. 





JOHN 4H. AETER 


HARDWARE AGE 


— — 








Earl A 
of the | 
Clevelan 
cently, i 
After ati 
Universi 
career a 
Clevelan 
Clevelan 
Mr. Bu 
of the | 
later he 
dent. Mi 


widow a 


ES 
Estell 
the hare 
ville, Tl 
army, di 








STOR. 
PHII 
FIFTH 


The § 
of the 
N. J., he 
its fifth 
Philco § 
is produ 
teries fc 
batteries 
ing barg 
dustrial, 
lic utili 
tions. TI 
made to 


MIDW 
EL 


Zs. 3. 
Auburn 
elected | 
Stoker / 
meeting, 
Other of 
time we: 
manager 
Clevelan 
dent; ar 
manager 
Tron & 


surer, 


The | 
tadios fo 
Chicago, 
the metr 
area of 
Warren-' 
Work Ci 


Wi 

" 

The 
Wholess 


nounced 


OCcTO 








Works, 
ecretary 

merger 
. Smith 

former 
Ils First 
‘ived by 
Ss. 


, vice- 
Manhat- 
nd vice- 
trustees 
Il Col- 
y at his 


. 


easurer 
cinnati, 
ntly in 
zo, Ill. 
8 issue 
nd the 
r were 
f inter- 
e com- 
- when 
k. Mr. 
ly re 
nent of 
ities in 
1e firm 
eld in 
eak of 
minent 
having 

from 
joined 
latter 
; man- 
rdware 
le was 
fs and 
1 local 
circles. 
by his 
id two 
haible, 


AGE 


EARL A. BURR 


Earl A. Burr, 66, vice-president 
of the Cleveland Quarries Co., 
Cleveland, Ohio, passed away re- 
cently, following a long illness. 
After attending Western Reserve 
University, he began his business 
career as assistant auditor of the 
Cleveland Stone Co., later the 
Cleveland Quarries Co. In 1928, 
Mr. Burr was elected secretary 
of the company, and 10 years 
later he was elected vice-presi- 
dent. Mr. Burr is survived by his 
widow and a daughter. 





ESTELL WALDEN 


Estell Walden, 27, who was in 
the hardware business in Green- 
ville, Ill., before he entered the 
army, died in action in France on 





Aug. 13th. A member of the in- 
fantry he would have completed 
his first year in the army in 
September. He is survived by 
his wife, his mother, a sister and 
a brother. 


- JAMES C. WATSON 


James C. Watson, 66, formerly 
treasurer of Jones & Laughlin 
Steel Corp., Pittsburgh, Pa., 
passed away recently at his 
home in Sewickley, Pa. Mr. 
Watson, who joined the company 
at the age of 16, retired from 
active service with the company 
in 1942 after 48 years. He had 
also been a director. Mr. Wat- 
son was a Mason, and a member 
of the Duquesne Club. -He is 
survived by two daughters, and 
seven grandchildren. 








STORAGE BATTERY DIV. 
PHILCO CORP. WINS 
FIFTH ARMY-NAVY “E” 


The Storage Battery Division 
of the Philco Corp., Trenton, 
N. J., has recently been awarded 
its fifth Army-Navy “E”. The 
Philco Storage Battery Division 
is producing explosion-proof bat- 
teries for the Navy department, 
batteries for Water Buffalo land- 
ing barges, and for essential in- 
dustrial, railroad, telephone, pub- 
lic utility and mining installa- 
tions. This is the 16th “E” award 
made to Philco plants. 





MIDWEST STOKER ASS’N 
ELECTS OFFICERS 


J. J. Hayes, manager of the 
Auburn Stoker Co., was recently 
elected president of the Midwest 
Stoker Association at its annual 
meeting, held in Chicago, Il. 
Other officers elected at the same 
time were: W. J. O’Neil, branch 
manager, Iron Fireman Mfg. Co., 
Cleveland 11, Ohio, vice-presi- 
dent; and J. G. Beard, assistant 
manager, stoker division, Illinois 
Tron & Bolt Co., secretary-trea- 
surer, 





WARREN-CONNOLLY 

TO DISTRIBUTE FOR 

WARWICK MFG. CO. 
The distribution of Clarion 
radios for the Warwick Mfg. Co., 
Chicago, Il, is to be handled in 
the metropolitan and surrounding. 
trea of New York City by the 
Warren-Connolly Co., Inc., New 








Work City. 


WA PLANS ANNUAL 
TING IN CHICAGO 
- 26, 27, & 28 
& Equipment 
‘ciation, has an- 
nounced that it wl] hold its an- 
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nual meeting on Feb. 26, 27 and 
28, 1945, at the Stevens Hotel, 
Chicago, Ill., to take the place 
of the national convention pre- 
viously scheduled in November of 
this year. The convention was de- 
ferred in response to the request 
from the ODT, that all conven- 
tion-holding organizations cancel 
any further meetings scheduled 
in 1944 that were not definitely 
and urgently war-connected. Con- 
ference booths will be provided 





to facilitate maximum contacts | 


under best conditions between 
manufacturers and wholesalers. 





R. E. COLLINS HAS 
TWO SONS IN SERVICE 
ONE IN INDUSTRY 


The three sons of R. E. Collins, 
sales manager, retail stores divi- 
sion of The Aluminum Cooking 
Utensil Co., New Kensington, Pa., 
are all helping to win the war, 
in the Army, Marines, and in- 
dustry. Capt. Robert Collins, 
Army Air Forces, is now in 
France, Lt. Philip Collins, is in 
the Marine Corps, located at 
Quantico, and Edward Collins is 
associated with the Aluminum 
Co. of America. All three sons 
are graduates of the Cornell 
School of Engineering. 





“WORLD NEWS TODAY” 
SPONSORED BY 
ADMIRAL CORP. 


The Admiral Corp., 3800 Cort- 
land St., Chicago 47, IIl., recently 
announced the renewal of the 
present “World News Today” 
program which is to broadcast 
through the Columbia Broadcast- 
ing System network every Sun- 
day at 2.30 P. M., eastern war 
time. The contract was renewed 
ona year basis, and includes 16 
additional stations to make a 
total of 59 stations. 
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MARY HAS A NEW BABY BUT SAME 
PRE-WAR BISSELL. “| JUST HAVE TO KEEP 
IT SWEEPING!” SHE WAILS “BUT HOW ?” 
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“EASY” SAYS MOM. “IF YOU FOLLOW 
BISSELL’S 3 RULES OF CARE. 1ST- 
EMPTY SWEEPER AFTER EVERY USE 
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(1 *2ND-CUT RAVELINGS, CLEAN BRUSH. 
| (EVEN A‘BISSELL’ NEEDS REGULAR 
CLEANING!) AND 3RD-ADO JUST... .. 
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“ONE DROP OF O1L A MONTH TO WEAR 
SPOTS. YOUR BISSELL SWEEPS CLEAN 
TILL NEW ONES ARE MORE PLENTIFUL!” 
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WAY ARE THESE ADS 
LUKE ICEBERGS ? 


you by maintaining Bissell’s name and reputation 


BISSELL CARPET SWEEPER CO. 


Grand Rapids 2, Michigan 






BECAUSE there’s more to them than meets the eye! 


* A LITTLE CARE MEANS LONGER WEAR” 


BISSELL SWEEPERS 


Sweep QUICKLY - Empty EASILY 
klet “ABC OF BIS 
















The part that shows is the help they give your 
customer in keeping her old sweeper sweeping. 


The part that doesn’t show is the help they give 


in your customer’s mind. 


And that’s the biggest part—as far as you’re 
concerned! Because when production restrictions 
are lifted, Bissell’s wartime advertising will have 
made sure that “Bissell” will again offer you all 
four of the factors that mean profits in your busi- 
ness—fine products, quick turn-over, fair margins 
plus assured customer acceptance! 
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Revokes Less Than Box Lot 


Premium on Ammunition Sales 
List Ceilings on More Types 


The 25 per cent premium pre- 
viously allowed on ammunition 
for civilian use, when sold in 
less-than-box lots, has been re- 
voked, the OPA announced on 
Sept 29. At the same time, ceil- 
ing prices were listed for many 
additional types of ammunition 
recently released for ‘sales to 
civilians by a War Production 
Board order. Maximum price 
for single shells in the future 
will be determined by dividing 
the full box price by the number 
of shells in a standard box, OPA 
said. This will mean lower re- 
tail prices for single shells and 
cartridges. 

In Sept., 1943, when OPA 
issued ceiling prices for some 
types of ammunition for civilian 





use, dealers were permitted to 
add a premium of 25 per cent 
of the box price on sales of less 
than one box of shells or car- 
tridges. This was done to ac- 
commodate the practice of some 
sellers who customarily charged 
such a premium. Less-than-box 
sales accounted for a small pro- 
portion of the total volume of 
retail sales, and were confined to 
rural localities. 

The agency said that experi- 
ence during the past hunting sea- 
son showed conclusively that the 
25 per cent premium afforded an 
avenue for widespread evasion. 
Many dealers withheld sales in 
full boxes and instead, broke 
boxes, insisting that customers 


OPA said that a large number o 


buy at the single shell price. 


complaints against this abuse, in- 
volving dealers who never before 
sold in less than full boxes, were 
made in all parts of the country.|a few of these types follow: 





f | additional types of shells and car- 
tridges now available were listed 
in dollars and cents. 

Some sample retail prices for 





Lone Rance SHotcun S 
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these provisions. 


Maximum 
Length Powder Ozs. Shells Price 
Gage of Shell Drams Shot Per Box Per Box 
12 3-in. 4% 156 ch. 25 $1.83 
20 2%-in. 2% 1 ch. 25 1.32 
RecuLaR SHOTGUN SHELLS : 
10 2%-in. 4% 1% soft 25 1.32 
16 2 9/16-in. 2% 1 ch. 25 1.01 
Sranparp Vetocity Rim Fire CartrRipces 
Shells 
Caliber Description Per Box Per Box 
.22 I ORT ee a re ee 50 22 
22 BN 6 xara, fnelvaw dca dvs o'Tt ied 50 34 
.22 Waka Bee Aaeeenetls. 5 sess ce des c32 50 56 
CENTER Fire CARTRIDGES 
.22 MR 568 Go oT id th ia yates Lc meine 50 1.69 
SE TD os a iw ds sacxneye tect cdsnuets 20 141 
TT er en ee ee! 20 1.46 
32 ORES OE |. ios he PEL Fe eS 50 1.63 
38 NY i Se ere ee 50 1.40 
ae 50 2.22 


45 Colt 
Amendment 175 to Revised Supplementary Regulation 14 to the 
General Maximum Price Regulation, effective Sept. 30, 1944, made 








Cancel Prodaction Pool On Alarm Clocks— 
Slight Production Increase Expected 


Production of spring - driven 
and electric alarm clocks for the 
third quarter of this year is esti- 
mated at 1,260,000—a slight in- 
crease over second quarter pro- 
duction—War Production Board 
officials reported to the Non- 
Jeweled Clock and Watch Man- 
ufacturers Industry Advisory 
Committee recently, WPB an- 
nounced Sept. 20. 

Government officials expect 
production of approximately 1,- 
750,000 alarm clocks during the 
fourth quarter, and about 2,500,- 
000 alarm clocks during the first 
quarter of 1945. Compared to 
the pre-war rate of production, 
estimated at about 12,500,000 
alarm clocks per year, output 
will remain small. The indus- 
try’s war production schedule is 
still heavy, and will remain so 
until the defeat of both Ger- 
many and Japan, the committee 
said. 

The pooling plan for distribu- 
tion of war alarm clocks will 
be discontinued Oct. 31, officials 





told. the committee. Under this 





plan, which has been operating 
since the beginning of 1943, 
manufacturers have pooled their 
production of war alarm clocks. 
The clocks, bearing neither a 
brand name nor a_ trademark, 
are divided by WPB among pre- 





war manufacturers of clocks and 
distributed through normal 
wholesale and retail channels. 

The pooling plan is being 
abandoned in line with WPB’s 
policy of eliminating wartime 
controls wherever possible, and 
permitting industry to return to 
peacetime practices, WPB offi- 
cials said. 








To Make “B” Hearing Aid Batteries 
On Industry Wide Basis Says WPB 


Production of “B” hearing 
aid batteries will again be au- 
thorized on an_ industry-wide 
basis, the War Production Board 
said Sept. 27. 

Distribution controls, which 
were established by Direction 2 
to Limitation Order L-7l on 
Aug. 10, 1944, expired Oct. 1, 
1944, and will not be renewed. 

During the third quarter of 
1944, manufacture of “B” hear- 
ing aid batteries by two of the 
five manufacturers in the indus- 
try was curtailed drastically to 
permit increased production of 
urgently needed military bat- 





teries in their plants. The cut 
was offset by increased produc- 
tion of “B” hearing aid batteries 
by two other manufacturers, and 
the batteries were channeled to 
the distribution outlets of all the 
former manufacturers. In the 
fourth quarter, it will not be 
necessary for WPB to control 
distribution in this manner, 
since it is possible, without 
detriment to the war effort, to 
authorize all five manufacturers 
to produce on a limited basis. 
Purchasers of “B” hearing aid 
batteries will therefore be in a 
position to utilize their normal 


MORE MATERIAL FOR 
ELECTRIC WATER 
HEATERS 


Additional material has been 
authorized to increase fourth- 
quarter production of electric 
water heaters for civilian use 
from 12,500, as originally ap- 
proved, to 30,000, the War 
Production Board’s Office of 
Civilian Requirements announced 
recently. 

Production of electric water 
heaters for civilian use was re- 
sumed during the third quarter 
of 1944, beginning July 1, at the 
rate of 12,500 for the quarter. 
Prior to that time production for 
civilians had been prohibited 
except when it was found neces- 
sary to allow some production on 
an appeals basis. Order L-185, 
controlling production of water 
heaters, will be amended soon to 
provide for the increase in pro- 
duction permitted by the add’ 
tional allocation of material, 

Production of electri aed 


heaters for the armed ress 
and for the Natio ey 
in ie 


Agency is not i 





sources of supply. 


30,000, WPB expained. 
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Wholesale and retail prices for 69 
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A new principle .... new ' 
results! Improved combus- 
tion licks smoke problem 
giving user new standard 
of cleanliness, heating effi- 
ciency and fuel economy. 


. Soe wp amt Se Proving to be the “hottest” eine mae 
Lat ous — oe circulator type heater on 

’ Front feed with SMOKE 
3 tapes dealers’ floors today. Write peadeh: shentttne ois 
quarter for Exclusive Dealer Fran- facing —~ incuses det 
, at the : chise. walls and curtains. 
quarter. 
tle for | MALLEABLE IRON RANGE CO. 


2404 Lake St. Beaver Dam, Wis. 
Ask to receive the monthly "MONARCH REPORTER” 





MALLEABLE 





»Patent Pending 
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RI THE NEW TA-PAT-CO 
Outdoor-sports-loving America is going to turn again toward 
old favorite haunts on outdoor trails after the war is won. 
Millions whe love to hunt, fish, camp in the great outdoors 
will have long want lists for new equipment. And when they 
inspect the new lighter, warmer, more compact Ta-Pat-Co 
sleeping bag, it’s going to be right up at the head of the list..a 
top seller with sporting goods dealers everywhere. Our entire 
production is now going to supply the armed forces, but 
through advertising in national outdoor magazines, we are 
laying the foundation for your future 
sales of Ta-Pat-Co sleeping bags 

and other outdoor sports equip- gs 
ment. +> Your wholesale sport- 
ing goods distributor will sup- 
ply you with Ta-Pat-Co 
when it is again avail- 
able for civilian use. 









TA-PAT-CO STAY-A-FLOAT HAS 
GONE TO WAR, When peacetime returns this 


famous patented life-save and swim vest will again 
make water sports safe for young America. 


ILDING YOUR AFTER-WAR SP 


TA+PAT-CO KAPOK PRODUCTS 

pee Life Save Vests © Duck Hunters’ Life Save Vests © Stay-a-Floet 
Child's Swimming Belts © Life Save Cushions © Outing Cushions 
Teboggan Cushions © Ring Buoys © Boat Fenders © Camp Cushions 
Camp Mattresses © Parkas © Sleeping Bags © Dog Mats 


B 








In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 
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| lent of ammunition cups and 


| extruded shapes and ammunition 


| pipe—brass mill copper prod- 
|’ ucts—plate, 


For Repairmen 


The War Production Board on 
Sept. 28 clarified the provision 
covering the amount of copper 
wire and cable that electricians, 
electrical contractors and repair- 
men of domestic appliances; 
radios, and refrigerators are per- 
mitted to purchase under pro- 
visions of ~Controlled Materials 
Regulation 9-A. 

Under no condition, officials 
emphasized, should any repair- 
man buy or any wholesaler sell 
any copper wire or cable for elec- 
| trical conduction under the pro- 
| vision of CMP Regulation 9-A, 
| which permits repairmen covered 
| by the regulation to purchase 
each quarter a total of 500 lbs. 
of copper and copper base alloy 
brass mill and foundry products. 
It is not intended that wire mill 
copper products, including wire 
| and cable (bare, insulated, ar- 
mored, and copper clad steel) for 
electrical conduction be _ pur- 
chased under the 500 Ib. classi- 
| fication. 

Only the following products 
; may be purchased under that 
provision: 

Brass Mill Products: Alloy 
| sheet and strip-alloy plate, sheet, 
and strip (including strip equiva- 





| discs) ; alloy rods, bars and wire 
including extruded shapes—alloy 
rods, bars and wire (including 


slugs) ; alloy seamless tubing and 


sheets, and strip; 
rods, bars, and ‘wire, including 


WPB Clarifies Copper Wire Rales 


Under CMP Reg. 9-A 


wire bars and ingot bars, or rod 
and wire for electrical conduc- 
tion) ; tube and pipe. 

Foundry copper and copper- 
base alloy products — Castings 
(before machining). 

CMP Regulation 9-A does, 
however, permit certain repair- 
men to purchase $150 worth of 
copper wire and cable each quar- 
ter or one-eighth of what the pur- 
chaser used in making repairs in 
1941 (figured as accurately as 
possible in dollar value), which- 
ever is more. Only refrigeration. 
radio, and domestic appliance re- 
pairmen and electricians and 
electrical contractors are eligible, 
however, officials explained. 

This wire or cable may be pur- 
chased and sold only for the uses 
specified in CMP Regulation 
9-A, mainly maintenance and re- 
pair work. Additional wire is 
permitted, however, under con- 
ditions outlined in the regulation 
for connecting-up purposes and 
for reconditioning work. 

Electrical contractors and rex 
pairmen doing maintenance and 
repair work for businesses listed 
in Schedules I and II of CMP 
Regulation 5 and 5-A should find 
it advantageous to use their 
customer’s MRO symbol to buy 
the copper wire and cable need- 
ed, rather than to buy it under 
the V-3 allotment symbol of 
CMP Regulation 9-A. Purchases 
under the latter regulation may 
then be used for civilian mainte- 





extruded shapes (not including 


nance and repair work. 








Cancellation of Rubber Footwear Ration 
Doesn’t Free Dealer From Retaining Record 


Dealers handling rationed rub- 
ber footwear (men’s rubber boots 
and rubber work shoes) are to 
continue to keep their ration rec- 
ords until further notice is given, 
the Office of Price Administra- 
tion said Sept. 30. 

Under the original regulations, 
manufacturers and wholesalers 
were required to keep sales rec- 
ords, and all establishments were 
required to keep inventory rec- 
ords, for a period of two years. 
The first inventory records were 
made shortly after the ration pro- 
gram started two years ago this 
month—Sept. 29, 1942. Since 





complete records are necessary to 
the operation of the program, ac- 
tion is now taken to insure that 
they will be kept available at 
least for the duration of the ra- 
tion order, and longer if it is 
found necessary. 

OPA gave assurance, however, 
that rubber footwear dealers will 
not be asked to continue keeping 
records any longer than reason- 
ably deemed necessary. Amend- 
ment 14 to Ration Order 6a— 
Men’s Rubber Boots and Rubber 
Work Shoes—effective Sept. 29, 
1944. 
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Material has been authorized 
for the production of 30,000 do- 
mestic type oil burners during 
the fourth quarter of 1944, for 
replacement and hardship cases, 
the War Production Board an- 
nounced Sept. 19. 

Production of this type of oil 
burner has been prohibited since 
April 15, 1942, but essential 2e- 
placements have been made from 
inventories of manufacturers 
and dealers. These inventories 
have become depleted, however, 
and individual consumers are 
now experiencing considerable 
dificulty in finding burners to 
meet their requirements. For 
this reason it was necessary to 
1esume production of the do- 


30,000 Domestic Type Oil Burners 
Aathorized for 4th Quarter, 1944 


mestic type burners, WPB off- 
cials explained. 

Although material has been 
authorized for production during 
the three months beginning Oct. 
1, WPB officials do not expect 
that any appreciable quantity of 
these oil burners will be on sale 
until early in December. 

Order L-74, controlling oil 
burner production, will be 
amended soon to permit the re- 
sumption of output of domestic 
type oil burners. Until L-74 is 
amended, only those producers 
who can qualify under the “spot 
authorization” procedure estab- 
lished in Priorities Regulation 
25 will be permitted to begin 
production of domestic oil burn- 





ers, WPB said. 








Work glove ceiling prices for the 

63 manufacturers who have re- 
ceived authorized ceiling prices 
by OPA individual orders since 
May 22, 1944, were increased hy 
4 per cent on and after Sept. 1, 
1944, that ageniey announced. 

This increase is necessary to 
bring the ceilings authorized in 
the individual orders in line 
with the new manufacturers’ 
ceilings authorized by Amend- 
ment 2 to Revised Maximum 
Price Regulation 506, which be- 
came effective Sept. 1, 1944 
(OPA-4712). 

There will be no change in 
the retail prices of the work 
gloves which are allowed a 4 per 
cent increase at the manufac- 
turing level by this action, OPA 
said. Ceilings for regular sales 
at wholesale also are increased 
by this action to allow the same 
wholesale percentage markup 
that was provided by the recent 
amendment to the regulation. 
However, these percentage mark- 
ups require wholesalers to ab- 
sorb 1 per cent of the manufac- 
turers’ increase. 

There is no change in the 
dollar-and-cent retailers’ prices 
for these gloves. They are 
priced from the lists given in the 
recent amendment and the listed 
prices are set at levels which re- 
quire the retailer to absorb 3 
per cent of the manufacturer’s 
increase when purchasing 
through a wholesaler and the 
total 4 per cent increase when 
purchasing directly from the 
manufacturer. 

The percentage amounts that 
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both wholesalers and _ retailers 
are required to absorb on the 


63 Work Glove Makers’ Ceiling 
Prices Increased 4 Per Cent By OPA 


the same percentage amounts 
they were required to absorb on 
the gloves repriced at the manu- 
facturing level by the recent 
amendment to the regulation. 

The work gloves affected by 
this action are styles that are not 
made according to War Produc- 
tion Board’s established specifi- 
cations. However, they are 
manufactured by special permis- 
sion of WPB. Previously these 
glove prices were covered by 
OPA orders 1 through 63. 

(Amendment No. 1 to Order 
Nos. 1-21, inclusive, Amendment 
No. 2 to Order No. 22 and 
Amendment No. 1 to Order Nos. 
23-63, inclusive, under Section 
4(b) of Revised Maximum 
Price Regulation 506—Maximum 
Prices for Staple Work Gloves 
—effective as of Sept. 1, 1944 
made these provisions. 





GLUE SMALL ORDER 
EXEMPTION UPPED 


Among other recent amend- 
ments to chemicals order M-300, 
WPB increased the small order 
exemption for glues to 10,000 
pounds of hide and extracted 
bone glue (formerly 1,200 lbs.) 
and an additional 10,000 lbs. of 
green bone glue (formerly 6,000 
lbs.) per quarter. While this 
relaxation reflects an improved 
supply of glue, WPB warns that 
controls will be maintained to 
guard against possible interfer- 
ences with imports of bones. 

Suppliers are now required to 
file with WPB Form 2947, for al- 
locations of glue, and customers 
are to furnish suppliers with 
certified statement of proposed 
use for all orders in excess of the 





gloves covered by this action are 





1944 





above exemption limits. 








THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 


gapani oC A 
X-PANDOTITE 


Wow a can be cold { Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
‘nome action causes a permanent, perfect, strong 

nd. No other cement has this amazing advantage 


FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


Us Easy te Use _ oid it, trowel it, or 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


I's Economical — You won’t have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes nefains last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap, or caustic solutions. 








Order from your nearest job- 
ber. If his stock is short, write 
us and we'll arrange for 
delivery, 










X PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 
please write! 







X-PANDO CORPORATION 


43-15 36th Street ” 


Long Island City 1, N. Y 









How the Army 
Moved Inland 
on D-Day 


Everything set. Everybody rearing to go. Then 
MI learned of new, formidable barriers of giant, 


hardened, barbed wire. 


Cables sang. Could Porter devise, and supply 
immediately, a heavy-duty, Porter military-type, 
barbed-wire cutter. We could, and did in quan- 
tity. D-Day, our Army moved inland behind the 
Combat Engineers who opened up the super- 
barrier in seconds! 


This is one reason why you haven't gotten all the industrial 
Porter Cutters you wanted. Nevertheless, in each of the 
war years we have supplied our jobbers with more tools 
than in any pre-war year. 


By doing without some numbers, you played your part 
in that magnificent achievement of invasion. Well worth 
your forbearance, wasn't it? 


To show our appreciation, we'll speed up deliveries in 
wanted types just as fast as possible. More than that, we 
have a wholly new program to produce volume for you. 


Details will be on your desk soon. 


PORTER Alte CUTTERS 








E AWARD JAN. 1943 
and 
3% AWARD MAR. 1944 





Everett 49, Mass. 























The War Production Board has 
authorized six manufacturers to 
produce a total of 630,000 alumi- 
num pressure canners during the 
fourth quarter of 1944 and the 
first two quarters of 1945, Under 
Direction 1 to L-30-d, each of 
these manufacturers is authorized 
to produce one third of its quota. 
The same manufacturers had pre- 
viously been authorized to pro- 
duce a total of 400,000 alumi- 
num pressure canners for the 
1944 canning season. 


630,000 Pressure Canners May 
Be Made in Next Nine Months 


| Quarterly quotas of the six 
| manufacturers are: Burpee Can 
Sealer Co., Barrington, Ill., 35,- 
000; National Aluminum Mfg. 
Co., Peoria, Ill., 23,000; Wiscon- 
sin Aluminum Foundry Co., Man- 
itowoc, Wis., 15,000; Pressure 
Cooker Co., Denver, Colo., 500; 
National Pressure Cooker Co., 
Eau Claire, Wis., 130,000 and 
Lakeside Aluminum Co., Minne- 
apolis, Minn., 6500. The canners 
may be made in any capacity of 
seven one quarter jars or more. 











Repair shops needing stand- 
ard model, rebuilt fractional 
horsepower motors for replace- 
ment purposes may obtain in- 
formation from the War Produc- 
tion Board regarding the ac- 
quisition of such motors, WPB’s 
Electrical and Mechanical Re- 
pair Section announced Sept. 23. 

Information regarding the ac- 
quisition of rebuilt motors for 
repairing domestic refrigerators, 
washing machines, oil burners, 
coal stokers, commercial _re- 
frigeration systems, pumps or 
any other motor-driven appli- 
ances can be obtained by writ- 


WPB Offers Information for Obtaining 


Data as to Acquisition of Rebuilt 
Fractional H.P. Motors for Repairs 


Motor Section, WPB, Temporary 
“E” Building, Washington 25, 
D. C. That office receives re- 
ports on used motor sales and 
deliveries and maintains current 
records of the availability of re- 
built motors. 

The supply of new motors for 
civilian repair needs is still in- 
sufficient and deliveries of those 
that are available are often con- 
siderably delayed, officials ex- 
plained. Demands from the army 
services for small fractional 
horsepower motors are respon- 
sible for the shortage, WPB 





ing to W. T. Wessels, Used 


said. 








OPA, on Sept. 21, announced 
that RO 17 had been changed 
freeing from rationing any non- 
leather shoes made with rubber 
soles. Shoes containing leather 
remain on the rationed list, re- 
gardless of whether or not they 
have rubber soles. No change is 





Rubber Soled Non-Leather Shoes 
Released From Ration Order 17 


made in the regulations covering 
men’s rubber boots and rubber 
work shoes. This change means 
that non-rationed types of shoes 
—the kinds made with canvas or 
other fabric uppers—will now be 
permitted to be made with rub- 
ber soles. 








Use of Form WPB-547 (for- 
merly PD-1-X) for the assign- 
ment of preference ratings on 
dry cell batteries was discon- 


tinued Oct. 1, 1944, the War 
Production Board has an- 
nounced. 








This applies to all types of 


Discontinue WPB-547 Ratings 
On Dry Cell Batteries 


dry cell batteries used by civ- 
ilians: No. 6, flashlight, railroad 
lantern and radio batteries. Dis- 
continuation of the use of Form 
WPB-547 for this purpose will 
eliminate a large amount of 
paperwork for both the trade and 
Government, WPB said. 
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Tire dealers, except those de- 
fined as “mass distributors” by 
the War Production Board, were 
required Sept. 26 by the Office 
of Price Administration to take 
a quarterly inventory of tires for 
that agency. For the purpose of 
this order, a “mass distributor” 
has been defined by OPA as 
“any dealer who sells tires and 
tubes manufactured for him 
under his own brand or trade 
mark, and whose sales volume 
in 1941 exceeded 50,000 tires 
or 100,000 tubes.” 

The Office of Price Adminis- 
tration also said that all dealers 
who are now required to take 


Tire Dealers Excepting “Mass Distribators”’ 
Mast Take Quarterly Inventory of Tires | 





quarterly inventories were to re- 
port these inventories for the 
quarter ending Sept. 30. Here- 
tofore only a small number of 
the 100,000 dealers in the coun- 
try have actually had to report 
their inventories, since the Office 
of Price Administration 
merely taken a “sampling” of 
inventories 


fore Sept. 30, dealers 


has | 


each quarter. Be- | 
were | 


mailed the OPA’s inventory re- | 


porting Form “R-17” and were 
required to fill out and return it 
within three days after Sept. 30. 
Amendment 87 to Ration Order 
1A—Tires—effective Sept. 29, 
1944, made these provisions. 








L-30-c Cancellation Will Not Boost 
Cast Iron Ware Production But Does 


Eliminate Restriction On Items Made | 


Limitation Order L-30-c, is- 
sued Oct. 23, 1942, to control the 
production of cast iron kitchen 
utensils, has been revoked, since 
pig iron is no longer critical, the 
War Production Board said 
Sept. 29. 

Production is not expected to 
increase as a result of the revo- 





cation of the order because all 
cast iron ware manufacturers are 
already producing at capacity 
with facilities not needed for 
war work. 


However, manufacturers may 


now make any desired type of 
cast iron ware. 








War Production Board Discontinues 
Its Redistribution Activities 


As of Sept. 30, 1944, the War 
Distribution Board discontinued 
its redistribution activities. In 
making this announcement the 
WPB emphasized that regional 
offices of the Reconstruction 


- Finance Corp. are disposing of 


producers’ goods—raw materials, 
capital equipment, etc., while 
the regional offices of the Pro- 
curement Division of the Trea- 
sury Department are disposing 
of consumers’ goods at the pres- 
ent. 








DENIM FROZEN FOR 
ARMY, NAVY USE 


To provide for the manufacture 
of essential types of civilian 
men’s work clothing, and for 
Army and Navy requirements, in 
view of extreme shortages of 
denim, WPB has “frozen” the use 
of denim in the hands of manu- 
facturers, by a Direction under 
Order M-379. By this direction, 
no manufacturer may cut or use 
any denim (2.20 yard or heavier, 
28-inch basis). that he has on 
hand or may acquire, except for 
garments to fill orders of the 
Army or Navy; men’s bib over- 
alls (sizes 30 and larger) ; men’s 
waistband overalls or dungarees 
(sizes 28 and larger); or men’s 
overall jackets, lined and unlined 
(sizes 34 and larger). 

Also, after Oct. 1, no manu- 
facturer may use denim (2.20 
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yard or heavier) unless he uses 
not less than 70 per cent of each 
month’s quota for men’s bib 
overalls or men’s overall jackets, 
and not more than 30 per cent 
for men’s waistband overalls or 
dungarees. 


NO ROTENONE FOR 
FLEA CONTROL 


Because of the extremely re- 
stricted supply, earlier plans for 
releasing a limited amount of 
rotenone for the manufacture of 
preparations used in the control 
of fleas and ticks on human 
beings and household animals 
have now been revised, the War 
Production Board reported on 
Sept. 29. 

According to Chemicals Bu- 
reau officials, no rotenone can be 
made available for flea control 
preparations at this time. 












FROM THIS ROCKY RIVER OIL STONE.. 



































































-«» Comes the World’s Finest 


KNIFE SHARPENER 


Throughout the world, Rocky River oil stone 
is recognized for its superior sharpening quali- 
ties. It 1s from this high grade stone that Berea 
carefully selects the most desirable pieces for 
cutting and finishing into the popular, quick 


moving oil stone bearing the Rocky River name. 





Can be used with water or oil as desired. 
8” x 2” x 1" size is popular for bench and tool 
chest. Weight, boxed, 1% lbs. At your Jobber. 


BEREA ABRASIVES 


Division of The Cleveland Quarries Co. « Cleveland, O 











= profits! 






FOR WINTER 


“WEATHER PROFIT”. 












Order Your 





terling ROCK SALT 


NOW! 


EVERY WINTER SNOWFALL 
proves a profit windfall for mer- 
chants featuring Sterling Rock 
Salt. Customers demand it for 
use on steps, sidewalks and 
driveways. Sterling “Auger-Ac- 
tion” Rock Sait sottens up dan- 
gerous ice for easy removal. No¥ 
chopping. No pick-work! 

Order now, so you'll have 
stock ## your store when winter 
weather strikes. Prepare to sell 
not only to householders but to 











other retailers, to apartment houses, to hospitals and 
other institutions, to city and county governments, office 
buildings, etc. Go after ail the “Weather Profit” that 


-winter storms bring! 


Order NOW from your jobber 





CAR DRIVERS 
need an EXTRA bag! 


Sell every driver at least two bags 
—one for home, one to keep in 
his car for emergency. Don't 
miss this opportunity for double 





INTERNATIONAL 
SALT COMPANY, INC. 





Scranton, Pa. 





A stack of 10-Ib. 
As effective 7 eee 
Packed 6 to a container 


with free advertising mate- 

rial. Also packed in 100-Ib. 

bags. , Newspaper mats 
on 


be 








(Washington Bureau 
of HARDWARE AGE) 

The War Manpower Commis- 
sion has removed all manpower 
controls for veterans of the pres- 
ent war, effective Sept. 27. WMC 
Chairman Paul V. McNutt said 
the action was taken to speed the 
reemployment of returning vet- 
erans and to remove all employ- 
ment obstacles in the way of their 
return to civilian life. 
Approximately 1,500,000 already 
discharged veterans will be af- 
fected by the order, as well as 
the 50,000 or 60,000 that are 
being discharged monthly. 

The relaxation of controls will 
make it considerably easier for 
prospective employers to hire vet- 
erans. Under the order veterans 
of the present war are not re- 
quired to secure or present state- 
ments of availability in order to 
change jobs. Veterans may also 
be hired by any employer without 
referral by USES or other author- 
ized referral channels. How- 
ever, any veterans of the present 
war who seek employment 
through USES will be entitled to 
a referral, as a matter of right, to 
any job if his choice, without 


War Manpower Commission 
Removes Controls For 
Second World War Vets. 


Veterans, male, female, defined as 
those with other than dishonor- 
able discharges, who served armed 
forces subsequent to Dec. 7, 1941. 


regard to the essentiality or 
priority status of such job. 
Veterans of the present war 
may be hired without regard to 
employment ceilings. However, 
all employees who are veterans 
of this war will be counted 
against an established employ- 
ment ceiling unless the applicable 
local employment - stabilization 
program provides for the exemp- 
tion of veterans from employment 
ceiling determinations. No work- 
ers other than veterans of the 
present war and any other groups 
that may be exempted locally may 
be hired if employment is at or 
above the established ceiling. 
The order applies to veterans 
who have served in the armed 
forces subsequent to Dec. 7, 1941, 
both male and female, and have 
other than dishonorable dis- 
charges. Local offices of USES 
will continue to give all possible 
placement and counsel assistance 
to returning war veterans, and al- 
though such veterans may be re- 
ferred without regard to priority 
referral, local USES offices will 
continue to offer referral and 
priority and other essential open- 





ings to veterans. 








Bicycles, permitted to be made 
only in two of the 12 bicycle 
plants during the last two years, 
may again be produced on an 
industry-wide basis, the War 


Production Board said on Sept. 
23. This permission, is, of course, 
subject to the availability of ma- 
terials and manpower. 

The terms under which manu- 





| facturers may apply for permis- 








| sion to make bicycles are estab- 








Bicycles May Again Be Made On 
Indastry Wide Basis, Subject 
To Materials, Manpower Supplies 


lished in Limitation Order L-52, 
as amended, Sept. 23. 

Sturdier, heavier models may 
be made, but the average weight 
per bicycle will still be lower 
than the pre-war average of about 
50 Ibs. The amended L-52 raises 
the permitted maximum weight 
per bicycle, exclusive of tires 
and tubes, from 31 to 42 Ibs. 
Bicycles may again be equipped 
with chain guards, skirt guards, 
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and stands, which had been pro- 
hibited since March, 1942. Any 
style of bicycle frame may be 
used, and the minimum per- 
mitted frame measurement has 
been reduced from 20 to 18 
inches. Production of luggage 
carriers, tanks, truss rods, braced 
handlebars and spring forks is 
still prohibited. Restrictions on 
the production of repair parts 
have been removed. 

The use of trademarks, pro- 
hibited for two and _ one-half 
years, is permitted. 

Manufacturers who are author- 
ized to produce bicycles for civ- 


ilians may also fill Army and 
Navy orders for bicycles. The 
Westfield Mfg. Co., Westfield, 
Mass., and the Huffman Mfg. Co., 
Dayton, Ohio, the two manufac- 
turers previously permitted to 
manufacture bicycles under L-52, 
may continue to produce under 
that authorization until Oct. 31, 
1944. Manufacturers who have 
been authorized to make bicycles 
as the result of an appeal may 
continue to produce to the extent 
of their authorizations. 
Limitation Order L-52-a, re- 
stricting the sale and delivery of 
new adult bicycles, was also re- 





voked at the same time. 








Bicycles Now Sold Ration Free— 
Records Must Be Retained 


Rationing of bicycles was 
ended Sept. 23 by the Office of 
Price Administration. “This ac- 
tion was taken,” OPA Adminis- 
trator Chester Bowles said, “be- 
cause so few bicycles are on hand, 
and so few scheduled for produc- 
tion that rationing now serves 
little useful purpose.” 





Although bicycles are taken off 
rationing by this action, bicycle 
dealers are required to hold all 
records of rationing sales, inven- 
tories, etc., for six months. 
Amendment 11 to Revised Ration 
Order 7 — Bicycles; effective 
Sept. 23, 1944. 








AA-3 Rating For MRO For Some 
Industries Under CMP Reg. No. 5 


Effective Sept. 28, a new AA-3 
tating for maintenance, repair 
and operating supplies for certain 
specified industries was created in 
CMP Regulation No. 5 revisions. 
Industries entitled to one of the 
three top ratings—AA-l, AA-2 





and AA-3 are specifically listed 
in Schedule A of the regulation 
as revised Sept. 28. As formerly 
AA-5 ratings may continue to be 
used for MRO by industries -not 
specifically listed. 








OFFICIAL GUIDE ON 


' COMMODITIES & SERVICES 


Copies of a new official guide 
on commodities and_ services 
under price ceilings, with a di- 
rectory of the key operating 
officials of the various price 
units in OPA’s National office at 
Washington, D. C., is now avail- 
able to industry and the public. 
This directory is designed to aid 
business firms and individuals in 
determining under which price 
regulations or branch a particu- 
lar commodity or service falls, the 
numbers and titles of those regu- 
lations, and the operating of- 
ficials in charge of administering 
them. Each booklet will cost 
$1.00 to cover cost, and six 
monthly supplements to the di- 
rectory, bringing its information 
up to date, will be supplied to 
purchasers without further 
charge. For copy write to Super- 
intendent of Documents, U. S. 
Government Printing Office, 
Washington 25, D. C. 
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REVISE REC. R35-28 
ON STEEL LOCKERS 


The Division of Simplified Prac- 
tice of the National Bureau of 
Standards, Washington, D. C., 
has announced that the revision 
of Simplified Practice Recom- 
mendation R35-28, Stee] Lockers 
(single, double and multiple 
tier) has been approved for pro- 
mulgation. It will be effective 
when materials which are now 
critical become available, and 
will be identified as R35-44. The 
new recommendation omits two 
sizes of single tier lockers, and 
adds two sizes of double tier 
lockers and three sizes of multi- 
ple tier lockers. It also changes 
the size of one multiple tier 
locker, and adds several para- 
graphs of general information. 
A limited number of mimeo- 
graphed copies are available for 
free distribution from the Divi- 
sion of Simplified Practice, Na- 
tional Bureau of Standards, 
Washington 25, D. C. 











Setting the Stage 
For the New Show 


Behind the still tense drama of "Mars 
on the Loose," we are busy setting 
the stage for our part in "A Perma- 
nent Peace!” 


New scenery, new technique and new 
"stars" are on the bill. Everything is 
being readied for a long, successful 
run. As usual, our dealers and jobbers * 
will have front row seats. 


"Opening Night" may come any 
time. Watch for the date! 


NEW HAVEN 
CLOCK CO. 


NEW HAVEN, CONN. 
Fine Timepieces Since 1817 


POCKET WATCHES 
WRIST WATCHES 


Both Jeweled and Non-Jeweled 
With or Without Sweep Second Hands 


ALARM CLOCKS 
KITCHEN CLOCKS 
WALL CLOCKS 
MANTEL CLOCKS 
PEDOMETERS 
AUTOMOBILE CLOCKS 


Electric and Spring 
(ALL WITHDRAWN UNTIL FURTHER NOTICE) 
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J.; Pyrene, Pyrene Mfg. Co., 
Newark, N. J. and National Aer- 
O-Foam, National Foam System, 
Inc., Philadelphia, Pa. 

The fire retardant paints are 
being made by the following com- 
panies: Hub Paint & Varnish Co., 
4783 Fifth Ave., Long Island 
City, N. Y.; Dixie Paint & Vay- 
nish Co., Brunswick, Ga.; F. O. 
Pierce Co., 2-33 50th Avenue, 
Long Island City, N. Y.; Paint 
Engineers, Inc., 11 Park Pl., New 
York City, N. Y.; Monroe Sander 


Co., 10-18 46th Ave., Long Island 
City, N. Y.; Sapolin Co., 183 
Lorain St., Brooklyn, N. Y.; 
Benjamin Moore Co., 511 Canal 
St., New York City, N. Y.; The 
Sherwin-Williams Co., Munsey 
Bldg., Washington, D. C.; The 
Glidden Co., 11001 Madison Ave., 
Cleveland Ohio; E. I. duPont de 
Nemours Co., 1616 Walnut St., 
Philadelphia, Pa.; Socony Paint 
Products Co., 26 Broadway, New 
York City, and Central Paint & 
Varnish Co., 69 Prospect St., 
Brooklyn, N. Y. 











MAJOR COMEAUX AGAIN 
ARMS INSTITUTE SEC. 


Major C. Stewart Comeaux, 
who has spent two years in active 
service in the office of the Chief 
of Ordnance, Maj.-Gen. Levin H. 
Campbell, Jr., Washington, D. C., 
has resumed his position as secre- 
tary-treasurer of the Institute of 
Makers of Explosives and the 
Sporting Arms and Ammunition 
Manufacturers’ Institute, 103 Park 
Ave., New York City. As a mem- 
ber of the officers’ reserve. Maj. 
Comeaux was called to active 
duty at the outbreak of war. He 
has served the Institute of Makers 
of Explosives for the past 31 
years, and the Sporting Arms and 
Ammunition Manufacturers’ In- 
stitute since its foundation 20 
years ago. Major Comeaux’s 
latest assignment was that of 
assistant deputy chief of the field 
service branch ordnance depart- 
ment, Army Service Forces. 


SWISS PATTERN FILES 
PROPOSED STANDARD 


U. S. Department of Com- 
merce, National Bureau of 
Standards, has recently an- 
nounced a proposed Simplified 
Practice Recommendation for 
Swiss Pattern Files. Both the 
production and sales of Ameri- 
can pattern and Swiss pattern 
files are now controlled by 
Schedule V to Limitation Order 
L-216. In order that the benefits 
shall not be lost to the industry 
in the critical period following 
revocation of the mandatory sim- 
plification in the order, manu- 
facturers feel that a voluntary 
simplified practice for that pe- 
riod should be adopted. Thus 
the National Bureau of Stand- 
ards promulgated Simplified 
Practice Recommendation R6-44, 
Files and Rasps (American Pat- 
tern and Straight- and Curved- 
Tooth Milled Files). Except for 
the omission of several types not 
generally considered as Swiss 
Pattern, it conforms to the sim- 
plified schedule of Swiss Pattern 


tion Order L-216. Adoption of 
this recommendation will reduce 
by a considerable number the 
stock items normally produced; 
but experience with the order 
seems to indicate that it will be 
adequate for normal peacetime 
needs. The recommendation will 
be subject to periodic review by 
a standing committee represent- 
ing all groups of the industry. 
This committee will be appointed 
when it has been ascertained that 
the recommendation is accept- 
able to the industry. 





U.S. DEPT. COMMERCE 
PROPOSED REVISION 
REC. R23-PLOW BOLTS 


The U. S. Department of Com- 
merce, National Bureau of Stand- 
ards has proposed a revision of 
Simplified Practice Recommenda- 
tion R23, for Plow Bolts. The 
recommendation will be confined 
to a consideration of nominal 
sizes of plow bolts, Existing tech- 
nical standards will supply the 
precise details of dimensions, 
threads per inch, and tolerance 
therefor. The overall length of 
bolts is included as a new feature. 


OPA FORMS RADIO 
ADVISORY COMMITTEE 


The OPA has formed an in- 
dustry advisory committee repre- 
senting manufacturers of radio 
sets. The members of this com- 
mittee are as follows: Benjamin 
Abrams, Emerson Radio & 
Phonograph Corp., New York 
City; R. C. Cosgrove, Manufac- 
turing Division, The Crosley 
Corp., Cincinnati, Ohio; J. J. 
Nance, Zenith Radio Corp., Chi- 
cago, Ill.; J. M. Spain, Packard- 
Boll Co., Washington, D. C.; A. 
B. Wells, Wells-Gardner & Co., 
Chicago, Il.; P. S. Billings, 
Belmont Radio Corp., Chicago, 
Ill.; P. V. Galvin, Galvin Mfg. 
Co., Chicago, Ill.; E. E. Lewis, 
Radio Corp. of America, New 
York City; H. A. Nicholas, 
Farnsworth Radio & Television 


a exclusive, patented nail 
holding device that is a vital 
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CHENEY 


NAIL HOLDING 
HAMMERS 


part of every Cheney Nail 
Holding Hammer is responsi- 
ble for placing Cheney Nailers 
in a class apart from all other 
hammers. When a carpenter, 
millwright, maintenance man 
or householder asks a hard 
wate store for a nail holding 
hammer he wants only one 
thing — a Cheney Nailer. 
Limited quantities now avail- 
able for essential civilian work. 


HENRY CHENEY 


Sales Office: 217 Broadway, New York City 


















HAMMER CORP. 


Factory: Little Falls, N. Y 





i last days of the 


hot weather seemed to have stim- 
ulated my “fan” mail. 

One mail digger writes—“Why 
don’t you write about the war. 
Would like to get your reaction 
to the great tragedy.” 

My answer is that like Ernie 
Pyle, I write about simple every- 
day things, leaving the grand 
strategy to the generals—in my 
case the Editor of Harpware AGE. 

Another writes—“Did you read 
that illuminating article in the 
New York Times of July 9—two 
columns—written by O. E. M. 
Keller about the growth of co- 
operatives. How through their 
pull in Washington they escape 
all taxation and a lot of other re- 
strictions placed on the indepen- 
dent retail dealer? They sure are 
getting away with murder. Their 
slogan should be—“That govern- 
ment by the lobbies, of the lob- 
bies, for the lobbies shall not pass 
from the earth.” 

Another reader sends me a clip- 
ping from the same paper— 
headed “To Guide Veterans in 
Small Business.” 

Washington, July 9 

“Government preparing series 
of books telling how to run vari- 
ous enterprises.” 

“Quincy Adams, chief of the 
Division for Small Business of 
Bureau of Foreign and Domestic 
Commerce, predicted that 3,000,- 
000 veterans might go into busi- 
ness for themselves after the war. 
He said the Commerce Department 
at the Army’s request was prepar- 
ing a series of books on how to 
operate 20 kinds of small enter- 
prises.” 


Training While in Service 

In a word, while still in the 
Army, soldiers will receive (if they 
will take it) a thorough small 
business training. 

Mr. Adams, a former editor of 
Dun’s Review and research editor 
of the research division of Dun 
and Bradstreet, Inc., expects an 
unprecedented rush into small 
business by veterans after the war. 
He expects many will fail but 
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The 
Dean’s 
Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


training in advance would be fail- 
ure insurance. He thought fail- 
ures and successes would about 
balance. In the pre-war pattern 
about 500,000 new businesses 
started while about an equal num- 
ber dropped out. After the war, 
he thought the figure would be 
about 1,000,000 new enterprises 
annually. His conclusion is that 
with the intensive competition that 
will come only the best would sur- 
vive. 

It is an interesting article and 
the Dean just wonders how many 
headaches and losses will be 
caused to established dealers be- 
fore this flood of Government 
financed business amateurs is 
cleaned out. 

I am informed many of these 
veterans intend to go into the 
sporting goods business. This 
leads to the comment that the 


world more than ever belongs to 
youth and youth is sporting goods 
minded. 

Have you noticed the amount 
of space given in the weekly and 
daily papers to sports? Some of 
our best writers today are sports 
columnists! There’s Bill Corum 
and Arthur Daley. They are al- 
ways good. Westbrook Pegler 
started as a sports writer. 

Allow me to gently hint to my 
hardware friends that they give 
the sporting goods part of their 
business a going over and a “re- 
fresher” course before this army 
of new sporting goods dealers 
steps into the field. 

Another dealer writes—“It is 
reported that the neutral President 
of Turkey has sent F. D. R. a 
handsome oriental prayer rug.” 


Do tell! 
Try This One! 


Here’s one that not one in a 
million knows. The Missouri 
river is the longest in the United 
States, 2945 miles. It empties 
into the Mississippi just above St. 
Louis. The Mississippi river is 
2486 miles. Try this one on your 
friends. 

Carl Wollner of Panther Oil & 
Grease Co., Houston, Texas, has 
just sent me a Global Atlas of the 
World at War. lf you want to 
find out just how little you know 
study this atlas—published by the 
World Publishing Co., Cleveland 
and New York. Everyone needs 
an atlas like this on his desk. No 
price on it, but I’m sure it’s not 
expensive. 

I think I will have to run one 
unusual fact out of this atlas in 
each of my articles. It’s full of 
fine colored maps with latest air 
routes. 

In a recent article I wrote Pit- 
cairn Island was half way between 
the United States and New 
Zealand. I was wrong. The map 
I consulted was wrong. In this 
atlas I find the island is deep in 
the South Pacific half way be- 
tween New Zealand and the coast 
of Chile in South America. In 
this atlas is a chronology of the 
World War, the dates when every 
important event happened. Some 
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HOLLOW 
| F N SCREW 
ASSORTMENTS 


Fast-selling, over-the-counter Assortments 
for mechanics, repairmen and service establishments. 
These handy and attractive outfits “sample” the screws 
to your customers—start sew users coming in for regular 
quantity purchases. Sales extend even to owners of do- 
mestic appliances and carry a nice profit at retail. 





Junior Key Kit 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes 
Nos. 8, 10, 4", 5/16”, %4”, 





7/16" and %” set screws 
Boxep AssoRTMENT and Nos. 4, 5, 6, 8, 10, also 
Metal compartment box; %” and 5/16” cap screws. 


contains 590 set screws, No. 604; list price $0.50. 
from No. 10 to %” with 
keys to fit. Diagram inside 
of cover lists sizes of 
screws and wrenches con- 
tained in box. No. 602; list 
price $33.80. 





Key Set 
This canvas partitioned bag 
contains 11 short arm nor- 
malized hexagonal keys 





which fit all screws from 
and including No. 10 up to Set ScREw 
and including 14%” set, in 
diameter. No. 603; list ASSORTMENT 
price $1.75. 

witH Keys 


Used in tool cribs, shops, 
service stations, ga and 
for domestic applisnces. 
Popular sizes up to "s 
No. 608; list price $8.18. 


. Key IsLanp 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to 
and including 14%": cap 
screws up to 1”; shoulder 
screws to 1” and pipe plu 
to 1”. The container is 
plainly labeled to show the 
correct size key to use with 
each screw. No. 615; list 
price $2.35. 





The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler. 


THE ALLEN Mirc. COMPANY 


H4rrFrorD, Conn. U.$.A. 
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YANKEE’ TOOLS 


Standard of 
Dependability 


Standard the world over for more than 





half a century, “Yankee” Fine Mechan- 
ics’ Tools — Spiral Screw Drivers, Tap 
Wrenches, Automatic Drills, Bit Braces 
—are saving vital man-hours on every 
conceivable sort of wartime production. 
They'll work at reconversion one of 
these days, and then again on produc- 
tion of the peacetime goods of private 
enterprise. They save man-hours by be- 
ing deliberately and ingeniously de- 
signed to do precisely that. So remember 
“Yankee” Tools as time, trouble, and 


money savers when they are again readily 


available after Victory has been won. “YANKEE” SPIRAL 
Advertising of this kind in the Saturday SCREW DRIVER 
Evening Post, Popular Mechanics, and ae 
vening Post, Popular Mechanics, an ih deliy'tae Gooey 
Popular Science is safeguarding your Purpose 


“Yankee” Tool market of the future. 


im @-4 4 3 ere) &. 


make good mechanics better 


North Bros. Mfg. Co., Phila. 33, U.S. A. 
Established 1880 
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There’s bound to be a rush! 
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From all reports it looks as if there won’t be enough Toastmaster 
toasters to go round for quite a while after we finish our job of 
munitions-making, so there’s bound to be a rush for them. 


Customers haven’t forgotten America’s finest/toaster. Month 
after month, ever since Pearl Harbor, they have seen it adver- 
tised in Life, Saturday Evening Post, and Collier’s—and, more 
recently, in True Story, Bride’s Magazine, Parents’, and Electricity 
on the Farm. We've found that ‘Toastmaster toaster” has been 
written on many a homemaker’s list of the postwar purchases 
she means to make first. 


So, facing a temporary shortage, we'll do our best to allocate 
early output to our distributors on a fair-to-all basis. And we 
urge every retailer, now, to get his name on record with his reg- 
ular shpplier, for Sis fair share of postwar Toastmaster* products. 





TOASTMASTER Products 


* Toastmaster” is a registered trademark of Toastmaster Propucts Division, McGraw Electric Company, 


Elgin, Ill. Copyright 1944, McGraw Electric Co. 








value to anyone, especially a 
writer! On what date and year 
did the Japanese occupy Man- 
churia? On what date did the 
Germans march into the demili- 
tarized zone? These two events 
were shadows indicating the com- 
ing war! 

Every time I start something 
I find that someone beats me to 
it. You will remember I wrote a 
lot about Thomas Jefferson and 
his postal card. Now the Times 
and Princeton University are 
spending $400,000 in. digging up 
and publishing his writings. 

I wrote about the lack of knowl- 
edge of the average college man 
of American history. Now Har- 
vard makes a research and finds 
American history has not been 
taught in schools of higher educa- 
tion. It is being added to all col- 
lege courses. 

But here is the latest. I have 
been studying the Old Testament 
expecting to write some real 
funny stuff about Moses, Aaron. 
Joseph, David and Solomon. | 
had made a lot of .notes. 

Then here comes Thomas Mann 
who publishes a 400-page book all 
about “Joseph the Provider.” It’s 
the fourth book in an Old Testa- 
ment series. He has been’ at work 
on these books 10 years! 

Well, when you read Mann you 
will understand why there are so 
many Joes in the world. 





Let’s Avoid an Inventory 
Boom—and Collapse! 


(Continued from page 97) 


enced. They can help by seeing 
that price regulations are observed 
and by working out pricing prob- 
lems with us through our existing 
industry committees or other 
special groups. OPA will do its 
part. Through stability of prices 
we can have an insurance policy 
against an inventory boom. 

By the same cooperation as we 
have had in wartime, American 
business men can look forward 
with confidence to this reconver- 
sion period, certain that the great 
resources of this nation can build 
a peacetime structure as strong 
and capable of achieving our goals 
as the wartime machine that is 
carrying us to ultimate victory. 
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I have 
tament Elmer Hentges brings out a couple | 
> real of drums for bottled gas patrons. 
Aaron. 


on. | HE Hentges Hardware & Fur-- | 


niture Store, Dyersville, Wis., | 
has more than 100 customers for 
bottled gas in small drums and finds | 
bok all this a profitable war-time business. 
” It’s Elmer Hentges, son of Peter! 
Testa- Hentges, owner, handles most of the 


t k bottled les f s 3 dur- | 
ve a Se Cais Gach wohl, aa NGREASE YOUR DOLLAR VOLUME 
In you after school and on Saturdays. The| ad , ; . 


-Mann 





drums sold are the 20-lb. type and 








are so 
there is no delivery on them. They | 
are stored on the premises in a spe- If you are one of those faced with the problem of lagging dollar 
cial house at the rear and many cus: | volume in these times of scarcity;don’t fail to investigate the possi- 
tory tomers drive right up and get their bilities for rapid turnover and profit in the KELLOGG QUALITY 
drums without much waiting. line of household brush essentials. Still available in limited quantities 
se! and supplied to retailers with free up-to-date counter merchandisers. 
) — poe ey a pion nar snags Ran. pe a — for sleepy cash 
: registers from coas coast. The “‘Kellogrip” handle that won’t 
seeing : Display Features slip, even in soapy water, is an exclusive feature that clinches sales. 
erved First Aid to Threshers 
Remember more stores sell 
prob- OOD merchandising psychol- KELLOGG QUALITY 
isting ogy was used recently by the Brushes than any other brand. 
other John’s Hardware, Dodgeville, Wis., ———————— 
lo its in selling items of interest to thresh- | : ij * 
; ers. One large table in the store was } : : 
See devoted in part to a display of straw | sai : ii | Sarced wea shed ie, Be 
y hats that threshermen use. On the | S j a a Serene 
, <n Hi : with small assortment of fast- 
same table was a display of colored i Ili tyle 
- glasses that are used for reducing . peer tah a Foe 
neers sun glare. At the same spot was a saler about the 14-J deal. 
‘ward showing of drinking glasses, for * 
nver- threshers consume vast quantities of | 





great water, lemonade and other bever- 
build nges. The straw hats sold for 39| Opelor Chiough your wholesaler 





rong cents and up, glasses at 15 and 25} 
goals cents, and drinking glasses at 50| KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 
st is cents a dozen. The display was an 

excellent example of suggested sell- | BR @auMeletemiel (1000 Mi:1:11h). 1 a.e')'1 10) Gt mee), | a) 10) te) ee) 0 ee 0) 1 
ro ing through planned showings. 
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AFTER THE WAR 
with the 


ADMAT waxed CHICK FEEDER 


A new idea that will bring you new 
customers . . . it’s sturdy, high grade 
wood fibreboard, waxed to repel 
moisture. Not a substitute for metal, 
but an all-around improvement. Let us 
send you samples, 


e NO CLEANING . 
e NO METAL . 
e NO WASTE . 





- you just replace them—they’re inexpensive. 
. priority-free. Less weight, low freight rates. 


. conserves nation’s metal, saves customer’s feed. 









CHICK FEEDER 


MANUFACTURED BY ADMAT, LTD. 
Sales Agents: DONHART SALES, LTD. 
CRICHTON (MOBILE) ALABAMA 














“Wealth Is Not 
Goods or Money— 
It Is Youth” 


ICK LEWIS, philosopher-bank- 
er of Tolono, Ill., made the 
statement recently that “Wealth is 
not goods or money. It is youth.” 
The thought is intriguing. Perhaps 
it would be even clearer were the 
word “wealth” changed to “value.” 
No one will even attempt to argue 
the point that the future of the 
country lies in the hands of present- 
day leadership and in its training of 
youth. Into the hands of the mil- 
lions of young men and women now 
in the armed forces, and of those 
other millions engaged in the tasks 
of keeping them supplied with the 
materials of war, will shortly be 
placed full responsibility for the 
management of this country. They 
will as well pe entrusted with all the 
potential powers for good or evil 
which so gigantic a trust involves. 
Our present responsibility for man- 
agement carries with it the equally 
challenging one of making possible 
clear thinking, broad vision, courage 
and a willingness to stand for the 
eternal truths upon which ary satis- 
factory society must be builded on 
the part of this oncoming genera- 
tion. In many respects we have not 
done an acceptable job. 


Our Greatest Failure 


Perhaps our greatest failure has 
been in the uncertainty as to values 
which we have created. Few periods 
in world history and none in ours 
have been more confused and con- 
fusing. Moral, social, religious stand- 
ards have been cast en masse into a 
seething caldron of class conscious- 
ness, emotional appeal, tawdry 
promises, bigotry and what-not. The 
resultant brew has been a stinking 
mess upon which no nation can long 
survive. 

Perhaps one of the great benefits 
to be derived from our present holo- 
caust is the full realization that 
things are not brought to pass by 
legislative fiat, by idle wishing or 
even by willing them to be so unless 
our hands are turned definitely to 
the tasks of bringing desired ends to 
pass. Wars are not ended by solemn 
declarations. They are ended upon 
the field of battle by the exertion of 
mental and physical effort. We are 
relearning this on every battlefield of 
this global war in which we are en- 
gaged. Our boys and girls are learn- 





ing it. They and we must go a step 
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farther and fully appreciate the fact 
that the same principle must be ap- 
plied in the pursuits of peace. 

They and we must go one step 
still further to a full understanding 
of the eternal fact that the battles of 
peace can only be won through an 
even deeper and more intensive ap- 
plication of these immutable facts. 


Two Things Must Be Done 


Two things must of necessity be 
done at one and the same time. 
Things as they are must be faced 
and the time-proven methods by 
which they may be altered to advan- 
tage must be accepted. 

We have not offered our people 
either of these alternatives in our na- 
tional lives until the bitter realities 
of war were thrust upon us. We have 
not faced a clear-cut picture of ac- 
tual conditions. Rather has a hope- 
lessly confused welter of contradic- 
tions, false accusations, class distinc- 
tions—all designed as dust to blind 
our eyes to actual conditions in order 
that the reformer might regulate us 
into the diabolical pattern of his 
misconceptions. At the same time, 
sinister influences have offered meth- 
ods of escape from reality which 
have plunged us to the verge of a 
bottomless chasm of fascistic-socio- 
communism from which no nation, 
once plunged therein, could possibly 
escape. ¢ 

The tragedy we face, that of losing 
the priceless values to be had in an 
army of youth facing the tasks of 
peace in the same manner as they 
are facing the battles of war, is so 
great that few, if any, of us can fully 
sense it. Yet the answer is so simple 
as to be astounding. All that is re- 
quired is that we shall once more 
give full place to the fact that life 
has value only as it is offered and 
used and lost, if need be, in the 
doing of those things for ourselves 
which no one can do for us. 

Truly, wealth is not money or 
goods. It is youth, youth in a land 
of freedom to use his every talent in 
the manner best suited to him. A 
land in which free enterprise can 
continue to build a standard of living 
as yet undreamed. 

These are many evidences that 
those who have served and are serv- 
ing in our armed forces and at home 
are learning these fundamental facts 
and that they will translate them 
into values far beyond our present 
powers to imagine. 

—M. G. Van Buskirk, Executive 
Secretary, Illinois Dairy Prod- 
ucts Ass’n, Inc., Chicago, III. 
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on’T let your reputation for promptness lie 
D around on the shipping room floor. When 
a customer marks his order “‘rusH”— call for 
AIR EXPRESS pick-up and get it on its way as early 
in the day as possible! That’s the secret of fastest 
delivery by AIR EXPRESS—a service that moves 






cargo on swift Airlines schedules around the clock, 


for war and reconversion jobs. 


SPECIFY AIR EXPRESS 


A Money-Saving, High-Speed Tool 
for Every Business 


With additional planes and space available for all types of traffic, 3-mile-a- 
minute Air Express directly serves hundreds of U.S. cities and scores of 
foreign countries. And shippers nationwide are now saving an average of more 
than 10% on Air Express charges — as a result of increased efficiency developed 
to meet wartime demands. 

WRITE TODAY for “North, East, South, West”— an informative booklet that 
will stimulate the thinking of every executive. Dept. PR-10, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 


ZSS 


Gel? there HRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 


















COVERNMENT WAR-TIME RESTRICTIONS 
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More price squeezes — The 
OPA has put out more bad news for 
distributors—increasing the variety jof 
“consumer goods” on which manufac- 
turers may apply for an adjustment in 
their maximum price, “provided the in- 
crease will be absorbed at a subsequent 
level of production or distribution and 
will not increase the established retail 
selling price.” Newly added items to 
order No. A-3 under Price Regulation 
188 (consumer durable goods) are: 
garment hangers, galvanized ware, cut- 
lery, mopsticks, mops, mop wringers, 
carpet sweepers, public seating equip- 
ment, carriers for delivering bottles, 
peng and pencils, lockers and shelving 
and blow torches. 

* * 7 

Copper wire products—WPB 
has eased restrictions on replacement of 
copper wire products by ‘warehouses, 
under CMP Regulation 4. Copper wire 
mill warehouses are now authorized to 
enter warehouse stock replacement or- 
ders for wire mill products, with pro- 
ducers or other warehouses, provided 
such orders are to replace copper wire 
mill products (to an equivalent number 
of pounds of copper content) previously 
delivered from warehouse stock under 
Regulation 4, and not previously ordered 
from any source. Each such order must 
be marked “warehouse stock replace- 
ment order pursuant to the provisions 
of Direction 4 to CMP Regulation 4.” 
Warehouses also are now no longer re- 
quired to make delivery reports to WPB, 
on Form 3009. 

> > of 

Copper — Refined copper re- 
quirements should be approximately 
379,000 tons per quarter after Germany’s 
defeat, the Copper Producers’ Industry 
Advisory Committee heard at a recent 
meeting, the War Production Board an- 
nounced on Sept. 19. Military and es- 
sential civilian uses should consume 
281,000 tons, and civilian uses 98,000 
tons, Government officials indicated. The 
need for maximum copper production 
for war needs was stressed, however, as 
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being of paramount importance until 
victory is won in Europe. Wire mill 
production should increase after the de- 
feat of Germany, although a drop in 
brass mill production is expected, a 
WPB official said. 
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Farm machinery production 
—The total value of farm machinery 
and equipment produced during July, 
1944, according to the War Production 
Board, Farm Machinery & Equipment 
Division was $73,595,553, 51.2 per cent 
higher than the average of the 12 pre- 
ceding months. July production in 15 
of the 21 machine groups exceeded 
average production during the preced- 
ing 12 months, while six fell below. 
This total exceeded June production by 
$7,918,182 but it still leaves the pro- 
gram 3.6 per cent behind schedule. Ex- 


cluaive of repair parts production was 
1.6 per cent behind schedule on July 
31. It must be realized that these over- 
all percentages fail to disclose the fact 
that many items are ahead of schedule 
and many others are considerably be- 
hind schedule. For example, the 
following classes of equipment are 
ahead of schedule: planting, seeding 
and fertilizing machinery; harrows, 
rollers, pulverizers and stalk cutters; 
cultivators and weeders; wheel type 
tractors; and irrigation equipment. The 
following classes of equipment are con- 
siderably behind schedule: harvesting 
machinery; garden tractors; farm pumps 
and windmills and barn and barnyard 
equipment. 
> = * 

. Galvanized ware — “Highly 
satisfactory” increases in shipments of 
galvanized ware, reflecting increases in 
steel allotments during the last year, 
were reported by War Production Board 





Wholesale Hardware Sales 
Divisions, for August, 1944 


By Geographic 


















































SALES REPORTED SALES-YEAR-TO-DATE 
DIVISIONS August 1944 Thousands of Dollars 
from Percent | Eight Eight 
LS 3 ee Change | Months | Months 
wrt | me | aa | | Ae] dey | sme | Gad | Gas 
Firms ® “to 1944 1 ts 1944 1943 000) 000) 
~ YS. TOTAL.....} 316 | +8 | +9 | $38,919| $37,169| $36,556; +1 | $341,350/ $337,005 
oe Se. Livedas 25 -2 +1 976 999 962; — 65 8,614 9,102 
Middle ence 72 -1 +16 5,924 5,994 5,108; — 4 59,000 61,458 
East North Certral. . . 48 +8 +12 4,908 4,549 4,366; +1 49,281 
West North Centra! 37 +1 +14 4,866 4,367 4,273; +7 47,455 44,178 
baie Ke 55 +11 +6 5,763 5,178 6,439; +7 37,591 35,109 
South 18 +9 +1 2,255 2,061 2,230; +11 19,806 17,869 
West South Central 24 +11 +20 4,878 4,074; +4 36,684 36,128 
Sewtent 1 +4 +15 1,179 1,131 1,029; +6 7,326 6,913 
Pacific... . 26 -4 +1 8,182 8,508 8075; —5 75,602 79,563 
Bureau of the Current Statistical Service 


Census 
a Number does not apply in all cases to the year-to-date figures. 





States comprising regions: 
N England— 


North Central—(Io 
South Atlantic—(Del., D. C., Fia., 


(Conn., Maine, Mass., N. H., R. L., 





East South Central—(Ala., Ky., 
West South Central—(Ark., La., Okla., Texas.) 


ouatein (ies, 
Pacific—( +» Ore., Wash. 


Colo., Idaho, ‘Mont., Nev., N. M., Utah, Wyo.) 
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officials at a meeting Sept. 20 of the 
Galvanized Ware Manufacturers Indus- 
try Advisory Committee. Shipments of 
garbage cans and ash cans in the sec- 
ond quarter of 1944 were 86 per cent 
higher than in the corresponding quar- 
ter of 1943; shipments of pails and 
buckets, 61 per cent higher; washtubs, 
more than 2% times as high; wash 
boilers, about 314 times as high; and 
shipments of fire shovels were more than 
3% times as high as in the second 
quarter of 1943, WPB representatives 
said. Except in the case of fire shovels, 
WPB representativey added, second- 
quarter shipments showed an increase 
also over shipments in the first quarter 
of 1944. Second-quarter shipments of 
garbage cans and ash cans were slightly 
less than one per cent higher than ship- 
ments in the preceding quarter; pails 
and buckets, 21 per cent higher; wash- 
tubs, almost 15 per cent higher; and 
wash boilers, almost five per cent 
higher. Shipments of fire shovels, which 
normally decline in the spring months, 
were almost eight per cent lower in the 
second quarter as compared with the 
first quarter. WPB representatives in- 
formed the committee that the galva- 
nized sheet situation is not expected to 
ease in the near future, even when Ger- 
many is defeated. About 70 per cent of 
galvanized sheet production is currently 
being used for essential civilian pur- 
poses, and the remaining 30 per cent 
will continue to be needed for war pur- 
poses, chiefly to make military items for 
use in the Pacific theater of operations. 
Production of hot and cold rolled sheets, 
however, may increase in the first 
quarter of 1945, if labor shortages do 
not interfere, WPB representatives said. 
They added that they expected galva- 
nized ware manufacturers to be able to 
place orders for hot and cold rolled 
sheets to the extent of their allotments 
in the fourth quarter of this year. 
* * * 

Encouraging aluminum uses 
—WPB recently told industry repre- 
sentatives that, despite recent curtail- 
ment in production, the” output of 
aluminum today, due to wartime ex- 
pansion, remains many times greater 
than peacetime production. Use of 
aluminum in all types of manufacture 
is now urged by WPB, who suggests 
“everything from baby carriages to box 
cars” as civilian products that can be 
successfully made from aluminum. Cor- 
rugated sidings, shingles, cast radiators, 
window frames, venetian blinds, furni- 
ture, truck and trailer bodies, lawn 
mowers, garbage cans and pails, slide 
fasteners, and metal moldings are typi- 
cal of potential products that WPB peo- 
ple think may be manufactured from 
aluminum, “to relieve demands for more 
critical materials.” Some of these 
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leads, however, sound pretty impractical 
to hardware men. Industry members 
have asked WPB that producers of ci- 
vilian products be allowed to purchase 
aluminum for inventory now. If manu- 
facturers have aluminum on hand when 
manpower controls are eased, the re- 
conversion period will be shortened, 
they say. 
* * * 

The paper shortage—Howard 
Coonley, Director of the WPB Conser- 
vation Division, again stresses the need 
for stringent economies to conserve the 


nation’s waning paper stockpiles. “Un- 
like many other wartime’ shotages,” he 
says, “the paper problem shows no evi- 
dence of immediate solution even when 
the war in Europe ends. Enormous 
quantities of food, equipment and 
medical supplies will still be needed 
overseas for our servicemen and for re- 
lief to distressed nations. All of these 
shipments require paper or paperboard 
for packaging.” Because some dealers 
still have stocks of packaging materials 
on hand, the public has not yet felt the 
full pinch of shortage, but with the ever- 
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The “invisible clamp” is a habit-forming 
glue! 

This powerful adhesive with the clamp-like 
grip holds your customers with its consistent 
results as firmly as it welds their woods. 

Its plastic bond never fails to make a glue 
line more shear-proof than the wood itself! 
Wood workers buy it again and again for its 
moisture-proof, bacteria- and rot-proof weld. 
They like the way it sets cold... fast... 
permanently hard. More and more are mak- 
ing it a habit to use this “invisible clamp.” 


Ask your jobber about fast-selling Weldwood 


“Makes the 
glue line 
the SAFETY line’’ 
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Glue, or send the coupon below. All of its 
convenient sizes are packed with profits . . . 
10¢, 25¢, 50¢ cans, attractively packaged in 


display cartons. Also 1 lb. and 5 Ib. cans. 


Here’s Strong Sales Help for Dealers 
1.. Sales-producing packages and display cartons. 


2. Counter or Window Displays that make your 


customers stop and buy. 


3. Circulars in four colors packed in every carton. 
Additional quantities, imprinted with your name 


and address, available upon request. 


4. Consistent national advertising in the magazines 


that consumer and industrial glue users read. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 








55 West 44th Street 
New York 18, N. Y. 


Please send litéfature, prices, dis- 

, counts, samples and information 
on WELDWOOD GLUE dealer 
plan. 









UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 132 


Name 








Address 





My jobber i 






























POPULARITY 
MEANS 
SALES! 


A good reason why Great Neck 
Keyhole Saw Blades and Handles 
are popular: The blades fit all 
standard handles, and the handles 
take all types of keyhole blades. 





Wholesale Hardware Inventories 
By Geographic Divisions, for August, 1944 
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BLADES 


Are of Great Neck 
Standard Tungsten 
Steel, specially 
treated to bend far 
without breaking. 
Will smoothly cut 
various materials 
such as metal, wood 
and plastics. Cut- 
ting efficiency excel- 
lent. 


HANDLES 


Are of Special Alloy 
Casting, with attrac- 
tive Baked Orange 
Finish that prevents 
rust. Bruised fingers 
avoided with special 
pistol-grip designing 
and comfortable 
hand-fitting struc- 
ture. 


Great Neck Sow Manu- 
facturers, Inc., tool spe- 
cialists for many years, 
manufacture Ledine 
blades, coping sows, 
screw drivers and chisels. 
The latter two items may 
be had in either wooden 
or modern Red-and-Black 
PLASTIC handles. Crafts- 
men who know what they 
want, know the trade 
mark. ... 









































END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 
Percent 
DIVISIONS August 1 Thousands of Doliars 
Number 
of J July 
rie | Weas'| toes | ‘idee’ | “des! toes | “idea’ | “ides’ | toes 
U.S. TOTALa....| 175 +12 — 1 | $36,818 | $32,928 | $37,062 164 152 183 
New England......... 12 +4 -1 1,292 1,245 1,309 206 
Middle Atiantic....... 4 +16 b 4,777 4,132 4,788 143 117 161 
East North Central. . +9 — 65 4,961 4,567 5,207 140 143 172 
West North Central... 25 +13 -1 6,768 5,973 6,851 171 168 
Atlantic. ....... 21 +15 b 2,360 2,051 2,351 136 138 156 
South Central... 7 +16 -3 1,400 1,205 1,438 138 143 14 
West South Central. 12 +12 +5 4,706 4,202 4,469 206 
ineatanen és 8 -—4 -4 750 773 780 131 147 155 
Saphasacewsdcn 144 +12 -1 9,682 8,669 9,735 180 150 184 
Bureau of the Census Current Statistical Service 





Stock-sales-ratios are percentages obtained by dividing the cost value of stocks by sales 


for an identical group of firms. 








increasing paper needs for the armed 
services and essential home products, 
WPB warns that still further cuts must 
be anticipated in the near future. 
“Paper holidays” are being declared in 
many cities and towns, in an effort to 
stretch limited’ supplies. During the 
“paper holidays,” retail merchants use 
no bags or wrapping paper, except for 
articles that require wrapping for-sani- 
tary and protective purposes, and WPB 
says definitely that even one day’s cur- 
tailment will help. 


Cordage production — Man- 
power problems of the industry in re- 
spect to maintenance of production of 
rope quotas was discussed at a recent 
meeting of the Cordage Industry Ad- 


visory Committee, the War Production 
Board reported Sept. 25. Reports of 
August -production of cordage showed a 
slight gain over production in July, but 
continued acute shortages of manpower 
will retard any further increase in Sep- 
tember production, representatives of 
the industry said. 
: 7 + 


Lumber — Estimated lumber 
production in July, 1944, was 2,843,765,- 
000 board ft., a decline of 6.7 per cent 
from that of the previous month and of 
9.6 per cent from that in July, 1943, the 
War Production Board reported on 
Sept. 25. Production in July, 1944, 
would have been maintained at ap- 
proximately the June level if the normal 
seasonal trend had prevailed, WPB 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Divisions, for August, 1944 












































[J 
ACCOUNTS RECEIVABLE Collection Percentages 
Percent Chan 
DIVISIONS August st 194k Thousands of Dollars 

wr July yy August | July | August | August July 
Firms “tae 1944 1 1943 1944 1944 1943 1944 
U.S. TOTAL..... 283 -65 — 4 | $33,854 | $35,475 | $35,101 98 90 94 
New England......... 21 -—4 -8 733 764 801 93 93 97 
Middle Atiantic....... 61 —14 —12 6,366} 6,193} 6,073 88 84 86 
East North Central....| 44 —6 —2 4081; 4.357) 4,174 107 99 103 
West North Central... 36 +3 -1 3.780; 3,681; 3,801 116 107 114 
South Atlantic... .... 53 —2 -1 6,048; 6,145) 6,079 93 81 88 
East South Centra! 16 +18 +8 1,730; 1,460; 1,596 89 92 90 
West South Central -—6 +2 2,728 2,687 113 103 108 
Mountain............ 7 9 —13 482 628 553 95 88 86 
RES RRS 26 -—6 -—65 8,916; 9,455; 9,337 93 85 87 

Bureau of the Census Current Statistical Service 





ined by dividing the collection on accounts during the 
outstanding at the beginning of that month for aan identical 





HARDWARE AGE 





“ff 9 & 


the 
stal 
M- 
me! 
duc 
for 
allo 
duc 
ior 
issu 
orde 
loon 
othe 
ducl 
oper 
stipt 
be s 
less 
ata 
duct 
the ¢ 
cut 
heavy, 
and | 
deme 
ing. 
alrea 
exten 
the 
despi 
past | 
such 
fabric 


Inven 
hands 
by af 
Oct. 

Board 


—_— 
_——— 


OcT 


| 


eeeeeress z| £5 


= 


q 





5 
if 





said. The decline was attributed to 
shortages of manpower and logging 
equipment. Production for the first 
seven months of 1944 (January through 
July) totaled 19,198,082,000 board ft., a 
decline of 2.6 per cent from the amount 
produced during the corresponding 
seven months of 1943. July, 1944, pro- 
duction of softwoods was 2,155,089,000 
board ft., 9.5 per cent less than the 
amount of softwoods produced in the 
previous month. and 13.1 per cent less 
than the amount for July, 1943. Hard- 
woods accounted for 688,676,000 board 
ft. of July, 1944, production, an in- 
crease of 3.3 per cent over June, 1944, 
and of 3.9 per cent over July, 1943. 

. - & 


Cotton duck crisis—Following 
the “freezing” of cotton duck, of certain 
standard types, WPB has revised order 
M-91, effective Sept. 15. The amend- 
ment enlarges the definition of cotton 
duck and brings more fabrics suitable 
for Army and Navy use under direct 
allocation, leaving only a limited pro- 
duction of the most specialized fabrics 
ior general consumption. WPB also 
issued a Direction under Order L-99, 
ordering a considerable number of 
looms converted from production of 
other fabrics to the manufacture of 
duck, requiring the looms converted to 
operate at a maximum weekly rate, and 
stipulating that the duck produced must 
be sold only to the Army or Navy un- 
less rejected by both services. Aiming 
at a 30,000,000 yd. increase in the pro- 
duction of tent twills and flat ducks by 
the end of the year, the conversions will 
cut into an already short supply of 
heavy bagging sheetings, over-all denims 
and all types of drills and twills in high 
demand for industrial and work cloth- 
ing. All less important fabrics have 
already been converted to the fullest 
extent practicable. The seriousness of 
the duck situation is plain, when, 
despite WPB’s steady pressure over the 
past two years to increase production of 
such items as denim and sheeting, these 
fabrics are now subordinated to duck. 

© ° 7” 

Military sole inventories — 
Inventories of military soles in the 
hands of the industry will be reduced 
by approximately a 30-day supply by 
Oct. 31, 1944, the War Production 
Board reported recently. This action is 








Latest News on 
PRIORITIES 


and 


WAR-TIME ORDERS 
on page 122 
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AVAILABLE 
Now! _ 
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\_mopEt 1008 


== 
MODEL 1008 


Because of the urgent need of the farm, 
industry and home for small barrel and tank 
pumps — pumps that avoid waste, mess and 
tire hazards when liquid transfers are made 
—the following models of the nationally 
known BENNET line are now available. 
Model 7 —A small, efficient, easy to oper- 
ate, easy to control, all-purpose pump that 
handles all light petroleum and similar liquids. 
Low in cost but built to give long depend- 
able service. 

Model 1008 — A fast, dependable, easy 
to operate pump for skid tanks. Suitable for 
gasoline, diesel oil, kerosene, etc. Furnished 
with 8' hose, straight tube nozzle and intake 
pipe. 

Model 200 — A precision-built, all metal, 
universal barrel pump. Handles all light 
petroleum and similar liquids cleanly, effi- 
ciently and conveniently. 

Model 506 — An all metal, quality-built, 
one quart stroke barrel pump with automatic 
self-closing return arm drain. Equipped with 
bottle filling nipple. 

Models 1008, 200 and 506 adapted to I! 
and 2" drum openings — Model 7 has 2" 
adapter only. Adjustable intake on Models 
7, 200 and 506 permits use on all standard 
15 to 60 gallon drums. All models can be 
locked when not in use. 


MUSKEGON, MICHIGAN 
BRANCHES IN ALL PRINCIPAL CITIES 


Write today 
for 
descriptive 
literature 
and prices 


SERVICE STATION EQUIPMENT COMPANY 
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ANOTHER AMSCO 
SMASH HIT! 


Alsorls and Washes 


Like A SPONGE 


Cleans, Dries and Polishes 
LIKE A 


RUS 


No Other 
Cloth Like It! 
Used WET, DAMP 


or DRY 
A SWELL DISHCLOTH 


A money maker 
if there ever was 
one! “Duet” is used 
wherever a Sponge 
is used because of 
the amazing amount 
of water it holds due to a special 
process of manufacture. When 
wrung out tightly it is used like a 
Chamois, for cleaning, drying 
and polishing. Dry, it’s perfect 
for dusting. 

It CANNOT UNRAVEL. A hid- 
den stitch locks each and every 
thread through a secret process. 
The result is a dense, long wear- 
ing surface. 

Handsomely put up with red, 
white and blue display bands. 
Free counter folders and display 
carton. 

If vour jobber doesn’t have it 
send us his name. Don’t miss out 
on your share of profit. 


ORDER INTRODUCTORY ASSORT- 
MENT 


2 Pleces DUET #100 @ $1.00 $2.00 
2 Pieces DUET #75 @ 75 1.50 
7 Pleces DUET 250 @ 50 3.50 
12 Pieces DUET 225 @ 25 3.00 
23 Pieces Total Retail Value $10.00 
ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO. INC. 


NEW YORK 7 SAN FRANCISCO 
47 Ann St. 245 Mission St. 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 





















taken by the issuance of Direction 9 to 
Conservation Order M-310, the hides, 
skin and leather order, in adjusting 
military requirements for soles and mak- 
ing more soles available for civilian 
needs. Shoe manufacturers and sole 
cutters are affected by the direction. 
* * * 

Building , activity —WPB re- 

ports that new construction activity in 


August (not including repairs) totaled 
$316,000,000, an increase of 2 per cent 
from the July figure, but less than half 
of the volume of Aug., 1943. This brought 
the 1944 total to date, to $2,540,000,000, 
only 44 per cent of the volume in the 
first eight months of last year. Con- 
struction financed privately accounted 
for 40 per cent of the August total, 
compared with 22 per cent in Aug., 1943. 





SALES OF 1,186 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


August, 1944, Comparisons 








SUMMARY 
A Aug. 44 Aug.’44 
No. Stores vs. vs. . 
Aug.’43 July’44 Aug.’44 Aug. 43 July ’4#4 
Total 1,186 +13 +3 $8,873,065 $7,866,373 $8,631,200 





First eight mos., 1944, showed 9 per cent gain over 1943 
1944, $73,464,838; 1943, $67,706,211 











Per Cent Change 

Number Aug. 44 Aug.’44 Dollar 

of firms vs. vs. Sales 
States by Regions reporting Aug. 43 July °44 Aug. "44 
pS SPC re ey 81 + 4 — 3 635,871 
NE? ccattsiakene aieien 1l +13 +12 102,039 
New Hampshire ........ 6 —2 —16 120,152 
Vermont ..... ba 7 +7 +14 57,003 
Massachusetts ....... 39 + 4 $ 271,128 
ES OS rere «id Oo Ten aes 
Connecticut .... pcos ree +4 —4 58,816 
Middle Atlantic — bd +1 895,529 
Pennsylvania ......... 128 ¢ +1 895,529 
East North Central. ee +12 + 3 2,572,111 
Ohio parietian cat's wd Be +11 +1 913,313 
Indiana nee eee 52 +20 +5 324,357 
Illinois : ae +7 +7 547,595 
Michigan ae 41 +11 +5 285,241 
Wisconsin rhe 81 +16 + 5 501,605 
West North Central. . tae +13 ¢ 684,565 
OS eee ae 44 +16 +1 211,361 
Missouri 37 +12 +7 147,682 
Nebraska 35 +10 +2 113,687 
Kansas ie 41 +11 —7 211,835 
South Atlantic 44 +18 +12 340,851 
South Carolina 9 +23 +20 69,151 
Georgia 20 +22 +18 161,620 
Florida / 15 +10 +1 110,080 
East South Central 12 +16 8 102,005 
Alabama 12 +16 +8 102,005 
West South Central 111 +17 + 6 779,178 
Arkansas 20 +22 +10 148,387 
Oklahoma .. 39 +12 +4 195,599 
Texas 52 +19 +5 435,192 
Mountain 75 +11 +9 817,085 
Montana . 16 + 3 —4 127,554 
Idaho ~ 12 +24 +5 86,037 
Wyoming ; 5 +5 —] 40,927 
Colorado ; 22 +21 + 6 110,971 
New Mexico 8 +10 +12 204,462 
Arizona PS: 6 +4 +23 196,368 
Nevada 4 +41 + 6 38,863 
Pacific <a +22 +2 2,045,870 
Washington 35 +27 +14 269,249 
Oregon Boe silat 28 +40 + 8 427,466 
California oo 30a +16 —2 1,349,155 
Chicago, III. zs 18 +10 +15 64,351 
Los Angeles, Cal. ..... 19 — 3 —l7 269,375 
Portland, Ore. "i 9 +28 +12 60,811 
San Francisco, Cal.......... 21 +11 +1 185,779 
SOOHO, WOM. cediscen.d ae +24 +15 74,436 





- 
* Note while stores in these states are included in grand total. figures for these 
states are not shown in this chart because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 


Census, U. S. Department of Commerce. 
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ARE 


July’#4 
$8,631,200 


Dollar 
Sales 

Aug. ’44 
635,871 
102,039 
120,152 
57,003 
271,128 
58,816 
895,529 
895,529 
2,572,111 
913,313 
324,357 
547,595 
285,241 
501,605 
684,565 
211,361 
147,682 
113,687 
211,835 
340,851 
69,151 
161,620 
110,080 
102,005 
102,005 
779,178 
148,387 
195,599 
435,192 


2,045,870 
269,249 
427,466 

1,349,155 


64,351 
269,375 
60,811 
185,779 
74,436 
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For states 
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Construction work, military and govern- 
ment-financed industrial, in September 
is expected to hold about unchanged, 
with moderate decreases looked for in 
other types of construction. 
* * o 

Housing relief—Housing relief 
for congested areas has been announced 
jointly by *WPB and by FHA. Apart- 
ment houses and other existing dwelling 
buildings may now be authorized for 
remodeling or conversion, to provide 
smaller housing units in areas where an 
extreme housing shortage exists. Ap- 
plications (on Form 2896) for permis- 
sion to convert or remodel should be 
filed with the nearest FHA office. The 
use of critical materials for this pur- 
pose is not expected to be very great as 
such remodeling will be mostly a mat- 
ter of interior partitioning. The ap- 
plicant will be restricted to the ma- 
terials and equipment permitted under 
the War Housing Critical List. The 
rents which may be charged for the 
apartments will be subject to OPA 
regulations. Construction Order L-41 
will still govern, and the $200 limit for 
construction which may be done on a 
dwelling unit in any calendar year with- 
out authorization, and the $1,000 limit 
for an apartment building or other type 
of residence housing six or more fami- 
lies, still applies, as do the former pro- 
visions pertaining to maintenance and 
repair. 

7 + ~ 

Instead of sewing machines 
—Shipments of war goods in the second 
quarter of 1944 from the four plants 
engaged chiefly in manufacturing do- 
mestic sewing machines before the war, 
the Singer, White, National and Free 
Sewing Machine Companies, were about 
three times as high as the same plants’ 
average quarterly output in 1939. 
Though military production in the sew- 
ing machine plants has declined from 
the 1943 peak, it has not yet become 
possible to sandwich civilian production 
into the industry’s program, largely be- 
cause of the unavailability of labor. A 
further difficulty is that copper and 
other materials and components, such 
as motors, ball bearings and castings, 
are not available for sewing machine 
manufacture now without impeding war 
production. Manufacture of domestic 
sewing machines, parts (except repair 
and replacement parts) and _attach- 
ments has been prohibited since June, 
1942. Since that date, military items 
for combat use have accounted for over 
70 per cent of the industry’s total ship- 
ments, such items as fire control instru- 
ments, automatic pilots, aircraft bear- 
ings, ammunition fuzes, small rifle parts, 
and depth charge pistols. Also, the 
plants have been making, on a small 
scale, other essential items like indus- 


OCTOBER 12, 1944 





na ats ata 






“Testers offers an INSURANCE 
: NOW!) POLICY’ guaranteeing 
oe THE WORLD'S FINEST 


Backed by the CUP OF COFFEE! 


GREATEST 
S AD CAMPAIGN 


ever put behind any 





cas 





















8 CUP... $2.95 


. 1 
coffee maker! 4 cup (with cover) 


$2.95 
25 MAGAZINES! OVER 46,000,000 * 
MONTHLY CIRCULATION! INCLUDING: Made with 
Liberty + Life - Cosmopolitan - Saturday Eve- 
ning Post « Ladies’ Home Journal - Women's PYREX 
Home Companion - American - Good House- 
keeping - American Home - Country Gentleman Brand Glass 
W CO., 311 N. Desplaines St., Chicago 6, Ill. 











Sold Through Wholesale 
Hardware Jobbers. 


KEEPING OUT COLD is the big 
problem in every home this winter. 


BRINGING IN CUSTOMERS is the 
big winter problem of every hard- 
ware man . . Strip-Seal does both! 


At only 29¢ per average window, 
Strip-Seal is a “natural” for weath- 
erstripping every window and door 
in your community .. . and for 
boosting your winter sales and 
profits! 
















SINGLE 
PACKAGE 


29¢ 


RETAIL LIST PER PER CASE 
CASE OF 13 BOXES 


Higher in the West and deep South $16.25 


PUT IT ON DISPLAY THE TREIICO MANUFACTURING CO 
AND WATCH IT SELL! 





870! KINSMAN ROAD 
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Women swear by it because 


it keeps their hands out of 
water, eliminates wearisome 
wringing, kneeling, splash- 
ing. Ideal for floors, walls, 
rugs, linoleum, tile, ete. 
Patent-protected drainer 
called “finest labor-saving 
device ever invented.” With 
more and more women 
forced to do their own work, 
this deal is a strong and 
steady seller at $1.59 retail. 
Carries liberal markup. 
Place your order promptly 
since the supply of sponge 


material is limited. 


MINUTE MOP (0. 


i3 €.Za "6. ot. 
CHICAGO {6 ILL. 
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IN WATER 


trial sewing machines and parts, ma- 
chined parts, and boxes and crates for 
guns, etc. 
~ * > 
Cast bath tubs — Repeating the 
third quarter program, WPB has au- 
thorized the making of 50,000 cast iron 
bathtubs in the fourth quarter, for limi- 
ted distribution. The sale of these 
bathtubs will be limited to military 
orders, for export, and for installation 
in authorized construction projects. 
Production is assigned to the same five 
manufacturers who were allotted tubs 
for the third quarter, each one to pro- 
duce 10,000 tubs. The five authorized 
producers are American Radiator & 
Standard Sanitary Corp., Louisville, 
Kentucky; Crane Co., Chattanooga, 
Tenn.; Eljer Co., Salem, Ohio; Kohler 
Co., Kohler, Wis., and Richmond Radia- 
tor Co., Uniontown, Pa. 
> o * 

Air express gains—Weight of 
air express handled for the nation’s 
commercial airlines in July gained 10.8 
per cent over the same month a year 
ago, the Air Express Division of Rail- 
way Express Agency reported recently. 
An estimated 3,050,000 lbs. were flown 
over the 45,000-mile network of the 
domestic airlines during the month, 


compared with 2,750,494 lbs. in July, 
1943, the report indicated. The number 
of shipments moved in air express ser- 
vice in July increased 6.9 per cent, an 
estimated 137,145 shipments being 
carried compared with 128,245 ship- 
ments in July, 1943. 
. . a ° 

Brooms—Military and civilian 
requirements for brooms, Government 
broom specifications and this year’s 
broom corn crop were discussed at a 
recent meeting of the Broom Manufac- 
turers Industry Advisory Committee, the 
War Production Board, reported on 
Sept. 27. Total requirements for 
brooms for 1945 were reported as 58,- 
800,000. Of this total, Army and Navy 
requirements call for 10,800,000; ci- 
vilian requirements, 40,000,000; indus- 
trial requirements, including the rail- 
roads, 8,000,000. Termination of the 
war in Europe will mean little, if any, 
cutbacks in military requirements, the 
committee said. This year’s broom corn 
crop, estimated by the Department of 
Agriculture to be 63,000 tons, is re- 
garded as not excessive and no carry- 
over surplus is expected, the committee 
said. Broom corn production has aver- 
aged 41,000 tons per year, with a normal 











TO MAINTAIN A SOLDIER 








THE QUARTERMASTER CORPS NOW 
_ SPENDS DURING THE SOLDIER'S 
FIRST YEAR OF SERVICE FOR 
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Illustrating the cost of a soldier's food, clothing and equipment. 
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carry-over of 10,000 tons. However, last 
year’s crop was only 32,000 tons and 
the normal 10,000-ton carry-over had 
to be used to meet this year’s increased 
demands, This resulted in broom corn 
inventories being depleted and dealers’ 
stocks of manufactured brooms entirely 
sold out before the current crop of 
broom corn started coming in, the com- 
mittee declared. The committee mem- 
bers said they believed that the short- 
age of household brooms is growing 
acute and that with increased military 
and industrial demands, the industry 
will again be out of the current crop 
of broom corn before the 1945 crop is 


ready. 
* om ~ 


Toy production — Availability 
of materials for toy manufacture is ex- 
pected by members of the Toy Manu- 
facturers’ Industry Advisory Committee 
to be a bigger factor in the reconver- 
sion of the industry than is the problem 
of changing over equipment, WPB re- 
ported on Sept. 27, 1944. Committee 
members, at their recent meeting, said 
that manufacturers may experience diffi- 
culty in obtaining sufficient quantities 
of lumber, textiles, rubber, leather and 
paperboard, which are expected to re- 
main critical even after the defeat of 
Germany. Most segments of the toy in- 
dustry will be able to reconvert facili- 
ties and resume production of toys 
within 30 to 90 days after permission 
is granted, the committee estimated. 
Stamped metal and other simple types 
of toys could be produced without de- 
lay, committee members added, because 
little or no reconversion of facilities 
would be required. They said, however, 
that reconversion of facilities for rub- 
ber toy production might require more 
than 90 days after rubber becomes 


available. 
* - t 


Paints, varnishes, Ete. — 
Large military cutbacks on orders for 
industrial finishes following Germany’s 
defeat may make industrial paints, var- 
nishes and lacquers available, to meet 
increased production of automobiles, 
refrigerators, washing machines, etc., 
WPB states. Not wishing, however, to 
make such manufacturers too optimistic, 
WPB warned that they could not legiti- 
mately hope for any synthetic enamels 
before Germany is defeated. Even the 
collapse of Germany will not guarantee 
an abundance of these enamels, while 
other military orders continue large. In 
addition to post-war prospects, WPB is 
considering, with members of the indus- 
try, several present problems. Among 
these, (1) Lacquer solvents remain gen- 
erally tight, due to increased Ordnance 
demands, (2) In view of small domestic 

(Continued on page 155) 
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Best Seller—-Here’s a display package 
to catch the eye — and make people 
buy! Just set it on your counter and 
put it to work. It contains 50 fasteners 
to a box—12 boxes to carton. 


Here’s Why—People are making old 


things do—using care to save wear— 
just the place for corrugated fasteners 


CME STEEL COMPAN 





—to lengthen the service of wooden 
household articles difficult to replace. 
Available in Bulk Lots — in standard 
cartons — 500 to 1000 fasteners — 10 
boxes to carton — varying sizes and 
quantities, also 100 Ib. kegs. 

Get the Story—of this quick turnover 
item from your jobber or write direct. 


2838 ARCHER AVE 
CHICAGO 8,ILLINOIS 


Also manufacturers of Acme Steelstrap and Strap-applying Equipment 














TARPAULINS 


Hay Li BLAS 
Mach NCnLY Covers 


lovers for Crops 
in the Field 


~ 





It will be a iong time before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
trom weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 

Fulton Bag & Cotton Mills, established in 1870, also manutacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE “DEPT. H A** FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 
nta St. Louis Dallas 


Minneapolis New York 


New Orleans 


Kansas City, Kan. 
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Asay FOR ACTION! 


Schalk’s Wood Putty takes its war job 
seriously: showing America how to fix 
things on the Home Front so they stay 
put. Contains real wood; easy to work; 
and easy to sell, thanks to national 
advertising. Ask your jobber! Schalk 
Chemical Co., Los Angeles, Chicago. 








4) New 


BETTER BRAND 
trap 























see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 

















New Convertible “H” Series Myers Ejecto 





Simplifies Water System Business m¢ 
mi 
N its new Myers type “H” Series fo! 
Ejecto farm and home water ill 
system The F. E. Myers & Bro. Co., ri 
Ashland, Ohio, has made great tio 
sirides in simplification and con- 
vertibility. Increased efficiency in th 
the new units results in greater é ize 
water pumping capacity and with ? sic 
lower maintenance cost, according to (B) This Ejector As- i of 
the company. Of special interest to sembly is: attached for ‘ 
hardware dealers handling water shallow well installa- 3 = 
systems, is the fact that design of tion. 3 pu 
the new Myers type “H” Series j pr 
Ejecto permits use of the same | tal 
ne 
ad 
By attaching the proper ejector of 
to the pump and tank assembly the 
dealer provides either a deep or a m: 
shallow well system (see illustra- m 
tions A, B and C). Keeping stock 
is extremely simple because prop- ra 
erly labeled parts, for making the le: 





(A) The same pump and tank are 
used for both shallow and deep well 
service. 


pump and tank assembly for either 
shallow or deep well installations. 
Heretofore two entirely different 
complete systems had to be stocked 
for deep and for shallow wells but 
this new unit eliminates such extra 
inventory. 

The new water system is built in 
four sizes. Shallow well capacities 
range from a maximum of 530 gal. 
per hour for the 4 hp. unit to 2200 
gal. per hour for the 1 hp. system. 
Capacities of the deep well systems 
are equal to the Myers company’s 
present models. 













necessary changes, are separately 
boxed. With this new system deal- 
ers need to stock only a single size 






ar 
co 
sa 
(C) This Ejector As- F 
sembly is used for deep pe 


well installations. 


of Ejecto pump plus compact pack- 
ages of deep and shallow well ejector 
assemblies. When receding water 
level makes it necessary to change 
from a shallow well to a deep well 
system installation, the dealer makes 
a simple and inexpensive change. 





(D) Explosion view. 


MOTOR BRACKET 
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The motor, pump and tank are 
assembled as a unit. However, the 
motor and the single moving part 
may be easily and quickly detached 
for service or inspection as shown in 
illustration D. The complete pump 
mechanism is shown in ilustra- 
tion E. 

Many unusual advantages, says 
the maker, are accomplished by hor- 
izontal design and improved preci- 
sion methods of manufacture. Some 
of these are: 

“l. Pump case and diffuser plate 
—Designed to clear air through 
pump to pressure tank. No loss of 
prime. No water logged pressure 
tanks. 

“2. Rotary seal—No leakage. Re- 
newable without special tools. No 
adjusting necessary. No overloading 
of motor. Same size for all pumps. 

“3. Impeller — Brass. Accurately 
machined and balanced. Horizontal 
mounting facilities passage of air. 

“4. Pump Shaft—Short for accu- 
rate alignment. Smooth, vibration- 
less operation. 

“5. Motor—High quality, stand- 


(E) Complete rotary unit, including 
motor, can be removed without dis- 
turbing pump case or pipe lines. 


ard make, ball bearing, capacitor 
type. Dual-voltage, with overload 
protection. 

“6. Simple air valve—Pump takes 
air automatically as needed. No 
auxiliary charging device required.” 

The F. E. Myers & Bro. Co. does 
not plan to announce this new water 
system to the public until after the 
first of the year, by which time 
stocks will have been placed in the 
hands of the company’s dealers and 
distributors. 





Light Background Attracts Attention 
To Wall Display of Farm Hardware 


HEN farm hardware items 

are hung up on a wall display 

and properly lighted they attract 

considerable attention and many 

sales result, according to Donald V. 

Fisher, hardware dealer at Inde- 
pendence, Iowa. 

Mr. Fisher uses a light colored 


wall background against which are 
hung various farm hardware items 
on hooks. He also uses indirect 
lighting for the area. This makes 
a very fine appearance. The light 
background of the wall and the dark 
color of the farm hardware makes 
a fine contrast which helps sales. 





This display is a study in contrasts—dark hardware against 
light background. It catches the eye and many sales result. 












THE BEST 
is always worth 
waiting for... 


BVIOUSLY, the “BEsT” we’re 

talking about is the Manning- 
Bowman Twin-O-Matic Waffle 
Baker. This popular favorite, to- 
gether with all the other top- 
quality appliances in the M-B 
line, will be back one of these 
days (soon, we hope). And it’s a 
line Well worth waiting for. 

The picture ahead for Man- 
ning-Bowman is as attractive as 
the young lady pictured up 
above. More homes needing more 
electrical appliances than ever 
before. More money to spend. 
More urge for top quality. 

That’s why we think it might 
be a good idea for Manning- 
Bowman dealers to PIN up the 
gal in this ad...ssome place where 
she will remind them that the 
Manning-Bowman line will PIN 
pown those extra-profit quality 
sales in the days “around the 
corner.” Remember, the best is 
always worth waiting for and... 


Milanning 
Bowman 


Means Best 


MERIDEN, CONNECTICUT 
KEEP ON BUYING WAR BONDS 
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ENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER. MASSACHUSETTS 
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Diagram of tower showing various steps in the manufacture of shot. 


Winchester’s Shot 


‘6 ERTICAL Manufacturing 

Line,” Winchester Repeating 
Arms Co., New Haven, Conn., divi- 
sion of Western Cartridge Co., has a 
shot manufacturing line that pro- 
ceeds horizontally from one opera- 
tion to another. Shown in the ac- 
companying illustration is the nine- 
story shot tower through which the 
shot must travel three times before 
it is transformed from billets of 
metal into spherical pellets. On the 
first trip up, the metal rides to the 
tower top by elevator. Its first de- 
scent is in molten form. As it falls 
154 ft. the molten metal forms into 
pellets and drops into a tank of 
water. 

Bucket conveyers then scoop it up 
from the water and carry it to the 
second floor. The water drains off, 
and the shot rolls back to the first 
floor. When it is dried in a steam 
drum, it takes its final trip up, this 
time to the sixth floor. It descends 
by gravity from floor to floor as it is 
polished, inspected for roundness, 
assorted into sizes, repolished and 
bagged for distribution throughout 


Manufacturing Line 


the plant. The final step loads the 
shot into shells. 
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October War Bond poster, “You 
Can't Afford to Miss Eitherl — Buy 
Bonds Every Pay Day” which has 
been mailed directly to the leading 
retailers throughout the country by 
the Retail Stores Section, War 
Finance Division, Treasury Dept. 
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Average Family Planning Home Building 
Will Spend $5,500 for Building Alone 


16 per cent expect to spend $9,500 or. more for dwelling 
construction exclusive of cost of land, says F. W. Dodge Corp. 


HE majority of American fami- 

lies expecting to build their own 
homes to order when restrictions are 
relaxed on manpower, materials and 
equipment, are budgeting an outlay 
of $5,500 or more for construction 
alone, exclusive of land cost. 

Finding to this effect, based on an 
analysis of authenticated reports on 
single-family dwelling construction 
contemplated by 18,428 families per- 
sonally interviewed during the last 
seven months by its staff in all states 
east of the Rocky Mountains, was 
announced Sept. 25 by F. W. Dodge 
Corp., New York City, fact-finding 
organization for the construction 
industry. 

A spokesman for the company 
pointed out that the greatest demand 
for homes as revealed by this survey 
is in the higher cost brackets of con- 
struction prohibited during the last 
three years by defense and war re- 
strictions. Two thirds of the post- 
war demand is for homes to cost 
more than the War Production 


Board’s maximum for eligible war 
workers, the executive declared. 

The survey shows that fewer than 
12 per cent interviewed expect to 
obtain a home built to order for 
$4,500 or less, exclusive of land 
cost. It was also made known that 
16 per cent expect to spend $9,500 
or more for dwelling construction. 

The Dodge spokesman said that 
the figures apply to homes built to 
owners’ orders, and not to dwellings 
built by operative builders for sale 
or rent. 

A separate survey among 200 op- 
erative builders in several states 
conducted by Sweet’s Catalog Ser- 
vice shows that 117 already have 
prospective buyers, and 43 have con- 
tracts now to build homes to owners’ 
orders. The 200 builders polled said 
that they planned at present to build 
15,882 dwellings during the first two 
years materials and manpower be- 
come available and cost maxima are 
unrestricted. The builders said that 
more than half of the homes built 
for sale would cost $7,000 or more. 





Farmers Head for This Brush Display 


HE Kleinpell hardware store, 
Elkader, Iowa, has an excellent 
brush business, selling many of 
these items to townswomen and also 
to farmers. Key sales feature of the 
line has been a table devoted almost 
exclusively to a showing of the vari- 
ous brushes in stock for various 
uses. 
Farmers especially head for this 


brush table when they enter the 
store. The average farmer uses many 
brushes of various kinds for dairy 
house and other uses, for cleanliness 
is a byword in Wisconsin dairy 
circles. Mrs. Bruce Irwin, manager 
of the store, says that the mass dis- 
play of brushes has been used for a 
number of years and always attracts 
customers. 





This concentration of brushes attracts both farmers and housewives. 
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Larger $ Profit 


Local Advertising 
Support 


Maximum 
Sales Helps 


WOODRUFF 


Adapted 


LAWN SEED 


AND lawn 


Write today for Details... 


GRASS SEED DIVISION 
F. H. WOODRUFF & SONS, INC. 








Milford, Connecticut e 
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And Still Available for Hardware Distribution 


Air or Hand-Operated 
Bench Vise 


Standard 4in, Reed bench vise oper- 
ated by a powerful 8-in., foot-controlled 
air cylinder. Clamping pressures are ad- 
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justable from zero up to 2% tons, the 
practical safety limit of the vise itself. 
Vispeed operates through the full range 
of the 6-in. jaw opening of the vise, 
and a safety control limits the air- 
powered movement of the movable jaws, 
adjustable from zero, to a maximum of 
1 in. Foot controlled, slight toe pres- 
sure closes the jaws of the vise, and 
heel pressure opens them. Jaws lock in 
either position. Vispeed is available as 
a complete package unit, consisting of 
a 4in. standard Reed bench vise, an 
8in., air cylinder, pressure regulator, 
gage, quick exhaust valve, air-hose, and 
foot pedal assembly, or the air unit may 
be purchased separately for easy attach- 
ment to any standard 4in. or 4%4-in. 
vise. The Bellows Co., Akron, Ohio. 


H. K. Porter Releases 
Booklet on Post-War 
Policy 


Entitled “Auld Acquaintance Shall 
Not Be Forgotten,” this booklet tells 
something of the history of H. K. Por- 
ter, Inc., Everett, Mass. Emphasized is 
the fact that when peace comes, this 
company will see that consumers are 
re-supplied at the earliest possible mo- 
ment with pre-war goods, and that “auld 
acquaintance shall not be forgotten.” [l- 
lustrations are included of the 1880 
model of Porter bolt clipper, and the 
1944 model of the bolt clipper. A page 
is devoted to some highlights about 
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each officer of the company, and the 
founder, H. K. Porter. A photograph of 
each of the above is shown, in addition 
to one of each of the representatives of 
the company throughout the states. 





Howe Scale Co. Offers 
Truck-Trailer Catalog 


A 56-page catalog, P-15, has been 
issued by The Howe Scale Co., Rut- 
land, Vt., fully illustrating and describ- 
ing its line of warehouse trucks, trailers, 
dollies, platform skids, lift jacks, wheels, 
axles, and casters. Printed in two colors 
throughout, it illustrates special as well 
as standard items. It is indexed alpha- 
betically, by content, and by code num- 
ber for easy reference. 





Silex Coffee Makers 
Have New Package 


Silex glass coffee makers in the 8 cup 
Bretton style are now packaged in a 
trim, blue and white box. This paste- 
board box, with corrugated filler with- 
in to protect the product in shipping, 
is neat and smart with Silex coffee 
makers, alternating with cups of steam- 
ing coffee in bands around the edge of 
the box. The Silex Co., Hartford, Conn. 





Cellulose Sponge 
Soap-Bank 


Piece of DuPont sponge containing 
a cloth-lined pocket to save soap scraps 
and chips. Just wet the sponge, put 





soap scraps or chips inside and suds 
will appear. May be boiled in hot 
water to keep sterile. Used for wash- 
ing dishes, windows, or walls. Will 
clean leather belts, shoes,’ cars, and 
many other items. Measures 6 by 3% 
by % in. Minute Mop Co., 17 E. 23rd 
St., Chicago, Il. 


Booklet on Electric 
Fencing by Prime Mfg. 


This booklet contains a report of 
practical, field-tested ideas and prac- 
tices concerning electric fencing. Has 
a detailed index with main and sub 
headings. Tells how to train livestock 
so they won’t try to escape from their 
confinement. A complete layout and 
plan of the electric fence system is in- 
cluded, and many detailed illustrations 
are shown to make the instructions easy 
to follow. Lists the equipment needed 
for attaching insulators and wires. Ex- 
plains how to install a lightning ar- 
rester, a controller, and how to splice 
wires. A section is devoted to explain- 
ing the maintenance of fence systems. 
Prime Mfg. Co., Milwaukee 4, Wis. 
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Turkey Range Shelter 


Spacious turkey range shelter is fabri- 
cated with curved, laminated rafters to 
which have been nailed and glued 
smooth sheets of waterproof, resin bond- 
ed plywood, the same as is used in PT 
boats. Shelter is 12 by 16 ft., and tall 
as a man. It is made in five units for 
bolting together on range. Dealers can 
offer this for sale where lumber is 
scarce or not available. No. RS-16 does 
not require any priority rating. The 
National Ideal Co., Toledo, Ohio. 





Silex Automatic 
Elec. Steam Iron 





Automatic electric steam iron distrib- 
utes a horizontal sheath of steam over 
entire ironing surface. The maker says 





Long Tool Handles of Plastic-Laminated Wood 


The Union Fork & Hoe Co., Colum- 
bus, Ohio, announces production of long 
tool handles of plastic-laminated wood, 
which are to be offered under the trade- 
name of “Ply-Beam” after the war. The 
plies which form the handle are at right 


angles to the tool load giving the effect 
of a series of beams, and making the 
handle very strong. The handles are 
said by the maker to be equally re- 
silient, and several times stronger than 
the best grade of natural white ash. 








that this iron moves on a cushion of 
steam extending from the tip to the 
heel of the iron, and that wherever the 
iron touches the fabric, this layer of 
steam prevents scorching, sticking, or 
melting. Iron has three-way grooves on 
the iron sole plate through which the 
steam is forced horizontally. Second 
feature of this iron is a special lever 
which permits the user to change in- 
stantly from steam to dry heat, or vice 
versa, while ironing. The Silex Co., 
Hartford, Conn. 


Wickwire Bros. Wire 
Products Catalog 


Containing 126 pages, this book com- 
pletely catalogs the products of Wick- 
wire Bros., Inc., Cortland, N. Y. Cata- 
log is wire-bound, and has a heavy cover 
with round corners. Fully illustrated, 
the pictures are captioned with large 
legible type. Has a complete index sec- 
tionalized for speedy reference by read- 
ers. 








MODERN SCIENCE 
PROVES THAT 


ough clean-up. 










tion is tried. 







GETS THE 
SMART RATS 


It is being generally accepted by those study- 
ing the rat problem that prebaiting is about the most 
effective way to get the smart rats and make a thor- 


KAZOO PRE-BATE Extract used 
with KAZOO RAT BREW solves 
that problem—the proof is in the 
rapid increase in sales and many re- 
peat orders wherever this combina- 








DEALERS 


MAKE MONEY 





One sale immediately encourages many 
more. National advertising is familiariz- 
ing your customers with this product. 
Be the first in your community to cash 
in on the profits already being made 
wherever these products are stocked. 
Ask your jobber for Kazoo Rat Brew 
and Kazoo Pre-Bate Extract—or write 
direct giving jobber’s name. 


BAILEY, PRIHODA & CO. 
342 W. Kalamazoo Ave., Kalamazoo 11, Mich. 
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NOW AVAILABLE 
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The Chicago “V’’-Belt 
Pulley Display 


will help 
You 








Value 


tsk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 134” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in %” and %” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Moarce St., CHGO. 12, ILL. 


make Sales 
A $15.00 


for Only 
$7.20 








Sright Light 
for Wight Scght 


wherever needed 
on Home or War Front 
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WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





Blue Ribbon 
Glass Cutters 


Blue Ribbon protected wheel glass 
cutters. Has a wheel guard which pro- 
tects the cutter from dirt, rust or in- 
jury in the tool chest. Designed with 


Wie 
= 


an oil saturated pad inside the wheel 
guard which keeps the wheel from 
getting rusty. The wheel itself is made 
from Tungsten alloy. Individually 
boxed with full instructions, there are 
three to a display, and four displays to 
a carton. Wm. L. Barrett Co., 32 School 
St., Bristol, Conn. 











Ogen Roach and 
Ant Killer 


Powder designed primarily to control 
roaches, but is also effective in com- 
batting ants and bed bugs. Powder 
sticks tenaciously to insects and to any 
dusted surface says the maker. Pack- 
aged in a two-ounce sifter top can, it 
pours freely. For practical purposes it 
is considered non-poisonous to human 
beings and warm blooded animals, when 
used as directed. Its killing power is 
equal to that of ground pyrethrum 
flowers, according to the maker. Its 


killing potency is retained over a 
period of weeks, when used. Rose 
Mfg. Co., Beacon, N. Y. 





Keystone Brass & Rubber 


1944-45 Catalog 


Containing 148 pages, the 1944-45 
catalog of The Keystone Brass & Rub- 
ber Co., Broad & Lehigh Sts., Philadel- 
phia 34, Pa., illustrates thousands of 
plumbing items, tools, plastic, rubber 
and household specialties. 





All-Wood 
Porch Gate 


Made of hardwood and varnished, 
this gate has metal hinges and screws. 
It is 6 ft. long and 33 in. high. Has a 





sturdily made frame and it operates 
very easily. Kursh Paper Co.. 698 St. 
Clair, N. W., Cleveland 13, Ohio. 











Step-Up Display Helps Sell Baskets 


Practically every 
housewife likes a 
colorful shopping 
basket. The Water- 
loo Hardware Co., 
Waterloo, Iowa, finds - 
that stocking and 
making a mass dis- 
play of them where 
women can see them 
helps to make addi- 
tional sales. 

The baskets come in 
various sizes and 
shapes and prices 
and are shown at 
the store in a step- 
up arrangement 
which makes them 
very attractive. Nu- 
merous sales are 
made on the baskets 
during most months 
of the year. 
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BUY , .. NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 
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FAST SELLING 
SCHOOL BAGS 


Neo. 93 Pillow alip style; 
made from heavy duty 
Khaki Duck, sheulder 
strap style enly. Apprez. 
size 10 by 18 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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ANNI 


SEE YOUR 


JOBBER 
HANSON SCALE CO. 


$233 WM. ADA ST CHICAGO 22 LLINOIS 





“his sign, placed on the sidewalk 
st the front entrance, tells the 
passersby that Schwickert's is in 


Service Department 
Does a $100,000 
Business Annually 


(Continued from page 100) 


panels in the tinshop containing 
pictures of the buildings in which 
such installations were made. 
During wartime the store’s repair 
staff regularly services these in- 
stallations. These lines were put 
into southern Minnesota some 
years ago and have been widely 
used in many localities. Mr. 
Schwickert sees a fine business for 
natural gas equipment after the 
war. 


Tinshop Kept Busy 


The Schwicket tinshop also has 
been kept very busy with jobs in 
stores and factories, as well as 
with work in private homes. Many 
war plants want roofing on a pri- 
ority basis and the company has 
obtained a number of excellent 
jobs of this type. Luckily, most 
of the men in the Schwickert ser- 
vice organization are above mili- 
tary age and have been on their 
jobs for many years. This eases 
the labor turnover problem con- 
siderably. 









the market for used articles. 



















































Get SOILAX from your jobber. 
Retail Price: 25¢ for 1% lb. Box 
Economics Laboratory, St. Paul, Minn, 











Immediate 
Delivees 


SUN BRAND 


SLEEPING BAGS 


vy, dr waterproofed duck; 
pratt fete 100% all - 
wool lined. Large head api 
Zippers down the side = 
across bottom. Pocket ~ 
air mattress. Six sizes; popular 
prices. 


WATER BAGS 


of imported flax 
= eepectally made 
for water bags. Well 
sewed. Strong carrying 
strap of heavy webbing. 
Aluminum mouthpiece. 
Popular two gallon 
size. 


DUFFLE BAGS 


avy olive drab Army 
Fea Waterproof; dust- 
roof. Double seams 
throughout. Handles at 
bottom and side. Large 
inside flap with tie 
tapes keeps out dust. 
Heavy metal ovens 
with sturd braide 
rope. Roun bottoms. 
Six sizes. 


FRUIT PICKING 
BAGS 

for peaches, pears, 
ae, Grade A heavy white 
duck. Flat steel frame at top. 

P. Heavy 2” webbing, just- 
. able shoulder straps. 
Empty by releasing 
braided cord from fasten- 

ers on sides of frame. 


SUN TENT-LUEBBERT CO. 


363 Sixth St. © San Francisco 3, Calif 














































HE automatic one-cycle elec- 

tric dish-washing machine intro- 
duced shortly before the war by the 
Edison General Electric Appliance 
Co., Chicago 44, IIl., will now be 
available after the war. The dish- 
washer, now built for enclosure in 
cabinet sinks, will become a part of 
thousands of modernized homes, as 
well as a part of the original con- 
struction in new homes. Although 
market studies and surveys made 
during the wartime period indicate 
that the dishwasher is a wanted 
home appliance, many who modern- 
ize or build new homes will not im- 
mediately install them. Because of 
that, dealers handling contracts for 
kitchen modernization, or new con- 
struction where a dishwasher is not 
specified, should make provision in 
the plumbing for future installation 
of a dishwasher, says the Edison 
General Electric Appliance Co. 
In this new Hotpoint model, many 
obstacles which were encountered 10 
years ago have been surmounted. 
The new models will have improved 
dish racks, which reduce the chance 
of chipping dishes, and they do not 
use soap, but use an automatically 
injected detergent which conditions 
the water. The dishes will be dried 
by a heating unit, and the machine 
is built-in as part of the sink, there- 
fore permitting the control of water 
pressure and draining facilities. In 





this new automatic electric dish- 


Water at 180 deg. temperature from the electric automatic storage water 
heater washes dishes clean in this electric dishwasher. 


Hotpoint Introduces Automatic, One Cycle 
Electric Dish-Washing Machine 








washer, one push of a button will 
give dishes the entire cleansing cycle, 
from spraying through washing and 
rinsing, to warm air drying. The 
dishwashing cycle is a five minute 
wash, and two one minute rinses, 
each preceded by a 10 second spray, 
all automatically controlled. 

The drying unit, which will be 
aided by an 800 watt Calrod heating 
unit mounted in the tub will begin 
to produce heat after the spray- 
wash-rinse cycle is completed, and 
the tub is drained. During the dry- 
ing period, the impeller will be 
allowed to operate, to circulate the 








Completely Automatic Electric Dish- 
washer: washes dishes for 12 din- 
ners, by pushing the small button 
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He Il Soon Be Circling 
Around Over Berlin! 


Very soon now, “Old Baldy” will 
sink his talons into the nerve center 
of Nazidom and the show in Europe 
will be over. Right now, we are stick- 
ing to our war work, so there may be 
no lack of “what it takes” for the 
boys over there doing the job. After 
Germany cracks, we hope to catch up 
with deliveries to the trade of Brooks 
Hooks and Wire Products. Until this 
can be done without hampering the 
war effort, please be patient with us. 


M. S. BROOKS & SONS 
Box ""B"" CHESTER, CONN. 
Since 1848 


‘BROGKS f° HOOKS” 














Gross tack 


is A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 
fn new nequinements 
a specially ~ ~ ~ 
W.W. (ross & C0.INC. 


EAST JAFFREY. N.H. 
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warm air within the tub. After 20 
minutes, the impellor and the Cal- 
rod unit will shut off automatically. 
The tubs will be insulated to retain 
the drying heat, and to aid quiet 
operation. 


—_—_—— 


How's the Hardware 


Business? 
(Continued from page 145) 


crops and uncertain imports of flaxseed 
for linseed oil, there is need for in- 
creased use of fish oil. Wood oil, castor 
oil and oiticica oil are in sufficient 
supply to meet current demands. (3) 
Chrome pigments may become more 
critical during the fourth quarter, but 
since additional production of bichro- 
mate is expected during the first quar- 
ter of 1945, it is hoped that will alle- 
viate the short supply of chrome 
pigments. (4) While WPB is con- 
sidering a quota order on rosin, the 
order will not be issued unless the 
supply and demand clearly indicate its 
necessity. (5) Starting in October and 
continuing until the end of the Euro- 
pean war, phenolics and ureas will be 
available for civilian requirements in 
reduced quantities. (6) Steel drums 
will be more plentiful for the industry 
after the European war because of in- 
creased rolling capacity. Containers of 


‘tinplate, terneplate and blackplate are 


expected to remain at the same supply 
level for the balance of the year, while 
glass containers and closures will be- 
come more abundant soon. 

* # * 


More radio tubes — Demands 
for radio and communications equip- 
ment have reached an all-time peak 
because of the activity on all war fronts. 
Probably the collapse of Germany will 
insure cut-backs and greater civilian 
production. In the meantime, however, 
some alleviation is in prospect. Radio 
manufacturers have been notified that 
one million tubes, declared surplus by 
the government, will be turned back 
at once to manufacturers. It is expected 
that within a month these will be reach- 
ing the civilian market. Recently, it is 
said that such scarce tubes as 12SA7 
and the 12A8, with ceilings of respec- 
tively $1,25 and 95 cents, are command- 
ing as much as $10 each in black mar- 
kets. Tubes to be returned through the 
war surplus administration will be dis- 
tributed among manufacturers on a pro 
rata basis by type. The manufacturers 
will test the tubes, place them in stand- 
ard cartons, and distribute them to 
their regular customers “on an equitable 
basis.” Of course, a million tubes will 
not make any appreciable dent in the 
demand, Production and distribution of 





CROQUET- 








POPULAR GAME 
for the 
OUTDOOR LIVING ROOM 


@ The outdoor living room—a 
glorified conversion of what was 
formerly known as the “back 
yard”— will be increasingly pop- 
ular after the war as the place to 
play and relax. 

So plan to take advantage of 
its market possibilities with cro- 
quet—the family’s most popular 
game. 

South Bend croquet sets are 
sturdily and attractively built, and 
popularly priced—reflecting the 
workmanship of South Bend’s 
70 years’ experience in building 
fine toys. 

Contact your South Bend job- 
ber for possible de- 
livery of croquet sets 
now. He will be glad 
to assist you with 
the help and infor- 
mation you need. 





* 
se 


= 


SALES REPRESENTATIVES 

New York —Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn. — Louis Williams 
& Company 

Seattle, Wash.—Leo Scherrer, 2018 
Condon Way 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 





AMERICA’S FAMILY GAME 


Croquet Sets - Baby Carriages + Children’s Furniture « 
Doll Carriages - made by South Bend Toy Manufacturing 


\., South Bend, indiana, for over 70 continuous years. 
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CARDED 
STEEL 


HI-TES 


HEEL PLATES 


WEAR LONGER 
EASIER TO ATTACH 


L. KARNO & CO. cwictoo? i 





















raises cold water 
to the boiling 
point almost instantly 
+ + « Mow gives greater concentration of 
heating, agitating and dissolving action 

- « Row gives even better action, faster! 
And, now, it takes less E-ject-o fo do the 
job. All of these new advantages are 
“PLUS” selling points, in addition to long- 
famous features: no fumes, no foam, harm- 
less fo enamel and pipes , . . fully dissolv- 
ing, non-solidifying. 














Order from Your Jobber or Direct 


UNITED GILSONITE LABORATORIES 
SCRANTON, PENNA. 
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tubes through regular channels in July 
totaled 1,754,000, and that supplied only 
a fraction of the demand. 

+ 7. * 

More furniture patterns 
asked—Representatives of the wood 
furniture makers have asked WPB to 
revise furniture order, L-260-a, to per- 
mit the development of new furniture 
patterns and to increase the number of 
patterns that each manufacturer may 
offer at any one time. Now, order 
L-260-a prohibits new furniture pat- 
terns, unless specifically authorized by 
WPB, and restricts the number of pat- 
terns each manufacturer may offer at 
any one time to 25 per cent as many 
as he offered in September, 1941, or 
24 patterns, whichever is greater. The 
industry also recommended that their 
permitted rate of metal spring consump- 
tion be increased. Similar recommenda- 
tions also have been made to WPB by 
the Upholstered Furniture Industry Ad- 
visory Committee, who have been under 
similar output limitations. 

* a7 . 

Tung oil allocations—WFA 
has suspended until Dec. 31, the provi- 
sions of Food Order 39, under which 
tung oil has been allocated since 
March 19, 1943. Supplies are ample 
and present prospects indicate a large 
domestic production this Fall. Produc- 
tion in this crop year, principally in 
Georgia, Florida, Mississippi and Louisi- 
ana, is expected to approach 9,000,000 


lb., compared with about 2,000,000 lb. 
last year. Suspension of Food Ordet 39 
makes tung oil available for all pur- 
poses. The total quantity of all fats and 
oils used, however, is still subject to 
the general “fats and oils” order, No. 
42. 
. . 7 

Tooling for new models — 
WPB, by an interpretation to order 
P.43, defines what tools it will allow 
industry to obtain through priority 
assistance for experimental models of 
new products. These, they say, mean 
dies, molds, jigs, fixtures, patterns and 
other tools and equipment used in 
making experimental models. Such 
equipment generally may be obtained 
through priority assistance under No. 
P-43 whether treated as operating sup- 
plies or capital additions. Cost of tools 
for experimental models that can be 
made only under Priorities Regulation 
23 must be included in determining the 
cost of the models. P. R. 23 allows a 
person to make such models costing in 
the aggregate not more than $5000 a 
month in a single plant. If the cost is 
more than $5000 a month for all such 
models of all products, application for 
authorization must be made to WPB 
field offices. 

. = ™ 

Silver for manufacturing — 
WPB has set up domestic silver quotas 
for small maufacturers of less essential 
civilian products, by amendment to 








Fluorescent Lights to Be a Post-War Feature 


NE of the post-war items which 

the. Waterloo Hardware Co., 
Waterloo, Iowa, will handle is fluo- 
rescent lights, according to C. U. 
Chickering, dwner. The store took 
on the line a couple of years ago 
and early this year sold 500 units 
before restrictions were placed on 
the sale of the lights. 


Mr. Chickering believes that there 


will be a large market for such 
lights in the post-war period. He 
thinks that a hardware store is in 
a position to get considerable of this 
business, inasmuch as it already 
serves the homeowner to a large ex- 
tent. 





This fluorescent lighting display is an eye-catcher and sales-builder. 
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SALES 


FOR You... 


Double-Duty is not the word for “Little Doc” 
Refrigerator Cleaner. 
that homemakers will buy and buy repeatedly. 


It’s a triple-duty packet 


It CLEANS, POLISHES AND DISIN- 
FECTS, leaving the refrigerator clean and 
sweet. 


It retails at 10c,—same as its four companion 
products—Window Cleaner Concentrate, Rug 


and Uph 1 Y Cc ‘ate, 10- 
Minute Car Wash, Paint Brush 
Cleaner. Write for details of these 
“Little Doc’’ products. 





**) GUS. J. SCHAFFNER COMPANY 


AVALON, PITTSBURGH PA 


CALF. AVE 











to a Carton 


18” long, stamped one piece con- 
struction.—24 gauge galvanized 
steel. Built for long use and easy 


handling. Rust resistant. Dis- 
tributed Nationally by leading 
Jobbers. 


Now booking for first 
quarter 1945 delivery 


PENN 51 72 Gynt 


1825-39 N. Sth Street, Philadelphia 22, Pe. 
OCTOBER 12, 1944 











Order M-199. A manufacturer, to oper- 
ate under the amendment must have 
had gross sales not exceeding $35,000 
in the preceding year. He cannot pur- 
chase more than 500 fine troy ounces 
of silver quarterly, and must do no toll 
processing, Only 25 per cent of his 
silver quota may be made into findings 
for his products on toll by others, 
Manufacture of watch crowns and bows 
of domestic silver is permitted without 
quota limitations. Occupational, edu- 
cational and recreational therapy, as 
well as art and trade schools and classes 
utilizing silver in their activities, may 
also use domestic silver. Sale of prod- 
ucts, such as silverware, jewelry, church 
goods, etc., resulting from this use may 
not exceed $300 in value, or 100 troy 
ounces in fine silver content per student 
or patient, per calendar quarter. By 
another amendment to the order, a 
manufacturer of rolled gold-plate and 
gold-filled stocks, whose products come 
within the definition of “silver” under 
Order M-199, may now use a CMP 
symbol to obtain brass mill products 
for use as inter-liners. 


* * *# 


Easing on mica—Mica fabri- 
cating industries no longer require 
specific authorization for securing and 
using certain types, qualities‘and grades 
of mica not in critical supply, WPB 
has ruled, in amending Order M-101. 
The definition of strategic mica re- 
mains unchanged, but relief is given 
the industry from several war-time re- 
strictions. Detailed applications are no 
longer required for mica in plentiful 
supply, but for grades and qualities 
still in short supply, filing of WPB 
form 1085 remains necessary. All re- 
quests for release of Government stocks 
of strategic mica covered by order M- 
101 will be granted, WPB says, and if 
certain types are depleted from time 
to time, other types listed in the 
schedule can be made available for par- 
ticular uses required. Small order ex- 
emptions have been increased to $50 
or less for unfabricated, and $100 or 
less for fabricated strategic mica. 


* + 


Pre-built homes—Among post- 
war plans in the lumber industry, are 
those of the makers of pre-assembled 
houses. These may be one of the 
answers to post-war living and the re- 
building of war-torn sections of Europe, 
according to Wingfoot Homes, Inc. At 
the end of the war, while more perma- 
nent houses are being constructed for 
millions of persons whose homes have 
been levelled to the ground by the war- 
ring armies temporary living quarters 
must be provided. Housing facilities 
also must be arranged for thousands of 
workers who will be engaged in the 





ARMSTRUNG BROS. 


Threads of Lathe-cut 
Smoothness 


d from special oil-tem- 
pered Chrome-Vanadium Tool 
Steel, with hob-cut teeth "backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 

Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 


They fit all standard make Stocks 
or Threaders—"Adjustable,” "Re- 
ceding” or "Solid — come in all 
pipe sizes from 4" to 2". 


ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


MA i.3 





Write for Catalog 





ARMSTRONG BROS. TOOL CO. 


e 


314 N. FRANCISCO AVE. « CHICAGO, | 





Eastern Sales Office: 199 Lafayette St., N. Y. 


A 
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For the Haréware Dealer who stocks depend- 
able merchandise, we announce an improved 


READY MIXED 
IN BIS-KIT FORM 


The entire country is now suffering 
from heavy rat infestations. Customers 
are asking for an effective rat extermi- 
nator, which can be used safely around 
homes and farms, without endangering 
livestock, pets or poultry. Most are ask- 
ing for a high class red squill extermina- 
tor, such as has been recommended by 
rodent control authorities. K-R-O Ready 
Mixed is such an exterminator. The 
name K-R-O, for the past 25 years, has 
stood for quality and dependability. To- 
day K-R-O red squill Powder and K-R-O 
Ready Mixed Bis-Kits are sold in every 
state of the union. These lines are as- 
suring dealers a steady repeat business. 

K-R-O products conform to all estab- 
lished standards and are the result of 
close cooperation with the leading rodent 
exterminating agencies of the country. 


Order a stock of K-R-O Ready Mixed and 
K-R-O Powder today. Retail prices: K-R-O 
Powder, 75¢—2 oz. can. K-R-O Ready Mixed 
Bis-Kits, sf small package. K-R-O Ready 
Mixed Bis-Kits, $1.00 large farm package. 


THE K-R-O COMPANY 
Springfield, Ohio 
Affiliated with The Rat Biseult Co. 


K-R-O products are advertised in national magazines and 
farm publications. 











"Mends Furniture” 





Boosts Sales 


Most glue for home use is bought to mend 
furniture. That’s why the new “Mends 
Furniture” label, on 14-pint and %-pint 
bottles of Iron Glue, is such a t sales 
r. Iron Glue also comes in 10¢ bot- 

tles, pints, quarts and gallons. Ask your 
iobber, or write giving jobber’s name, to 
eCormick & Co., Inc., Baltimore-2, Md. 


LIFE ADVERTISING OF 


IRON GLUE 


MAKES DISPLAY PAY 














huge rehabilitation tasks. Factory 
built houses, turned out on an assembly- 
line production scale in the United 
States, could be shipped in a knocked- 
down state to these war-torn areas and 
quickly assembled, they say. Special 
features of the company’s houses make 
them suited for rehabilitation housing. 
When first assembled they are eight feet 
wide 26 ft. long, making it possible to 
move them on the highway. Delivered 
at the site, two wings on the bedroom 


end of the house may be pulled out, 
expanding the size to 15 by 26 ft. 
* ” * 


International Detrola sales 
—International Detrola Corp., Detroit, 
Mich., has announced that during eight 
months its radio-electronic division in 
Detroit and its machinery divisions in 
10 months in Elkhart and Indianapolis, 
Ind., had total sales of $26,468,617. 


Calls Attention to 
Repair Service 

HE Warner Hardware, Minne- 

apolis, Minn., advertises its re- 
pair service by a neat, well lettered 
wooden sign in a main display win- 
dow. They copy reads, “We repair 
and sharpen almost everything, for 
home, office or shop. If it is fixable, 
Warner’s expert repair shop men 
can fix it.” 

This sign attracts considerable 
attention and brings in many cus- 
tomers, for the store is located on a 
street in Minneapolis where there 
is much street traffic. The sign and 
copy remind people of items they 
have which need repair. 





Greeting Card Display 
Catches the Eye 
HE McFarlane Hardware, Oel- 


wein, Iowa, has a greeting card 
display right up near the front of 
the store where everyone entering or 
leaving the store can see it. This 
type of display has helped to boost 
the greeting card volume consider- 
ably. The customer who comes into 
the store to buy greeting cards often 
remains to buy other items as well, 
the management finds. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 





on page 122 








Limited 

Available EiLecrase teantasce 
FOR HOLIDAY WINDOW DISPLAYS! 
Increase sales with 


carries 200 Ibs. 
$12.50 with 16” 
table. A.C. only. 


GENERAL DIE-STAMPING-TOOL COMPANY 
268 Mott Street . New York 12, N. Y. 


















COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due te the war, “Clip 
Je. ‘onan Noll Ciena 
are unavollable. Ur 


jons 
sale, remember the name: 
COOK! 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coss. 





PRECISION LEVELS 


ble from stock without Priority 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 


Oh 1907 
Established in Geneva, O in 913 


Hibernia Bldg New Orleans 12 Le 


GUNSHINE 
cHAMOIS 


MADE IN U.S A 
“ASK YOUR JG886R 
SCwWEe PIECE CHAM , 
HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 











AGAIN AVAILABLE! 
A Much Wanted Item— 

To Drain: Cellars, 

Pools, Washing Ma- 

chines, CENTRO- 

DRAIN and FILLER 
Retails $1.50 
Write for details. 

Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway New York 3, N. Y¥. 

















Give - to the 


Lincsingl 
Red —LI” Cross 
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Sho 


ISPLAYS! 


COMPANY 
k 12, N.Y, 
oemmemenna ng 








»K’S 
VALUE 
LIPPER 


war, “Cli 
‘ and * 4 


Nail Clip 
— 


ae om 
COOK co. 
Ansonia, Cease. 





Hooked Rugs and Laundry Goods 
Bring More Customers to Pekoc’s 





This combination of hooked rugs and laundry goods made an attractive 
display that influenced many a passerby to stop and make a purchase. 


HIS window featuring laundry 
goods and hooked rugs, made in 
an institution for the blind, attracted 
many old and new customers to the 
F. J. Pekoc, Jr., hardware store in 
Cleveland, Ohio. When the institu- 
tion discontinued making the rugs, 
because of the scarcity of cotton and 
rayon needed for them, Pekoc’s 
bought the entire stock of 15 dozen 
rugs. Graded according to color, they 
were sold at from $2.25 to $6.95, and 
attracted considerable attention and 
some new customers since they were 
an unusual line for the store. 
Laundry items, long a regular part 
of the store’s stock were shown in 
this window which also featured 
rugs, shopping baskets, ironing 
boards, hampers and straw hats. 
Three dozen clothes baskets, priced 
from $1.39 to $3.50, were sold the 


first four days they were shown in 
the window. Several grades of iron- 
ing hoards with covers were offered. 
Pad covers were featured at 69 cents 
each and pads and covers priced 
from $1.39 to $2.50 were also shown. 
Most of the people buying other 
laundry needs also bought 50 or 
100 ft. of clotheslines. 

People seeing the laundry items 
inquired about electric irons and, 
since there were none in stock, many 
brought in their old irons for repair. 
Previously, about two irons were 
brought in each day, but the laundry 
window resulted in a veritable flood 
of iron repair jobs, minor ones from 
about 50 cents and the major iron 
repair jobs running up to $3. Except 
for thermostat repairs, the work is 
done in the store itself. 

















AGE 





UNDER $1,000 


ORCL 


RESEARCH COMPANY OF AMERICA 





FAMILIES ... BY INCOME LEVELS 


$1,000-$2,000 


ORCC ROA NE 






yr $2,000 
Z ” aa $5,000 








19.3% 17.6% 
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Breakdown of American families according to income levels. 


PICTOGRAPH CORPORATION 





Rival is Progressive 


with New items—Cautious 


in Changing Distribution 
Channels 





In the future, as in the past, you can 


count on: 
e The SAME Company Policy 
eThe SAME Top Quality 


e The SAME Distribution Channels 


Easily crushes 
cubes or lumps, 


fine or coarse. 


























4 
’ 7 Trade Mark 


The juicer that 

gets ALL the 

juice, without 

rind-oil, pulp, 
or seeds. 


For steaks, 
chops, fish 
or fowl. 
Only 
electric 


adjustable 
trier Baoil-O- Mat 
made. Trade Mark 


















Opens cans of 
all shapes, and 
fi sizes, leaving 


QC O-Mat smooth bev- 


eled edges. 





includes: 
House Beautiful 
Good 
Housekeeping 
Ladies” 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
Companion 
*Trademark Reg. U.S. Pat. Off, 







MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


J UGUNAL ND 











( wERE’S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
W ATF R furniture, woodwork or 
plaster. This plastic 
repair material comes 
ja powder form... just 
nix with water aad 
will NOT SHRINK ase. Will not shrink. 








STICKS AND STAYS pur Sticks and stays put. 
' * 






Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
‘Woter Putty. Packed twelve 1-16. 
cans of four 4-Ib. cons to cose. 
Alco eveileble in 25, 50 ond 
OOM drems for industriol users. 


DONALD DURHAM CO. 
Des Moines lewe 


= ee 


“The. PLASTIC Repair Material 
in POWDER Form 


SKILLMAN 


Manutacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 


SKILLMAN HARDWARE 
MFG. CO 








Trenton 4, NW. J., U.S.A. 


PERFECT CQTTER PINS 








H recision Manafactaring 
PRODUCES PERFECT COTTER Pins 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x Ye" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 

ORDER SOLO COTTER PINS 

FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


396 Fourth Avenue, New York 16, WN. Y. 


Coming Conventions 
and Events 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, UL, 
is executive secretary. 


American Hardware Mannfac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 


Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, List Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, IIl., is executive secretary. 


Montana Implement and Hardware 
Association, annual convention, Oct. 27- 
28, 1944, at Missoula, Mont. C. M. 
Wall, P. O. Box 216, Helena, Mont., is 
secretary. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer of 
the manufacturer’s association. 


Pacific Northwest Hardware and 
Implement Association, annual conven- 
tion, Oct. 30-31, 1944, at the Desert 
Hotel, Spokane, Wash. James B. Chan- 
ning, P. O. Box 6, Spokane, Wash., is 
secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 





Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 102) 


1—Answer: Investment in accounts 
receivable was turned four times during 
the year which is equal to approximate- 
ly 90 days’ credit outstanding. 
2—Answer: Drawings are $50 less 
than his earnings at this time. 
3—Answer: The cost of lamps $97.50, 
tax is $11.25, total invoice $108.75. 
4—Answer: Net amount of invoice 
$180.06. 

5—Answer: Net discount of 14.26 per 











retary-treasurer of the manufacturers’ . 
association and George A. Fernley, 505 . 





You'll locksmiths 
ste By tes WeHTLOcK 
America's largest exclusive lock- 
co 3 


Wer ll be expecting you. 


ITLOCK S204 


17 WARREN ST. NEW Siyey 7. re ¥ 








SILO-SEAL SAVES 


Zo the SILO!? 


Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 

Prompt shipment Write or wire 
for prices and full information. 


0., NORTH MANCHESTER, IND. 













SCHUBERT 


KEY BLANKS 


OF EVERY DESCRIPTION 





3 





GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 








For Your China, Glass ; 
and Gift Department 


BEAUTIFUL coLoneD AND CRYSTAL CUT 

GLASS VASES, ASH TRAYS, BON BON DISHES, 

CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 


TEA POTS, oe RANGE SETS. VASE 
ASSORTMENTS, SALT AND PEPPER SHAKERS 
AND MANY OTHER ITEMS. 

Visit Our Display Room or Write for a $100.00 
Sample Order of Fast Moving liems 


V. W.Worman Assaciates 
1584 Merchandise Mart, Chieage 54, Llinois 


NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 




















BETAUSS THE PRINCIPLE IS RIGHT 
housands of satisfied users from coast te coast 
Jube the Animal Weans Them the 
ing the Sucking Humane Way 
— An item That Repeats — 
SEE YOUR JOBBER 


AUSTIN MFG. CO., ROUND GROVE, ILL. 








Tet at oe SE Get ore 


lice 
WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


Fhe extmenging, Sapener. fe caning, reasivied 


sereens, garde. turn 
ORDER NOW FROM YOUR JOSBER 
SUPERIOR FASTENER CORPORATION 





cent. 








2949 Elston Ave. Chicago (18) i. 
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Fly Sprays and Disinfectants Get 
Up Front Space in This Store 


Few farmers can pass this display 
of sprays and disinfectants without 
stopping to investigate. 





LY sprays and general all year 

‘round disinfectants for dairy 
barns, hog premises and chicken 
houses are highly important for 
maintaining animal and _ poultry 
health and increasing food produc- 
tion, and the Kleinpell Hardware, 
Elkader, Iowa, gives these items 
prominent display up at the front 
of the store several times during the 
year. 


To make the display more effec- 
tive a step up display stand is used. 
with the items facing the aisle down 
which farmers walk. The stand is 
painted white with a narrow, dark 
trim and this helps to bring the en- 
tire setup before the attention of 
prospects. Mrs. Bruce Irwin, man- 
ager, reports that this display sells 
a lot of such items during the year. 
While fly spray is used only certain 
months of the year, the general dis- 
infectants for farm buildings are 
purchased all year around by farm 
patrons. 








Solves Local Shortage 
In Oilcloth 


HEN A. Sturm, owner of 

Sturm Hardware, Owatonna, 
Minn., ran out of oilcloth to sel] cus- 
tomers, he rigged up a special dis- 
play and put on sale a product 
formerly used entirely for covering 
walls. The women accepted this 
item very quickly and Mr. Sturm 
was able to sell quite a good deal 
of it, as he had laid in a consider- 
able stock. The display arrange- 
ment, placed on one of the counters, 
merely provided for about a 4-ft. 
length to roll out to catch attention, 
and it did the trick. Every woman 
who saw it wanted to know if they 
could buy some oilcloth. Clerks told 
them what the product was and 
many women were glad to buy. 





Reminds Customers 
Of Basement Driers 


HE prominent display up near 

the front of the store of a prod- 
uct which will drv out damp base- 
ments helped the Ilentges Hardware, 
Dyersville. Iowa. to sell quite a 
quantity of the item this past sum- 
mer. The product sells for $2 and 
this price was prominently dis- 
played on a placard. as well as the 
purpose of the product. This was an 
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item which required considerable ex- 
planation on the part of clerks, but 
a subject in which many homeown- 
ers were vitally interested: 





Plays Up New Item 
to Advantage 








picture. 
nut. Ideal birthdoy, wedding, yes, or Christmas 


"WOLFF, KUBLY s, HIRSIG 


OUNCKNEY OR THE SQUARE ~~ STATE STREET AT GILMAN 











Wolff, Kubly & Hirsig. Madison, Wis., 
recently published this ad showing 
a coffee table unit made from a 
folding picture frame for $4.95. The 
new item was shown in a two- 


,column, §-in. ad to excellent advan- 


tage. The accompanying illustration 
shows the ad in exact size. 








PAINTERS TELL 
HOUSEHOLDERS! 


HOUSEHOLDERS 
TELL PAINTERS! 





Ridsmel 


STOPS PAINT SMELL 


Instantly! 





Now you'll sell more paint to 
both, Now— with Ridsmel — 
paint odors are away in 
swift seconds! A few magical 
drops—and paint smell vanishes 
. « . banished for goud. Ridsmel 
is safe, effective in any paint, 
varnish, enamel. Sell Hidsmel 
to stimulate paint sales 
profits. 










2h¢@ to $5.00 Siz0es 
LIBERAL DISCOUNTS 
Carton of 3 doz, 25¢ bottles, 
$5.40 F. O. B.. New York 
Window Streamers included 
See Your Johber or Write 


HOLLEY CHEMICAL CO. 
122 E. 25th St. 
New York 10. N. Y. 
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i 


hi 


A pliable plas- 
tic that comes 
all ready to 
use. Just press 
into place with 
the fingers and 
it stays put. It 
sets firmly, 
does not crack, 
chip or shrink. ., 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
® A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 
ments, screens, etc. 
@ Makes good packing and gaskets. 
Stops rattles. 
© Keéps out dust, dirt and vermin. 
® Supérior for setting glass in wood 
or metal sash. 
Write for Circular 
J. W. MORTELL CO. 


Technical Coatings sinee 1895 
508 Burch St., Kankakee, Ill. 
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vertised at 
$1.25. 





161 











WRITE FOR CATALOGUE SHEET 


WESTFIELD, MASSACHUSETTS 


GAMES OF FAME 


SABOTAGE (Card Game) ...... $1.00 
FLAGSHIP (Board Game) ...... 1.39 


JEEPERS (Board Game) ............ 2.00 
BULA (Bats and Cotton Balls).. 1.29 
TWIRLEM (Novelty) 000... 25 











If you’re a ~ fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’”’— 

know how a 

h sticks. 





REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C HutchinsonKs. 











ROPE * x * 


for the Home Front 









Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
\They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
{way when not in use. Highest quality 
materials 















ORDER 
THRU 
YOUR 
JOBBER 






Your customers will demand SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally. adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays 
to stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Heever Read + Detroit 13, Michigen 























LET’S ALL 
CONTRIBUTE 
TO THE 
NATIONAL WAR FUND 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 


MARSHALLTOWN) 








IOWA 
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@ Lamson gimlet point Lag Bolts penetrate wood 
faster, bite quick and dig deep with hand starting. 
Carefully rolled threads insure uniformity of size. 
Shanks are uniform, concentric with threads and 
heads are true and square. Black finish or galvanized. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 


GIMLET POINT LAG BOLTS 








Untl OUCK BILL 
Can Drop Ais Gun... 


All of our manufacturing capacity is still required 
for essential war products carrying AAA or AA-1 
ratings. 


That is the reason Duck Bill Ballcocks are not 
available despite the fact that restrictions have 
been lifted and an AA-3 rating allotted to manu- 
facturers. 


As soon as army and navy requirements are met 
we will again start producing ballcocks. 











ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 
"Plumbing BracAs4 Good Since 1890” 











| When You Are Looking 


For a Certain Product 








and only the trade-name is known—- 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. . 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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VACOS for DELICATE 
PRECISEON worRK 
and 


~ 171 TYPES and SIZES 
IN BETWEEN... ALL OF 
BREAK-PROOF AND 
SHOCK- PROOF write F oR 


AMBERYL azaloG! 


VACO PRODUCTS CO. 


325 E. ONTARIO ST. * CHICAGO I, ILL. 
Conedian Werehouse: 560 KING STREET, WEST - TORONTO 2, ONTARIO 


a 
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| _Clamihied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set sold, Pe see - 34.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... 08 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words os etdat cabddeantedess $1.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY BATES 


One inc : $6. 
a ‘additional inch epecdspaes 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10 % off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
wot currency of stamps. 


Samples of Merchandise, Literature, Cate 
logs. etc., will not be forwarded to bos 
number advertisers unless accompanied by 
sufficient postage for remailing. 

HARDWARE AGE is published every othe 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


' Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








Essential Workers Need Release Statements 








we have an opportunity for you. 


territory. 





SALESMEN WANTED 


An unusual selling opportunity is offered to salesmen in several terri- 
tories along the eastern seaboard. 


This opportunity will interest the successful salesman who 
knows the paint and hardware dealers in his territory, who 
is looking for a broader opportunity, and who wishes to in- 
crease his present earning capacity. 


Our expansion in the Trade Sales Field and the increasing demand 
for our exclusive agency proposition has made openings for a number 
of additional paint salesmen in the Atlantic seaboard states. 


If you have a good, continuous employment record as a producer, 


Previous paint experience is not necessary, but applicants 
must know the paint and hardware dealers in their 


SALARY—A liberal salary and opportunity for in- 
creased earnings is offered to the men who quality. 


Write us in detail about yourself and your experience. Your letter 
will be held in strict confidence and no references will be used without 
our permission. Please write fully as no interview will be granted. un- 

tess complete business and personal history is given in first letter. 


VITA-VAR CORPORATION 


TRADE SALES DIVISION 


Newark, New Jersey 








ILINES WANTED — MANUFACTURERS’ 
AGENT DETROIT Area seeking representa- 
tion of products sold wholesalers, department 
stores and chains. Experienced, capalile and in 
position to give thorough coverage. If unable to 
make deliveries row would he interested in dis- 
cussing post-war representation. Address Box 
H- “ care of Harpware Ace, 100 East 42nd 
St., New York 17, N. 

BUILDERS’ HARDWARE, SHELF HARD- 
WARE AND TOOL Lines wanted for Western 
States hy Experienced Builders and Shelf Hard- 
ware and Tool Representative (27 years with large 
Eastern Manufacturer) headquarters San Fran- 
cisco, California. at once or for Post-war perio. 
Address Rox H-543, care of Harnware Ace, 100 
East 42nd St., New York 17, N. ¥ 
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SALESMAN WITH HARDWARE, PAINT 
AND INDUSTRIAL Connections, N. E. Penna. 
and Lower New York State. Seeking new posi- 
tion. Fourteen years with present employer. 
Liquidating. All proposals considered. Present 
lines Industrial Chemicals. Age 48. Excellent 
references. Studied eng on ae Ad 
dress: James P. Campbell, all St., “Ashley, 
Luz. Co., Pa. 





WANTED: EXPERIENCE RETAIL TOOL 
AND WOODWORKING MACHINERY 
SALESMAN for old established hardware store 
—St. Paul, Minn. Statement of availalility re- 
quired. Address Box H-572, care of Harnware 
Ace, 100 East 42nd St., New York 17, N. Y. 


SALESMEN WANTED 
FOR CERTAIN OPEN TERRITORIES 


Please tell us lines you now sell 
and type of stores covered. 


THE WALTER S. KRAUS CO. 
WOODSIDE 


NEW YORK 











POSITION WANTED AS REPRESENTA- 
TIVE FOR Chicago and surrounding territory. 
Experienced salesman, executive type, acqua:nted 
with jobbers and chains within 500 mile radius. 
Can open or manage Commission or ‘onus 
arrangement preferred. Must have good post-war 
possibilities. Available January Ist. Aridress 
Box H-545, care of Harpware Acz, 100 Fast 
42nd St., New York 17, N. Y. 





WANTED—MANUFACTURERS’ AGENTS 
CALLING ON hardware, paimt, lumber. house 
furnishings dealers and jobbers to sel] nationally 
known waterproofing products. Very interesting 
proposition for live wires. Address Box H-493, 
care of Haavwaag Acs, 100 East 42nd St., New 
York 17, N. Y. 





PLUMBING MATERIALS OR ALLIED 
LINE WANTED — Favorable Contact with 
Plumbing and Hardware Jobbers, Direct Plumb- 
ing Supply Houses—Manufacturers’ Agent can 
offer ualified les Representation in the 
States of Michigan and Ohio, Post War Pro 
posals invited—Remuneration on commission ba- 
sis—qualified references. Address Box H-528, 
care of Harpware Acer, 100 East 42nd St., New 
York 17, N. Y. 





SALESMAN FOR SOUTH EASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
Southern Hardware wholesalers selling and buy- 
ing staffs. Was hardware jobbers salesman and 
sales manager. Now represents nationaily known 
manufacturer. Prefers line sold thronzh whole- 
salers on salary and expense basis. Address Box 
H-576, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





FIELD REPRESENTATIVE OF MANU. 
FACTURER OF Complete Line Quality Power 
Tools (saws, jointers, lathes, etc.) will interview 
progressive Hardware, Industrial Supply Outlet, 
or individual desiring to establish his own power 
tool or shop in each of following Cities— 
Albany, Troy, Schenectady, Glens Falls and 
Plattsburgh, New York. Statement of availabil- 
ity required. Address Box H-582, care of Harp- 
ware Acg, 100 East 42nd St., New York 17, N.Y 





DEPENDABLE WHOLESALE CHICKS— 
50,0009 WEEKLY. Year round hatches. 18 
‘rosshreeds. 


litera- 
21 W. 





Purebreeds & C Postal brings 
ture STANDARD HATCHERIES, 1 
Third St.. Ind. 


Terre Haute. 
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|  Chassihied Opportumitien. Section... 








Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 











FOR SALE 
NEW SURPLUS 
FLASHLIGHT BATTERIES 
Baby Tubular Unit Cell 


TAIL LIGHT LANTERNS 
PEARLSTINE HARDWARE COMPANY 


P. O. Box 237 St. Matthews, S. C. 








A POST-WAR OPPORTUNITY 


We want a Man, 25 to 35 years of age, 
Experienced in Builders’ Hardware, to 
Manage a Complete Building Hardware 
Department for Long Established Pro- 
gressive Lumber Company, located in the 
Best City of over 100,000 Population in 
Northern Indiana. One with Lumber 
Experience preferred, but not essential. 
Excellent Post War Position with Chance 
to Build Your Future. Give Full Particu- 
lars with Salary expected in first letter. 
Statement of availability required. 


Address Box H-561, care of ee a ae 
100 East 42nd St., New York 17, N. 











WANTED—ADDITIONAL LINE ON A 
Commission Basis, preferably tools going to the 
Hardware and Mill Supply Trade for the States 
of Pennsylvania, Maryland, Delaware and [Mis- 
trict of Columbia. Well established in this ter- 
ritory for past 21 years. Correspondence from 
reliable manufacturers invited. Interview de- 
sired. References upon request. Address Box 
H-570, care of Harpware AGer, 100 East 42nd 
St., New York 17, N. ¥ 





SALESMAN—20 YEARS’ EXPERIENCE 
CALLING ON the hardware department store, 
lumber, builders supplies, paint store & wholesale 
hardware jobbing trade throughout the States of 
Michigan, Indiana, Illinois, Wisconsin and Min- 
nesota, desires lines for this trade on commis- 
sion basis. Very well acquainted with trade and 
can furnish excellent references. Address Box 
H-577, care of Harnpware Acer, 100 East 42nd 
St., New York 17, N. Y. 





FACTORY AGENTS, WELL RATED, LIVE 
Growing Organization with 11 Salesmen now, 
want strong lines of painters and paperhangers 
supplies and other specialties to sell to Paint and 
Hardware trade in Pacific Northwest and Alaska. 
Will stock or sell drop shipments. Write A. D. 
Hewitt Co., 2323 Second Ave., Seattle 1, Wash. 





SALESMAN WANTED TO CARRY A 
LINE of Plumbing & Heating Specialties on a 
Coeietes Basis. We are selling the Hardware 
Dealers & the Jobhers of Plumbing & Heating 
Supplies. Many Territories Open. Write stating 
Lines Now Carried, Experience and Territory 
Covered. Statement of availability required. Ad- 
dress Box H-574, care of Harnpware Acz, 100 
East 42nd St., New York 17, N. Y. 


OCTOBER 12, 1944 





ATTENTION 
MANUFACTURERS! 


RELIABLE AND EXPERIENCED 
EXPORT HOUSE DESIRES 
LINES FOR SOUTH AMERICA, 
CENTRAL AMERICAS AND 
THE WEST INDIES. COMPLETE 
FACILITIES FOR EXPORT 
TRADE. WE DO OUR OWN 
PROMOTIONAL WORK AND 
DESIRE ALL LINES FOR OUR 
EXTENSIVE COVERAGE. WE 
HAVE 14 YEARS’ EXPERIENCE 
IN THE EXPORT FIELD. 


Address Box H-558, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








WANTED—HARDWARE ENGINEER 
ig ne desires a reliable Hardware Engineer 
and Product! ion Menage, One capsble of designing 

roduc! lous builders 





will 
of availrbility 
Address Gox H-512. care of HARDWARE AGE 








100 East 42nd St., New York 17, N. Y. 


SALES MANAGER! 


Exceptional opportunity with established, financially 
responsi! le manufacturer in the Farm Equipment 
held Merchandising experience through lumber, 
hardware and allied implement trade channels would 
be betpful. Modern plant located in small Mid- 
West City. Excellent ling conditions Position 
has large post-war possibilities. You will re-organize 
an! handle a force of 20 tu 25 salesmen. You will 
have direct contact with owner of business. You 
will sell _a line that is nationally kn wn and acver- 
tised. This is not a soft executive type of job, but 
a HUSTLER will find it an opportunity to _even- 





tually participate in the of the 
Write. giving age, experience, qualifications, salary 
expected. Will arrange for selected prospects to 


look over plant at our expense. All inquiries con- 
fidential, Statement of availability required. 
rite... 


WESTON-BARNETT, INC. 
Advertising Agency 
Waterloo, lowa 








ELECTRIC CLOCK 
SERVICE NOW--- 


New Clocks Later 


Move repairs more quickly thru 
our dependable established 
service at fair prices. 


W. J. SHATAS & CO. 


Manufacturers Agents 
Electric Clock Service 
110 Grand Street 
Waterbury 85, Conn. 











EXPORT—ESTABLISHED, AGGRESSIVE, 
WORLD-WiDE EXPORT ORGANIZATION, 
specializing chain store merchandise, offers manu- 
facturers complete service distributing their lines 
all foreign markets. Representative leaving short- 
ly Latin America. Now making preparations ex- 
tension post-war distribution Europe, Near and 
Far East. For further details communicate Box 
ag care of Harpware Ace, 100 East 42nd 

» New York 17, N. Y. 





WANTED—LINE OF Roofing, Padlocks. 
Night Latches, Rim and Mortice Locks, and 
Carpenter Tools, by a Manufacturer’s Agent of 
more than 15 years. Continuous Contacts to the 
Dealer Trade, in Hardware, Building Supplies. 
and Lumber Dealers in the Southeast, on straight 
Commission Basis, for immediate, and after the 
war. Address Box H-477, care of Harpwarr 
Acz, 100 East 42nd St., New York 17, N. Y. 





WELL KNOWN MANUFACTURERS’ 
AGENT DESIRES One or Two Additional 
Lines for Metropolitan Chicago Area. Tested 
repeat items, selling through Hardware, Paint, 
Housewares, Automotive and Mill Supply Job- 
bers, Mail-Order Houses & Chains. Address 
Box. H-579, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 





EXECUTIVE TYPE SALESMAN INTER. 
ESTED IN representing only a reliable, well 
established manufacturer of hardware or mil! 
supply products, in Florida. Twenty-five years 
successful os selling above type jobbers. 
Details and best references furnished interested 


party. Address Box H-549. care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


(Classified Opportunities continued on page 166) 





MANUFACTURERS SALES REPRESEN- 
TATIVES DESIRES DEPENDABLE Items 
for Chicago and Midwest Territory on conmis- 
sion basis covering Wholesale Hardware, Auto- 
motive, Mgil Order, Chain Stores and Depart- 
ment Stores, Wonderful contacts with volumn 
producing accounts for post war possibilities. Ad- 
dress Box H-564, care of Harnware Acr, 100 
East 42nd St., New York 17, N. Y 





DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with publie 
utilities and various manufacturing plants. If 
unable oe well ee at wh interested in 
discussin: tion. A:idress - 
MELAIRE "DISTRIBUTING C0 420 Lexing+ 
ton Ave., New York 17, N. Y¥ 





OPEN TERRITORY FOR MANUFACTUR- 
ERS’ AGENTS to handle complete line of 
Oil-Burning and Gas-Fired Space Heaters and 
Floor Furnaces, together with Frozen Food. Cahi- 
nets. If you have been contacting Johbers, Whole- 
salers, or Dealers, write us giving full particu- 
lars as well as lines carried and present terri- 
tory covered. Address Sales Manager, Lonergan 
Manufacturing Co., Albion, Michigan. 





FAMILIAR LATIN 
AMERICAN Hardware Trade. Al! Phases Ex- 
port Business widely traveled. Excellent records 
and references. Capable establishing succeesful 
export business. Seeks connection with Hard- 
ware. Tool and Light Machinery Manvwfacturers. 
Address Box H-544, care of Warpware AcE, 
100 East 42nd St., New York 17, N. Y. 


EXPORT. MAN 














Classified Opportunities Section ... 








Essential Workers Mead Release Statements 








NOTICE —Classified Forms Close Three Weeks Previous to Date of Publication 








REPRESENTATIVES 
WANTED 


Prominent builders and cabinet hard- 
ware manufacturer has exclusive terri- 
tories open througheut Country. Men 
must be intimately acquainted with 
builders hardware distributors and 
wholesale houses. Please give full par- 
ticulars in your letter. Statement of 
availability required. 

Address Box H-5i6, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








MANUFACTURERS’ AGENCY 


Rated. Covering New England and New 
York States. Desires few additional lines 
representing manufacturer only. Have es- 
tablished contacts with hardware, mill 
supply and automotive jobbers. Immediate 
volume assured. 

Address Bex H-501, care of HARDWARE AGE 

100 East St.. New York {7, WN. Y. 











— MANUFACTURERS — 

WELL ESTABLISHED MANUFACTURERS’ 

CENT, SELLING AUTOMOTIVE JOBBERS 
RDWARE JOBBERS AND CHAIN STORES IN 

MICHIGAN AND OHIO FOR THE PAST TWEN1 

EARS DESIRES ONE ADDITIONAL LINE. 

Gale wie ma INVITE: PRESENT 
U WILL BE GIVEN AS REFERENCES. 


Address Box H-565, care of HARDWARE AGE 
100 East “sand St, New York 7, NM. OY. 





g See 




















SALES REPRESENTATIVE — WANTED: 
UNUSUAL. OPPORTUNITY for man Ce | 


stainless steel rule with dept. gauge. 

Py ° in 32nds. and 64ths. Decimal equivalents 
Some of our men make several hundred 
dollars monthly. Twelve on attractive display 
card—No price myn on card. a g appeal, po 
cellent — a © om 
iter. ar’ ey ny, 406 Temple 
Bidg.. Rochester 4 mar, me 





“ATTENTION BUYERS" 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 

NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 
Assortment of PREWAR Finishes om Brense 


Pipe 2 om 


Ht pose 
scat 
ett 
abs 
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mad “Foals. Padlocks. Cylinder Night 
items on the Critical and Hard 
VISIT WILL BB WELCOME. 


sare of HARDWARE AGE 
‘ot, New York 17, WM. Y. 
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Distribution — Present and Postwar 
Established — Reliable - Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia ~— Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 
carry the accounts or you ean bill direct. 


oe Oe ee ere a 








Doing excellent volume of business in 
Manhattan showing substantial profits. 
Is desirous of selling with or without 
stock, together with long term lease, 
very reasonable rental. 


Address Box H-567, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 











rm we SALES AGENTS a 
ALL ry) SELLING TO THE 
HARDWARE JOB BERS AND CHAIN 
STORES. WANT HARDWARE LINES, 
TOOLS, ETC., Le, "3 ARE cae 
THROUGH THE DWARE 

CAN SELL FOR DIRECT SHIPMENT OR 
COULD HANDLE LINES THROUGH OUR 
WAREHOUSE. WE GET RESULTS. AD- 
DRESS BOX H-535, CARE OF Harpware 
Act, 100 EAST 42np ST., NEW YORK 17, 





MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932. FINANGIALLY RESPONSI. 
BLE. Now selling leading Hardware and Auto 
motive — covering Pacific Coast with ware- 
houses Angeles and San Francisco. Desires 
an additional quality line. Can assure manufac- 
turer permanent connections with immediate vol- 
ume. Commission basis only. Address Box 
H-521, care of Hanpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





BUILDERS’ HARDWARE OR HAND 
‘cour’. Agust. ‘sorgieg” One tnt Mone 
yaa AS ing io and Michi 
method 


epresentation assured by 
of not handling the sale of more thar 
two hardware lines—contacts consist of Build 
ers’ Hardware and Regular Line Hardware 
Wholesale Concerns, Quantity Purchasing Large 
Dealers and Lumber Yards. es eg arrange 
ment—qualified references. Address Box H-529 
care of Pa tn Act, 100 East 42nd St., New 
York 17, N. Y. 





SCREW COMPANY MANUFACTURING 
A LINE of Standard Cap Screws, Set Screws 
and Semi-finished Nuts as well as many Special 
Upset Screw Products desires 2 Commission Rep- 
—— in Bag ng = ated York Territory. 

icant mu ave had ex lence in sellin 
wholesale hardware jobbing houses and Parwonen 
tive jobbers. We can offer a quality product 


wdhtasen in the territory. Statement of il- 
ability required. Address Box H.568, "eile ‘a 
ae Ace, 100 East 42nd St., New York 


PACIFIC NORTHWEST MANUFACTUR.- 
ERS AGENCY, ESTABLISHED 1934, would 
like one or two "additional lines to sell Hardware 
and Electrical Jobbers and Large Building 
Supply Dealers. Now doing business with largest 
accounts in Washington, Oregon and Idaho. 
Have office and warehouse plus financial ability 
to carry warehouse stocks. Address Box H-562, 
care of Harpware Acg, 100 E. 42nd St., New 
York 17, N. Y¥ 





AN AGGRESSIVE SALES REPRESENTA- 


PLY TRADES; A_ THOROUGH KNOWL- 
EDGE OF THE TRADE REQUIREMENTS 
OF THIS TERRITORY AND FIFTEEN 
EXPERIENCE IN _ BUILDING 
COMMISSION. ADDRESS BOX 








WANTED — TO BUY 


ESTABLISHED RETAIL HARDWARE 
STORE IN A CITY HAVING A POPU- 
LATION IN EXCESS OF 5000. MIDDLE 
WEST LOCATION, 


Address Box H-578, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 








REPRESENTATIVES WANTED 





Pro af: af. Glass Substit has sev 
eral — i territur be acq nied 
with jobbers and eatets “y "tollowing terri’ 
Eastern States — Pennsylvania — Indiana me Michi- 
gan — Ohio Kentucky & Tennessee — Wisconsin 


& Minnesota. “Give full details in your letter. State- 
ment of availability required. 


Address Box H-57!, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 











WANTED 
STOVE SALESMEN 


by Manufacturer of Nationally Adver- 
tised Magazine Type Heater. Commission 
basis. Statement of availability required. 


Address Box H-566, care of HARDWARE AGE 
100 East 42nd St., New York {7, WN. Y. 











LINE WANTED — MANUFACTURING 
REPRESENTATIVE, COVERING Pacific 
Coast trade since 1915. Expanding for Post War 
operations. Financially responsible Can supply 
satisfactory references. ell known to Hard- 
ware Jobbers, Builders Hardware Distributors, 
and Industrial Manufacturers. Offices ~Los An- 
geles, San Francisco and Portland. Want addi- 
tional quality line on commission basis. Address 
Box H-569, care of Harpwarz Ace, 100 East 
42nd St., New York 17, N. Y. 





SALESMAN, MIDDLE AGE, GOOD EDU- 
CATION and Business Background (office and 
f. ). Well established in Michigan, Ohio 
and Indiana, with Jobbers, Chain Stores, and 
Retail trade. ires to represent manufacturer 
of a specialty or short line in conjunction with 
present line, continuous representation for many 
years. Not interested in side lines, must 

worth while proposition with reasonable volume 
possibilities. Address Box H-550, care of Harp- 





EAST 42ND ST., NEW YORK 17, N. ¥. 





wees, Acz, 100 East 42nd St., New York 17. 
B.S. 


HARDWARE AGE 
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no substitutes fer 
CUTTERS, glaziers and painters 
LANDON P. SMITH Inc. Irvington, New dersey, 30. 8. A. 
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for quatity—buy RED Paap Modern-line 
and machines. 























This is the Time 
for 
HOPPE’S No. 9 


This is gun cleaning time. The time when gun cleaner 
sales are at their peak and there's nothing better 
than Hoppe's No. 9 for removing primer, powder, 
lead and metal fouling, or preventing rust and pit- 
ting. All shooters recognize these facts. So— 


Cash in NOW on 
HOPPE ADVERTISING 


Keep Hoppe’s No. 9 Solvent up in front. Put 
Hoppe's Gun Cleaning Patches, Hoppe's Lubricat- 
ing Oil, Hoppe's Gun Grease and Hoppe's Gun 
Cleaning Packs with the Solvent and make a real 
display. Now is the time to reap the harvest of de- 
mand that Hoppe Advertising has sown and culti- 
vated throughout the years. Hoppe Products are 
easy to obtain. Order from your Jobber today. 


FRANK A. HOPPE, INC. 


2314A North 8th St. Philadelphia 33, Pa. 
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linmediate Delivery on 
2 Fast 
Selling 


Little Dandy 
POTATO 
MASHER 


Apartment-Size 
4 ©] L L I N G cone a — 
Pp | N goed nth: og 3 4 


WRITE for illustrated circular and price list on other ration- 
proof all-wood hardware store sellers. 


NOCKONWOOD INDUSTRIES, Ltd., Dept. A, Bloomfield, lowa 


KITCHEN ITEMS 











O REMEMBER 

C i ROYAL - 
A GOOD NAME 
70 “Go BUY” 


Watch for an important ROYAL 
announcement in the next issue! 
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ELECTRIC COMPANY, INC. 
PAWTUCKET, R. I. 
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for Safety . Economy 


. Good Service 
THE CLEVELAND CHAIN & MFG. CO. 
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WELDED AND WELDOLESS DR 
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CLEVELAND, OHIO 
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Minute Mop Co. .......... 144 
Moore Enameling & Mfg. Co. 49 
Moore Push Pin Co. ........ 169 
Mortell Co., J. W. ........ 161 
Myers & Bro. Co., F. E..... 16-17 


N 
National Ideal Co., The.... 50 
National Mfg. Co. ........ 46 
National Screw & Mfg. Co... 171 
New Haven Clock Co...... 129 
Nicholson File Co. ......... 66 
Nockonwood Industries, Ltd.. 167 
North Bros. Mfg. Co........ 133 
Nott Mfg. Co. ............ 170 
2) 
Owosso Products Co. ...... 101 
P 
Paragon Utilities Corp...... 91 
Parker Mfg. Co. .......... 119 
Penn Supply & Metal Corp.. 157 
Perfection Stove Co. ....... 60 


Pittsburgh Plate Glass Co. 
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Sandvik Saw & Tool Corp... 149 
Schaffner Co., Gus J........ 157 
Schalk Chemical Co. ...... 146 
Schubert Co., The ......... 160 
Service Station Equipment 

Py eee ee 141 
Sheffield Bronze Powder & 

Stencil Co., Inc. ........ 42 
Simonds Saw & Steel Co.... 55 


Skillman Hardware Mfg. Co. 160 
Smith, mg Landon P....... 167 
Snell Mfg. Co. 38 
tine Pawar Oil Co., Inc. 47 


Solo Products Corp. ....... 160 
Sout Wiha... Ge. . i450 543 162 
South Bend Toy Mfg. Co.... 155 
Spradling's, Inc. .......... 153 
Stanley Works, The ........ 4 
meee CNR, i eo coos. ese 42 
Stevens Walden, Inc. ...... 148 
Stewart-Warner Corp....... 25 
Stith, M. L., & M. J. ...... 169 
Sun Tent-Luebbert Co...... 154 
Superior Fastener Corp..... 160 
T 

Tennessee Coal, Iron & Rail- 

i a Oe ee 57 
Textile Mills .............. 26 
PRONE Fe wenindied 0.0 4,0:59°2 22 
Toastmaster Products’ Div. 

McGraw Elec. Co. ...... 134 
Tremco Mfg. Co. .......... 143 
Turner Brass Works, The... .. 108 
Turner, Day & Woolworth | 

Preaee Ce... sevrcdaae sss 

U 


Union Fork & Hoe Co., The | 
Union Hardware Co. ....... 32 
United Gilsonite Laboratories 156 
United States Plywood Corp. 


(Weldwood Div.) ........ 139 
United States Steel Corp... 57 
Upson Brothers, Inc. ....... 162 
Utility Fan Corp. ......... 26 

Vv 
Vaco Products Co. ........ 163 

WwW 

Warren Telechron Co....... 48 
Warwick Mfg. Corp. ...... 7 
West Bend Aluminum Co.... ° 
Western Cartridge Co...... 

Whitlock Supply Co. ....... 1 
Whitney Carriage Co., F. A. 117 
Will & Baumer Candle Co... 2 
Wilson-Imperial Co. ....... 101 
Wiss & Sons Co., J. ........ 18 


Woodruff & Sons, Inc., F. H. 149 








‘telues’ s Arms & Cycle 
Works, Iver ......:5...... 170 
Judd Co., Inc., H. L. ...... 32 
: K 
K-R-O Company, The ...... 158 
Karno & Co., Inc., L. ...... 156 
Kauders-Steuber Co. ....... be 
Kaul Importing Agency, Inc., 
WURIS Gad, gl, Cie hins eo Fe 20 
| as eae ap a 38 
Kellogg Brush Mfg. Co. .... 135 
ee OS STOO Oe ree 53 


R "ea ne on 
Round Oak Co. ies Lock de go 
Royal Electric Co., Inc...... 167 





Worman, V. H., Associates.. 160 
x 

X-Pando Corp. ......... + 126 
Y 

Yale & Towne Mfg. Co...... 3 
Zz 

Zim Mfg. Co. ... 2... 40005. 12 
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Push-Pins 
Push-less Hangers 


Sell them TOGETHER for every 
pin-up or hang-up need. 44 
years of dependable service. 
Ask your jobber. 











AVAILABLE NOW 
for Civilian USE 
with the proper priority 


Correct design, sound 
construction and high 
operating efficiency. 





Ne. 32A TORCH 


CLAYTON & LAMBERT MFG. CO. 
Torch and Fire Pot Division 
14247 Tireman Ave. ° Dearborn, Michigan 


No. 22A FIRE POT 




















Scotty Wax 


Self-Polishing 


Lustrous . . . self-levelling, 
washable, durable, brilliant, 
economical, dependable. 
Dries bright without rub- 
bing. 
Galion jug $1.59, retail 
Slightly higher in the west. 
Write for particulars 
M & H LABORATORIES. 2705 Arcier Avenue, Chicago 8, Iilirols 


ANA 600D SCOPE 4 






























STITH Install-it-yourself MOUNTS are easily in- 
stalled . . . No drilling of rifle .. . No stock cuts 

. Ready for immediate fitting, using only a 
screwdriver. 


We can make prompt delivery on mounts for Weaver 
and Lyman Alaskan Scopes to fit Winchester M-70; 
Savage M-99; for Weaver Scopes for Winchester M- 78 
Sporter, Remington M-513-S and Savage M-23. They 
retail at $12.00. 


Advertised in practically all Sports Magazines 








For information and folders, write 


M. L. & M. J. STITH 
TRANSIT TOWER, SAN ANTONIO 5, TEXAS 











Keep this PRroFiT-PicTURE 
in your mind 


CHORE Girt will be back again 
—when copper is available for 
cleaning use. In the meantime, 
don't forget her. Your customers 
won't. After the war, housewives 


CHORE GIRL itis dearer more than over. 
METAL TEXTILE CORPORATION 
Orange, N. J. 
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SANDVIK 









PULPWOOD SAWS 
AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 
¢ SAVE TIME 
¢ SAVE ENERGY 
° SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 
47 WARREN STREET New York, N. ¥. 











Genui"" DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET - 10c SET - 10c SET SAVE FURNITURE 


& FLOORS-CREATE QUIET 
ra dep a a - of Silence” 
SET 


Domes of Silence — Insulated Cushion Glides 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 






Aik your soooe 


DOMES of SILENCE 


OCTOBER 12, 1944 








> gree SALES BEGIN WHERE 
Lie §6SQUEAKS END 


e*The 3-color SLIPSTICK point-of-sale 

ry merchandiser with one-dozen sticks of 
@ DIXON'S new soft, wax-like graphite 
# lubricant is available to help you increase 
your sales. 
Sell this handy stick for fast rub-on applica- 
tion to bicycle chains, fire arm actions, to 
doors, windédws and drawers — wherever 
sticking, squeaking, squealing demands effi- 
cient friction-fighting graphite. 
Write for name of nearest jobber 


























JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, M. 4. 
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in 
QUALITY 
and VALUE 


The finest, all white sec- 
ond growth hickory in the 
whole world is selected for 
Daniel Boone Handles. One 
or one thousand of these handles 
are distinctive for this one quality 
—the best in hickory. 













The finest tools of America’s most 
famous makers are factory fitted with 
Daniel Boone Quality Handles because they 
are the strongest, toughest, most durable, 
and economical handles that can be obtained. 
Your jobber can supply them—your customers 
who require top value will appreciate them. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 
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WIRE ROPE CLIPS 

@ Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Lamson nuts fit U- 
bolts accurately. Malleable iron saddles have stand- 
ard “bull-dog” grip. Wire Rope Clips are packed in 
bulk in kegs for stock for your jobber’s distribution. 

A copy of the Lamson “Ready Reference” List, a 

handy visible indexed catalog and price list, is ready 

for you. Ask your jobber’s'salesman, or write us for it. 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


oa 
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Bad “business” for Pests 
...G00d business for YOU! 


Sell the Complete 





















“Their Last 
Meal” NOTT Line 
- 
RAT-NOTS 
* ( 
MOUSE-NOTS You'll do a lively business {| 
MOLE -MOTS in these death-dealing prod- } 
. $ ucts—if your stocks are 
sence complete. There’s a NOTT 
: PRODUCT to meet every 
ANT-X JELLY 
BAIT $ need ... through all 12 
* months of the year. Your 
ec customers know by experi- 
KILMICE ence that NOTS “do the 
We Help You Sell trick.” Check your stock 
with free mats and order NOW. 
and electros... { 
displays that @ Write for latest Catalog 
STOP your cus- 3 Sheet ... Dealer and Jobber 
tomers. 2 Discounts. 


NOTT MANUFACTURING CO. 


Mount Vernon, N. Y. 








L GOODS 


Founded Li 
1871 | 





When guns can be sporting goods 
again, you'll find you won’t have to 
wait long for the return of the profit 
‘ and prestige you always enjoyed as 


an Iver Johnson dealer. 


IVER JOHNSON'S ARMS & CYCLE WORKS 





53 RIVER ST., FITCHBURG, MASS. 


HARDWARE ASE 








MADE BY NATIONAL SCREW ... 


Machine Screws are thoroughly inspected through 
all production runs. Top-flight quality is thus 
maintained at every stage of manufacture. 





iness 
prod- 
} are Slot well centered, cut 
wel to proper depth. 
1 12 Smooth countersink, free 
rey from burrs, properly 
Ti- 
a angled. Assures proper 
tock fit in mating part. 
Well ‘formed head with 
pee flat bottom, with proper 
radius for strength. 
0. yr Smooth, strong, rolled 
thread, uniform Class 2 
ae fit. 


Well defined lead thread, 


ODS = | 
- slightly tapered for easy 
; a ~ starting. 





National Machine Screws are manufactured to American 
standard dimensions and tolerances. 

Only the best raw materials are used in their manufac- 
ture. For instance, National uses a higher carbon steel 
than normal, which produces a stronger than average 
product—an extra safety factor. 


The entire “quality picture” has been up-graded during 





this war period in meeting the exacting specifications of 


Army and Navy requirements. 


Noy For machine screws and other headed and threaded 

. , ‘ , 
products, look to National for the quality that builds 

(C(ona A 

at ANDO THREADED customer good will. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 
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“PRIZE "22.2" STOVES BOSS OVENS. 
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RANGES « STOVES © OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 











